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43% of °62 Models Are 


By John K. Teahen Jr. 
Associate Editor 


N INCREASE in the number of 

compact cars has boosted the 
2-model total to 278, an AUToMo- 

News compilation discloses. 

anufacturers offered 260 models 
uring the ’61 season. 

There are 121 compacts an the 
narket this year, compared with 
1 in 61. 

The big-car total dropped. There 
e 157 standard-sized models, a de- 
line of 12 from the 169 offered 
t the end of the ’61 model year. 
On a percentage basis, standard- 
ized cars account for 56.5 percent 

the 62 models, and compacts 
nake up 43.5 percent. Last year, 
he figures were: Standards, 65 per- 
ent; compacts, 35 percent. 

* ok * 


VERY manufacturer except Im- 

perial and Lincoln rearranged 

s lineup for ’62. The biggest shifts 

vere made by Rambler, Chevrolet, 
‘ord and Mercury. 


Rambler added two-door sedans 


Top Cars 


*—-New-car registrations for eight 
months: 
961 
os, Make 
1—1,039,873 Chev. 1,164,118— 1 
881,770 Ford 935,468— 2 
237,926 Rambler 291,800— 4 
233,317 Pontiac 268,975— 5 
200,556 Plym, 308,235— 3 
200,100 Olds 227,123— 7 
184,581 Buick 171,321— 8 
149,887 Dodge 254,049— 6 
123,585 Comet 85,723—11 
91,058 Cadillac 97,436—10 
78,143 Mercury 101,519— 9 
58,974 Chrysler 52,094—13 
44,609 Stude. 15,186—12 
18,747 Lincoln 14,470—14 
6,834 Imperial 10,379—15 
261,503 Misc. 375,594 
Total All Makes 
3,812,063 4,434,090 
onnecticut not included, April 
through August. 


1960 
Pos. 
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in its Classic series, but other alter- 
ations decreased its model] total 
from 31 to 27. 

Chevrolet has a new nine- 
model Chevy II line, but its total 
climbed only four—from 28 to 32. 
Chevrolet dropped four standards 
and one Corvair. 


Ford Division zoomed from 23 to 
33 models, but the increase does not 
present as much of an inventory 
problem for dealers as the figures 
might suggest. 


There are eight new Falcons, but 
four of them are simply regular 
sedans and wagons with last year’s 
deluxe trim package. The package 
was an option in ’61, but it’s now 
considered a separate model. Three 
other new Falcons are van-type 
wagons, which have limited appeal. 

* * * 


ORD also added two Thunder- 

birds and four “senior com- 
pact” Fairlanes. Four of last year’s 
standard-sized models were drop- 
ped. 

Mercury has 25 models, compared 
with 12 in ’61, but nomenclature 
plays a part in this situation, too. 
Comet now carries a Mercury 
nameplate; it was a separate make 
last year. 

The Comet lineup has been ex- 
panded in the same manner as 
the Falcon setu p—Comets with 
the deluxe trim package now are 
considered separate models. Mer- 
cury also has a senior compact, 
the four-model Meteor line. 

Other makes, both compact and 
standard, are within one or two 
units of their ’61 model totals. 

For ’62, General Motors lists 113 
models, followed by Chrysler Corp., 


'67; Ford Motor, 60; American Mo- 


tors, 27, and Studebaker, 11. 

The ’61 totals were: GM, 108; 
Chrysler, 69; Ford, 42; AMC, 31, and 
Studebaker, 10. 

* * * 
HE ’62 lineup consists of 57 
four-door sedans, 42 two-door 
Sedans or coupes, 30 four-door 
hardtops, 37 two-door hardtops, 33 
convertibles and 79 station wagons. 

The four-door sedan total is the 
same as last year. Four-door hard- 
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’°62 Sales Pace Sizzles; 
Buying Interest High 


By Robert M. Lienert 
Associate Editor 

Witt the golden sunshine of 

sales and profits pouring into 
new-car showrooms everywhere ex- 
cept in Southern California last 
week, dealers began to analyze the 
’62 market. 

What was making it so hot? 

A nationwide check by AvuToMo- 
TivE News spotlighted the following 
factors: 

1. The public is in a buying mood 
and has the money. 

2. Inventories of ’61s are scanty. 

3. Styling has been well accepted. 
Buyers have gone balmy over 
bucket seats. 

4. Used-car prices are high and 
stocks are low. 

5. Shoppers are scarce; buyers 
are willing to accept delivery from 
stock, 

6. Makers have generally held the 
line on prices. 

OK * * 
Soawees surprisingly, virtu- 
ally nobody mentioned war jit- 
ters as a factor in the public’s rush 
to the showrooms. Even scattered 
uneasiness over the labor situation 


Compacts 


tops are down two, and the other 
body styles are up four to six mod- 
els. 

On a compact-standard basis, 
the four-door sedan ratio is 
about even—32 full-sized models 
and 25 compacts. The smaller 
cars dominate the two-door sedan 
market with 31 choices against 
only 11 for the bigger makes. 
The compacts also have an edge 

in the station wagon field with 43 
models vs. 36 standards. Inciden- 
tally, Falcon, Comet and Rambler 
American are the only. makes to 
offer two-door station wagons. 

Among the sportier body styles, 

the full-sized cars have a wide 
(Continued on Page 4, Col. 3) 


Rambler Moves 
Into Third Spot 
In New-Car Sales 


GTRONG showings by Plymouth 
and Rambler in August brought 
a shuffle in standings in new-car 
registrations, according to figures 
just reported by R. L, Polk & Co. 

Rambler and Plymouth, along 
with Lincoln, were the only 
makes to list more registrations 
during August than in July. The 
market as a whole, in this period, 

declined rather sharply. 

The August count was 462,752, 
according to Polk, compared with 
492,279 a month earlier and 517,332 
a year earlier. 

Compact cars also held on in Au- 
gust, to set a new record of 34.8 
percent penetration. 

+ * * 
AMBLER, on the basis of its 
4-to-3 margin over Pontiac for 
the month, ousted the latter make 
to take over No. 3 ranking in new- 
car registrations for the year to 
date. 

It. was the first time this year 
that Rambler had ranked sc high 
in cumulative registrations. Pon- 
tiac fell to fourth, 

Plymouth, outselling both Pon- 

(Continued on Page '4, Col. 1) 


in Detroit was credited with being 
a more important sales hypo. 

The attitude of dealers, basking 
in the warm glow of their Daily 
Operating Control sheets, was pret- 
ty well summed up by a Southerner 
who drawled: 

“I feel like a hog in a new field 
of corn.” 

As far as could be uncovered, 
only one problem of any real mag- 
nitude confronts dealers: Getting 
enough cars. 

Dealers handling General Motors 
lines were short of cars for their 


introductions (rare indeed was the 
Chevrolet dealer with more than 
one Chevy II) and Ford dealers 
came down with the worries last 
week as the United Auto Workers 


struck their factory. 
* * 

A FEW dealers expressed wistful 
doubts that the market can 

continue to soar. Advised one: 
“Dealers must remember they 
are in business to make a profit.” 
Only in Los Angeles—often con- 
sidered the nation’s prime auto 

(Continued on Page 8, Col. 1) 
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Ford Tieup Holds Output 
To 106,000; GM Soars 


By Martin L. Whitmyer 
Staff Writer 

7 auto industry’s hopes of 
reaching its goal of 655,000 car 
assemblies in October are contin- 
gent on a quick settlement of strike 
issues at Ford and peaceful conclu- 
sion of United Auto Workers- 
Chrysler negotiations. General Mo- 
tors output climbed last week on 

the heels of UAW settlements. 

The strike that shut down 
Ford last week cost the industry 
some 32,000 assemblies and help- 
ed slash production for the week 
to an estimated 106,146 cars. A 
week earlier, the industry, with 
General Motors still suffering 
from parts shortages, turned out 
112,593 units. In the week ended 
Oct. 8 a year ago, the manufac- 
turers produced 140,984 cars. 

Production of ’62 models through 
last Saturday (Oct. 7) stood at an 
estimated 605,212 cars. GM led with 
257,371 cars, followed by Ford 
Motor with 189,416; Chrysler, 98,934; 
American Motors, 40,635; Studebak- 
er-Packard, 18,359, and Checker 
Motors, 497. 

* * * 
ue strike at Ford not only hit 
hard at output of models it now 
has in production (Comet, Falcon, 
Ford Galaxie, Mercury Comet, Mer- 


Each Maker's Share... 


cury Monterey, Lincoln and Thun- © 
derbird), but also came at a time 
when its Dearborn and Atlanta 
plants were readying lines for the 
startup of production on Ford Fair- 
lane and Mercury Meteor. 

Dearborn originally was sched- 
uled to begin production of both 
cars today (Oct. 9), while Atlanta 
had been scheduled to begin as- 
sembly of Fairlane today. 

The Dearborn and Kansas City 
plants will build both Fairlane and 
(Continued on Page 61, Col. 1) 

* * * 


Nine-Month Car Output 


Declines 25 Percent 


MERICAN manufacturers built 

3,690,064 cars during the first 
nine months of this year, a 25.6 
percent decline from the 4,962,584 
units produced during the January- 
September period of 1960. It was 
the lowest number of cars produc- 
ed by the industry for the nine- 
month period since 1958, when 
2,874,272 cars were assembled. 

On a corporate basis, Ford 
Motor Co. was the big gainer 
with a 4.80 percentage-point boost 
over the first nine months of a 
year ago. Other gainers were 
General Motors, up 1.27 points, 

(Continued on Page 48, Col. 1) 


New-Car Sales Analysis, 1961-1960 


AUG, vs, 
Pct. of 
Regis., 
AUG. 


Pet. of 
Regis., 
JULY 

27.67 
23.62 
6.54 
5.24 
5.95 
4.85 
5.06 
3.74 
3.52 
2.10 
1.97 
1.52 
92 
35 


Chevrolet 
Ford 


Plymouth 
Pontiac 
Oldsmobile 
Buick 
Dodge 
Comet 
Mercury 
Cadillac 
Chrysler 
Studebaker 
Lincoln 


GEN. MOTORS 

FORD MOTOR 
CHRYSLER CORP. 11.38 
AMER. MOTORS .... 

S-P 


29.59 
10.65 
6.54 
92 
6.80 
*—-Miscellaneous figures include imports. 


JULY 


EIGHT MOS.— 
Pet. of Pet. of 
Regis., Regis., 
8 Mos., 8 Mos., 

1961 1960 

27.28 26.22 

23.13 21.07 
6.24 6.60 
5.26 6.97 

6.12 6.06 

§.25 5.13 

4.54 3.85 

3.93 5.73 

3.24 1.94 

2.07 2.29 

2.39 2.19 

1.55 1.18 


"61-"60 
Pet. Pt. 
Change 
During 
Month 
1.84 
-99 
43 


Pet. Pt. 
Change 
°61 vs. ’60 


+1.06 


I++ 1414441 
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But Sales Firmness Holds Supply to 34 Days... 


Import Inventory Up Slightly 


By Maynard M. Gordon 
News Editor 

ONTINUED firmness in the 
market for new imported cars 
kept dealer inventories slightly 
above a one-month supply as ’62 

models went on sale. 
Distributors and dealers in the 


United States held an estimated 
43,000 new imports at Oct. 1, the 
AvuTomoTiveE News compilation 
showed. This was the equivalent 
of a 34-day supply at current sell- 
ing rates. 

An. influx of ’62 models from 
abroad boosted the stockpile last 


How Non-Economice Issues 


Brought Ford 


By Francis J. Gawronski 
Labor Writer 
Bos sides say the Ford strike 
was unnecessary. The so-called 
pattern had been set. What was 
the difficulty? : 

Here, as at General Motors ear- 
lier, the stumbling 
block was the com- 
plexity of day-to-day 
union - Management 
relationships. The 
failure might be laid 
to a technique in bargaining. The 
so-called economic issues are put 
first. 

And, in the Ford case, the 
agreement on these came just 
before the strike deadline, as 
though it were hoped one side 
or the other would make major 
concessions in the noneconomic 
area in order to weap up the con- 
tract and avoid the strike. 

But neither side gave, and so 
117,000 Ford workers were called 
out by the UAW at 10 a.m. Tues- 
day (Oct. 3), interrupting the flow 
of new models at the start of one 
of the most promising seasons in 
auto history. 

* cf * 
oo major noneconomic issues 
that deadlocked the bargainers 
include: 

Propuction STANDARDS — Contract 
provisions relating to worker out- 
put, both on an individual and 
group basis. This issue also in- 
volves relief time and rest periods 
for production employes. 

Plant Representation — The 
UAW seeks to increase the num- 
ber of committeemen at some 
plant locations. These committee- 
men are assigned to a specified 
number of workers to handle 
grievances and are paid by the 
company for processing com- 
plaints. 

SKILLED TrapEsS—The union wants 
to retain as much work as possible 
inside Ford plants and limit any 
moves by the company to “farm 
out” work to supplier firms. 

Ovutswe Contractors—This is an- 
other area where the UAW hopes 
to increase jobs for its members 
by restricting work done inside the 
plant by outside firms. The union 
contends that, except in special in- 
stances, maintenance and construc- 
tion work at the plant can be done 
by regular plant employes. 

New Puiant Locations—The UAW 
has long sought a contractural 
voice in decisions governing the 
location of new plants. The com- 
pany contends that such decisions 
are the sole prerogative of manage- 
ment. 

Sree. PLant Waces — Ford has 
protested that wages in the vari- 
ous job classifications at the com- 
pany’s steel plant are up to 73 cents 
an hour higher than wage rates in 
the steel industry. The company 
seeks to remove certain job classi- 
fications from the incentive wage 
benefit plan at the steel mill. 

* aA. * 

A SPECIFIC example of the dis- 

agreement Over a noneconomic 

issue involved the matter of relief 
time for production workers. 

The company has agreed to 
give each worker 24 minutes of 
relief time each day, the same as 
provided for in the General Mo- 
tors Corp. contract, The disagree- 
ment involves the manner in 
which this is to be handled. 

The union demands that one re- 
lief man be employed for every 14 
production workers. The company, 
on the other hand, contended that 
it should have the right to decide 
how many relief men were needed, 
so long as everybody got his 24 
minutes. 

It was reported that both sides 
agreed that the productivity of 





Strike 


Ford plants should increase by 2% 
percent, or even 3 percent, each 
year, and that workers should 
benefit from this increased effici- 
ency. However, the company con- 
tends that the union’s noneconomic 
demands would have the effect of 
interfering with efficiency and 
make it impossible to reach the 
goal. 

Although the strike was caused 
by a deadlock over national non- 
economic issues, company and 
union bargaining strategy at 
press time called for wrapping up 
settlements with 47 Ford locals 
in the hope that this will spur 
a settlement at the national level. 

Walter P. Reuther, UAW presi- 
dent, said the union “did every- 
thing possible to avert the strike.” 

He blamed the failure to reach 
an agreement on company reluc- 
tance to match the General Motors 
offer in full, even though he said 
there “was no question Ford would 
have to do so eventually.” 


* * * 


EUTHER said the economic 

agreement was not reached 
until 6 a.m., four hours before the 
strike deadline. This left little op- 
portunity to resolve the noneco- 
nomic differences, Reuther said. 

Malcolm L. Denise, Ford labor 

relations vice-president, called 
the strike “entirely unnecessary.” 

“It is not over economic issues,” 
he said. “The UAW has told us 
these were solved. Our economic 
offer exceeds the General Motors 
settlement. 

“The issues that separate the 
parties relate. to contractual mat- 
ters that are of basic importance 
to the company and its ability to 
compete effectively in this highly 
competitive industry. 

“We are hopeful the strike can 
be settled quickly and we are pre- 
pared to do everything within rea- 

(Continued on Page 62, Col. 1) 
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month from the Sept. 1 total of 
40,000, which amounted to a 
31-day float. Shipments, however, 
remained nearly 40 percent below 
U. S. retail sales despite the ar- 
rival of the ’62-model season. 

In keeping with the seasonal pat- 
tern, export traffic also was slow 
in August. The 4,312 new cars sent 
abroad in August descended from 
7,317 in July and marked a 1961 
low. The August total, however, 
exceeded the 3,339 new cars shipped 
overseas in August, 1960. 

* * ok 

ENSUS BUREAU data, released 

through the Automobile Manu- 
facturers Assn., showed that 19,927 
new cars were imported in July, It 
was the lowest import total since 
last November. 

By countries of origin, the July 
import breakdown was as follows: 
West Germany, 14,164; France, 
1,909; United Kingdom, 1,840; 
Sweden, 1,024; Italy, 870, and Japan, 
54. 

Seven-month totals for the 
same countries were: West Ger- 
many, 116,122; France, 17,399; 
United Kingdom, 10,787; Sweden, 
6,871; Italy, 2,411, and Japan, 
1,015. 

July and seven-month imports of 
new cars for the same countries in 
1960 were: West Germany, 15,788 
and 15,932; United Kingdom, 8,492 
and 116,096; France, 2,844 and 
69,612; Sweden, 1,195 and 15,065; 
Italy, 532 and 18,755, and Japan, 
188 and 1,682. 

* 


MPORTS of used cars remained 

at a low level in July of this 
year. The Defense Department has 
exempted foreign cars from ship- 
ping allowances for military per- 
sonnel. Only 385 used cars were 
brought into the States in July, 
compared to 1,610 in the same 
month a year ago. 

A total of 672 new trucks and 
buses was imported in July, off 
from 3,262 for the same 1960 month. 

Seven-month totals were 5,377 
for used cars and 6,893 for new 
trucks, compared to 14,522 used 
cars and 15,985 new trucks last 
year. 

New-truck exports, though the 
lowest in August since January, 
surpassed the total for the same 
month a year ago, according to the 
AMA. 

There were 14,958 new trucks ex- 
ported in August, compared to 
17,469 in July and 12,617 in August 
a year ago. 


* * 


This Week in Summary .. . 


Automotive News Review 


Leasing— 





Chrysler Corp. introduces depreciation-subsidy plan designed to 
spur use of its cars in leasing. Page 2. Internal Revenue’s depreciation 
rule plagues leasing operators. Page 39. 


Labor— 
Noneconomic issues trigger first nationwide UAW strike against 
Ford Motor Co. since June, 1941. Page 2. 


Sales— 

Rambler takes over third place in new-car registrations, replacing 
Pontiac with strong August spurt; Plymouth passes Oldsmobile to 
move into fifth place. Page 1. 


"62 Model Intros— 

Dealers everywhere, except in Southern California, report great 
interest in ’62 models, find public is in a buying mood and has the 
money. Page 1. 


Production— 

Strike at Ford Motor Co. perils the industry’s hopes of turning out 
655,000 cars in October. Production last week dropped by almost 
6,000 units to 106,146 cars; GM and Rambler output climbs. Page 1. 


Prices— 
Rambler cuts prices on every ’62 model, ranging from $27.70 to 
$218.50. Page 3. 


Sales Tests— 
62 Buick Special, Page 44; Datsun, Page 54; Chevy II, Page 6. 
Deceleration Warning— 


Texas dealer develops device to warn trailing motorists that driver 
ahead has taken foot off accelerator pedal, Page 17. 


Business Management— 
Although often overlooked, depreciation charges are vita] in man- 
agement. Page 53. 


Employe Relations— 
It pays in time and money te keep key empleyes contented. Page 27. 


Trucks— 
Fourteenth annual cenvention of the Truck Body and Equipment 
Assn. draws recerd attendance. Page 4. 












Auto Men Hear Women— 


Among the industry observers who attended the automotive session of McCall's mag- 
azine’s Congress on Betier Living in Chicago, are, from left, H. C. Botsford, advertising 
manager, General Motors Corp.; Genevieve Hazzard, manager, Chevrolet women's 
programs, Campbell-Ewald Co.; R. M. Rodger, Chrysler-Imperial product planning qj. 
rector; George Gibson, Dodge chief engineer and product planning director; Bruce 
Miller, Lincoln-Mercury advertising manager; Alex MacGowan, Ford market research _ 
department; W. L. Grimes, standing, automotive market development, United States _ 
Steel Corp.; W. L. Wood, Studebaker-Packard advertising director, and Robert R. Zorn, é 
industry relations director, Associates Investment Co. (Story on Page 20.) 
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Chrysler Corp. to Support 
Leased-Car Resale Value 


By John E. Walsh 
Staff Writer 
ETROIT. — Chrysler Corp. has 
instituted a depreciation-sub- 
sidy program designed to increase 
the use of its cars in the leasing 
field. 

The program, which applies to 
the entire line of ’62 models, will 
maintain the depreciation of each 
Chrysler, Dodge or Plymouth 
model at a level no greater than 
that of a comparable car, Trucks 
are excluded. 

A similar plan was introduced by 
Ford Motor Co. last year, but it 
applies only to standard Ford 
models. It excluded the ’61 Falcon, 
Thunderbird and trucks. In ’62 it 
will cover only the Galaxie series. 

Since these subsidies are not 
available to company-owned cars, 
leasing firms have an additional 
selling point in the evaluation of 
company ownership versus leasing. 

Lessors now will be able to offer 
their clients a choice of vehicles 
without concern for the resale 
value, which have varied substanti- 
ally in recent years. 

* * *K 
i MANY cases, one leasing firm 
said, the subsidies should more 
than offset any additional financing 
cost associated with leasing. 

Under the Chrysler program, 
any model sold after six months 
of service in leasing will be eligi- 
ble for a subsidy if its deprecia- 
tion is greater than that for any 
comparable car as determined by 
auction prices published in Auto- 
motive Market Reports. 

The company said a schedule of 
comparative makes is now in prep- 
aration and will be available soon. 

The subsidies on the ’62 models 
will remain in effect until Dec. 31, 
1965, the company said. 

The subsidy, the company contin- 
ued, will be paid by check jointly 
issued to the delivering dealer and 


subsidy over to the client, it was 
pointed out. 




















* * * 


EN the Ford program wag an- 
nounced at a meeting of the 
American Automotive Leasing 
Assn., James O. Wright, then Ford 
Division general manager, said it 
was intended to relieve one of the 
greatest risks in the leasing busi- 
ness—the disposal of used vehicles, 
He said Ford dealers would be 
reimbursed for any difference in 
the resale value between Fords 
and “comparable other makes— 

Chevrolet in particular.” 

The dealer and his leasing client, 
at the time of sale of the vehicle, 
sign an agreement backed by Ford 
Motor Co. 

Under the agreement, the dealer 
will pay the client any amount by 
which the average wholesale used- 
car price for Fords in a particular 
series is less than that on the 
equivalent series of the most com- 
petitive comparable car at the time 
of resale. 


Here’s the Story 
Of Factory-to-Y ou 
Ad on New Cars 


LOS ANGELES.—A classified ad, 
purporting to offer readers “fac- 
tory-to-you prices” on deliveries of 
’62 Dodge cars, appeared in the 
Sunday papers here Oct. 1. The new 
Dodge vehicles had gone on public 
display at dealerships only three 
days earlier. 

Text of the ad follows: 


—PUBLIC NOTICE— 
© 1962 CAR BUYERS ¢ 


In an unprecedented new advertising pro- 
gram, 30 new ‘62 Dodge Darts & Lancers 
will be sold at special FACTORY-TO-YOU 
Prices. During the 5-day announcement 
period Sept. 28 to Oct. 2, cars will be 
sold for promotional purpose regardless 







the leasing company. The dealer} of regular selling prices. Examples: 
will endorse the check and forward Lancer 2-dr. Sed. . . . . $1,743 
: OT Se aaa $1,893 
it to the lessor, the company added. Dart 2-dr. Hdtp 52/097 


Dodge '/-T, Hdtp. . 
To qualified purchasers, 
avail. 42 mo. Tradeins accepted. 12 mo. 


The leasing company is not ob- 


. . $1,588 
ligated to turn the proceeds of the 4%, % financing 
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SP. 2-1741, FR. 3-3477. Cars will be ship 

ped direct from L.A. assembly plant. 

William Carroll, West Coast edi- 
tor of Automotive News, called the 
number and a man’s voice replied: 

“I am with Chrysler. We are put- 
ting these cars through a dealer at 
dealer cost to coincide with Chrys- 
ler sponsorship of the World Se 
ries. All you need is $200 or $300 
down. You get a full warranty. It’s 
a new car.” 

The operation was reported to be 
in offices of Newcastle Dodge, 50 
Pacific Coast Highway, Hermos 
Beach, Calif. 

It is understood that one of the 
first callers was a factory man. 
is said that the ad will not be re 
peated. 


Slated April 21-29 


NEW YORK.—The sixth annual 
International Automobile Show will 
be held April 21-29 in the New 
York Coliseum, Charles Snitow, 
show president, said last week. 

As is the custom, the show open- 
ing coincides with Easter week- 
end. Snitow promised the ’62 show 
would display more new cars and 
accessories than ever before. 

The 1961 show, he said, drew 
more than 338,000 visitors, a gain 
of 20 percent over the previous 
year. Sales from the floor were up 
125 percent in the 1961 show, he 
said, totalling $90 million worth of 
business. 
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HAT does car performance 
mean to you? Does it mean 
getting away from lights, 
nimbleness in maneuvering through 
traffic, that extra burst of speed 
needed while passing @ car doing 
0? 

= Well, w hatever you think it 
means, it might mean something 
bise to the woman car prospect. 
That’s the word brought back to 
Detroit by Richard Garner, Mc- 
Call’s Detroit representative, from 
the conference of women home- 
makers staged in Chicago by that 
magazine. 

Garner said that it was obvious 
from the discussion of the women 
that they saw performance in 
terms of how comfortable they 
felt in the car, the ease of han- 
dling, the position of the steer- 
ing wheel, etc. 

So, a tip to dealers who want 
to communicate with women— 
make sure you are talking their 
language. 


How They Feel 


ERE are some more thoughts 
from the women via Garner: 
When women speak of a car’s 
economy, they are thinking more 
of the cost of keeping up a car 
than they are of the gasoline mile- 
age it delivers. And they figure 
they speak with authority here, for 
in many cases they are the family 

budgeteer, 

When they speak of a car’s 
height, they don’t mean the 
silhouet; the y’re talking about 
the interior. (Incidentally, most 
makers know that you must ap- 
peal to women with the interior, 
and have tended to direct more 
and more effort to this area. 

The women turned a jaundiced 
eye on car carpeting. It was their 
view that, except for the high- 
priced cars, carpeting wasn’t of 
good enough quality to take the 
beating it gets in cars. 

Scarred by nicks, scratches 
and bangs in supermarket park- 
ing lots, women asked what could 
be done about this. Could the 
makers do more to provide dur- 
able finishes? And how come the 
chrome tarnishes so fast? 

On seating, women were satisfied 
with fore and aft adjustments, but 
couldn’t more be done about up 
and down adjustment to provide 
better visibility for women? And 
why not an adjustment for the 
backseat so the kids can see out? 

In the way of accessories, several 
women urged a partition or @ 
screen or something to keep the 
kids off the driver’s neck. 

The women took an imperi- 
ous attitude on seat belts and in- 
strument panel padding. Put 
them in as standard equipment 
on all cars. 

On economy runs, there was a 
general beef that these can’t be re- 
lated to the mileage the girls get, 
and so they were skeptical. 

On the owner’s manual, there was 


* * 
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Dealer Forum 


by Robert M. Finlay 






|a call for greater simplicity; a re- 
lating of the manual to the prod- 
uct. For instance, they wanted bet- 
ter communications on what to do 
if something went wrong—like, if 
the manual said to adjust some- 
thing, show a picture of it, and 
color key the parts so the women 
can recognize them and relate the 
book to the product. 
* oK 


Touched in Moscow 


years in that city as an auto editor, 
had an interesting story to tell 





Among other cities, he visited Mos- 
cow. 
Peterson has the quiet dignity of 


a minister of the gospel, and is a ‘ 


leader in the Methodist church. He 
also has a newsman’s unabashed 
curiosity. The more elusive the 


quarry, the more eager the hunter. |} 


And so he pried into some ob- 
Scure corners of Moscow. Under- 
standing not a word of the Rus- 
sian language, but with a map of 
the Moscow subway in hand, he 
ditched his Russian guide and 
made his way with his wife to 
One of the four churches in Mos- 
cow. 

The ride on the subway itself 
was a revelation. The Moscovites, 
in spite of the hate-America propa- 
ganda, spotted him at once as an 
American, and, men and women 
alike, offered him seats on the sub- 
way. 

In front of the church he also 
was sized up as an American visitor 
and led into the gallery by some- 
one he took to be a deacon. There 
he and his wife were ushered into 
two seats apparently reserved for 
visitors. 

And to get a seat in a Moscow 
church is indeed an accomplish- 
ment, for, Peterson said, the church 
had seats for 400, but, to his best 
estimate, there were 1,800 at the 
service that Sunday. The service 
lasted for two hours. 

* * OK 


Till We Meet Again 


|= most touching experience 
was still to come. Someone 
shoved into his hands a book he 
took to be a guest register. At any 
rate, he signed his name and later 
in the service the minister waved 
in his direction and read from the 
register he had signed. 

The closing hymn was “God Be 
With Thee Till We Meet Again.” 
It was sung by the Russians in an 
extremely slow tempo, yet Peterson 
recognized it, and sang in English 
along with the Russians. 

In the midst of the singing the 
minister broke in with a few 
words. At once men and women 
alike took out handerchiefs, The 
sight of 1,800 Russians waving to 
two visiting strangers was over- 
powering, Peterson said. 

“God be with thee till we meet 
again,” thought Peterson, with 
tears in his eyes for people he did 
not know except for the tie of mu- 
tual faith in God. 

It was obvious, said Peterson, 
that countless Russians hang tena- 
ciously to their faith in spite of a 
materialistic regime that has 
sought for more than a generation 
to root out faith as a primitive su- 
perstition. 

For all the intellectual postures 
of the materialists, man still be- 
lieves, for his spirit impells him on 
in his search for a higher meaning 
in life. 





Dealers Join Campaign 


For Sunday Closings 


ELKHART, Ind. — In contrast 
to the retail firms of South Bend 
and other nearby communities, 
auto dealers and other retailers 
from all Elkhart shopping areas 
and the downtown district are 
circulating petitions for a volun- 
tary closing on Sundays in com- 





pliance with a state law. 





GPEAKING of communications, | 
Ernest Peterson, our Portland | 
(Ore.) correspondent who spent 37] > 


when he stopped by the other day || 
on his way home from Europe. |/ 








Minneapolis Dealers 


Reaffirm Sales Code 


MINNEAPOLIS. — The Minne- 
apolis Automobile Dealers Assn. 
has reaffirmed adherence to the 
advertising and selling code first 
adopted in 1956, according to Leo 
Faricy, general manager of the 
Minnesota Automobile Dealers 
Assn, 

The Minneapolis Better Busi- 
ness Bureau reported that lead- 
ers of used-car dealers also have 
advised the BBB of their contin- 
ued support of the standards. 





Prices and Discounts Cut . 





AMC Hikes Holdback, 
Gives Inventory Aid 


By John K. Teahen Jr. 
Associate Editor 
MERICAN MOTORS last week 
announced a price schedule 
that it hopes will lead to 500,000 
sales in 1962. Every model has 


been reduced, with the cuts ranging 
from $27.70 to $218.50, after adjust- 





Dealers Plan Automotive Trade Fair— 


The Virginia Beach Automobile Dealers 


Assn. is sponsoring the Automotive Trade 


Fair at the Princess Anne Plaza, Virginia Beach, Va., Oct. 26-29. The four-day event 
will feature all the 1962 cars, as well as factory experimental models. Proceeds from 
the fair will be turned over to the Princess Anne Memorial Hospital. Examining a 
drawing of the 60-foot sign to be erected on the site of the fair are members of the 
association, from left, M. Malbon, H. Holt (Buick), R. Adams (Ford), C. B. Shorter, 
J. Meekins (Pontiac), J. Marshall (Rambler), and J. Alphin (Mercury). Sponsoring 


members 
(Plymouth). 


missing include J. Copeland, W. Thompson (Chrysler), and W. Everett 





61 Registrations Exceed 


76 Million; Up 


WASHINGTON. — Motor-vehicle 
registrations are expected to reach 
76,007,000 for 1961, a gain of 2,106,- 
000 or 2.8 percent over the 73,901,471 
registered in 1960, according to an 
estimate prepared by the Bureau of 
Public Roads, based on reports of 
state registration agencies. 

Passenger cars are expected to 
total 63,488,000, a 2.9 percent in- 
crease over 1960. Trucks and 
buses are due to number 12,519,- 
000, a gain of 2.5 percent. 

The 2.8 percent increase is less 
than in the previous year. Recent 
annual increases in total registra- 
tions, which reached a peak in 1955 
when the industry attained a rec- 
ord sales volume, have been as fol- 
lows: 1954, 4.1 percent; 1955, 7.2 


Vermont Dealers 
Elect Mudgett 


At Convention 


STOWE, Vt.—Oscar H. Mudgett 
of H. A. Smalley & Co., Morrisville, 
was elected to succeed Peter Val- 
Preda of ValPreda Olds-Cadillac, 





Photo on Page 8. 





Burlington, as president of the Ver- 
mont Automobile Dealers Assn. at 
the organization’s 16th annual 
meeting. 

Other officers include Loring R. 
Stinson jr., Stinson Ford Sales, 
Rutland, first vice-president; Don- 
ald R. Yandow, Yandow Motor Co., 
Burlington, second vice-president, 
and David C. Perry, Perry Auto- 
mobile Co., Barre, secretary-treas- 
urer. 

Approximately 50 dealers attend- 
ed the session. Motor Vehicle Com- 
missioner Robert Schwartz out- 
lined the functions of his depart- 
ment. 


Baglier Heads Boosters 
YOUNGSTOWN, O. — John A. 
Baglier, a Ford dealer in suburban 
Girard, is head of the Youngstown 
University Boosters’ Club. 





2.8 Percent 


percent; 1956, 3.9 percent; 1957, 3 
percent; 1958, 1.7 percent; 1959, 4.3 
percent, and 1960, 3.3 percent. 

California leads the 50 states in 
expected total registrations, with 
8.1 million, followed by’ New York 
with 5.1 million. 

Texas, Pennsylvania and Ohio 
each will have over four million; 
Illinois and Michigan will have 
over three million; New Jersey, 
Florida, and Indiana, over two 
million. 

These 10 states account for 54 
percent of the total registrations. 
An additional 17 states are expect- 
ed to have over one million regis- 
trations each. 


Smallest registrations, as might 
be expected, are anticipated in 
states of small area or sparse popu- 
lation. Alaska, Delaware, Nevada 
and Vermont each forecast regis- 
trations of less than 200,000. 


On the House . . 


The 2 percent 


in 1961. . 


give away that 





a 
. Wemhoff 


ing for equipment changes. The ac- 
tion confirmed an AUTOMOTIVE 
News story of Sept. 25. 

AMC also has adopted the 2 
percent holdback and has insti- 
tuted an inventor y-assistance 
program for its dealers. 

The inventory-aid setup is simi- 
lar to that of Chrysler Corp, Ef- 

fective Nov. 1, Rambler dealers will 
receive a credit of one-sixth of one 
percent of their total wholesale 
billings on new cars. The payments 
will be made quarterly. : 
* od cd 

oo company also has eliminat- 

ed the $10-per-car warehousing 
charge on vehicles ordered from 
stocks held by zone offices through- 
out the country. As reported ear- 
lier, Rambler now is paying cost 
plus 20 percent on parts used in 
warranty work. Rambler did not 
make heater and defroster standard 
equipment, as General Motors and 
Ford Motor have done. 

The 2 percent holdback and a 
form of floor-plan relief now have 
been adopted by every domestic 
manufacturer except Studebaker. 

Contributing to Rambler’s price 
reductions was a cut in the deal- 
er discount, but the decreases are 
not entirely due to the lower dis- 
count. 

The new structure is 21 percent 
on Americans and Classics and 23 
percent on Ambassadors. Both fig- 
ures include the 2 percent holdback, 
Last year’s rates were 21 and 23 
percent on Americans; 23 percent 
on the Classic Deluxe and 25 per- 
cent on other Classics and Ambas- 
sadors. The holdback was one per- ~ 
cent in ’61. 

* * Ea 
T 21 PERCENT, the American 
and Classic carry the same dis- 
count as all Big Three compacts. 

Roy Abernethy, AMC executive 
vice-president, told AUTOMOTIVE 
News that dealer reaction to the 
new pricing setup has been excel- 
lent. He said he has had only 15 
or 20 letters complaining about the 
discount cut. Rambler has more 
than 2,900 dealers. 

“We have always had higher 
discounts than other compacts,” 
Abernethy said. “About a year 
ago, we told our dealers that if 
other compacts did not raisu 
their discounts, we were going to 
lower ours in order to be com- 
petitive on the sticker price.” 

AMC, incidentally, is the only 
domestic manufacturer to announce 
sticker prices—figures that include 
Federal tax and dealer prep. Other 
lines talk of “factory list” prices, 
which are $200 to $500 below the 
price the buyer sees when he enters 
the showroom. 

ok oe * 
spas ae has dropped the 
Super series in its American, 
Classic and Ambassador lines, but 
Abernethy said the higher series 
have not been downgraded. The ’62 
Custom compares with the ’61 in 
(Continued on Page 58, Col. 3) 


factory holdback could boomerang 


on a lot of dealers—if they operate in 1962 like 
they did in ’61. Points out the Missouri association: 
“Many dealers sold cars for $50 or $100 over invoice 
. Since the holdback next year will be 
about $60 (which dealers won’t receive until Novem- 
ber, 1962), dealers may find themselves borrowing 
money just to meet monthly expenses, unless they 
make more money each month than the amount 
which is held in reserve or escrow fund , . . Don’t 


2 percent, or the cash balance in 


your business will decrease and you may be forced 
to go out and borrow capital to operate on”... 


To which the Montana association adds: “. . . 


In speaking of 


better deals, we don’t mean developing a reputation for never being 
undersold. The fellow that is never undersold is never in business 


very long”... 


The Fisher brothers (of Fisher Body fame) have 


just wowed the theatrical world by opening a new $3% million legiti- 
mate theater in Detroit’s Fisher Building; sold a record 23,000 


season tickets . 


. . George Romney, AMC’s president, is ‘a leading 


figure in Michigan’s con-con program, which is revising and bring- 
ing up to date the state’s 52-year-old constitution ... 

Wisconsin association opposed the new state bill requiring seat 
belts on all ’62 cars; contended motorists should buy personal safety 
on voluntary basis only ... The old auto pyramid clubs are operating 


in National Capital area again. 


—Pete Wemuorr, Editor, 
Automotive News 
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Compacts Get Peak 34.8% ... 





Rambler 3rd in Sales; 
Plymouth Also Gains 


(Continued from Page 1) 


tiac and Oldsmobile for the first 
time since October, 1960, passed 
Oldsmobile for the year-to-date 
count to seize No. 5 ranking. Plym- 
outh’s avowed intention is to re- 
turn to its “historic” third-place 
niche. 
* * J 
oe compact-car registration 
total in August was 161,093, 
compared with 170,759 a month ear- 
lier and 138,359 a year earlier. 
The smaller cars’ record mar- 
ket share of 34.8 percent com- 
pared with 34.7 percent in July 
and 26.3 percent in August, 1960. 
As it has in every month this 
year, Falcon led the compact field. 
Its total was 45,113. Rambler was 
second among compacts with 
32,240. 

Other compact-car registrations 


Studebaker Opens 
10th Retail Outlet 


In Miami Soon 


MIAMI.—Negotiations have been 
completed and plans finalized for 
the opening of a Studebaker retail 
outlet here on Oct. 26, the day the 
redesigned Studebaker Hawk is 
publicly introduced. 

Managing the outlet at 2201 N.E. 
Second Ave. will be Wally U. Wiita, 
a former Oldsmobile dealer in Jol- 
iet, Ill. The new branch is the only 
Studebaker outlet in Miami proper, 
Bill Ussery Motors having dealer- 
ships in Coral Gables and South 
Miami. 

The opening of the Miami store 
will bring to 10 the number of fac- 
tory branches established in “open 
points” throughout the country 
this year. 

Stores already in operation are 
located at New York, Kansas City, 
Fort Wayne, Tulsa, Toledo, Indian- 
apolis, Peoria, Memphis and Bir- 
mingham, Ala. All except the New 
York outlet offer service. 


Md. Drops Suits 
On Sunday Selling 


WASHINGTON.—Sunday-closing 
cases against five auto dealers in 
Prince Georges County, Md., have 
been nolle prossed (not prosecuted) 
by State’s Attorney Wi lliam L. 
Kahler. The two salesmen who 
swore out warrants against their 
own boss and four other dealers 
decided not to prosecute. 

Last July, George Sisselman and 
Howard Cohen, acting under the 
Maryland blue laws upheld by the 
Supreme Court, filed charges 
against their employer, Edward 
Friedson, Standard Pontiac, Col- 
lege Park, as well as Philip Lustine, 
Lustine Chevrolet, Hyattsville; 
Douglas A. Fields, Hyattsville 
Buick; William Restorff, Restorff 
Motors, College Park, and Frank 
Palmer, Palmer Ford, Hyattsville. 

The salesmen said Friedson was 
not annoyed because he would like 
to close on Sunday if all dealers 
in Prince Georges County would 
join him. 

Spokesmen for the Automobile 
Trade Assn, of Maryland are sched- 
uled to appear before the Judiciary 
Committee of the Legislative Coun- 
cil when it meets Oct. 11 in Balti- 
more. The Council is hearing testi- 
mony on a bill to strengthen the 
Maryland Sunday blue laws. 


Feld Is Elected Officer 


Of Chevrolet Dealership 


KANSAS CITY.-—Ervin W. Feld, 
who five months ago relinquished 
his Dodge franchise here after 
30 years as a dealer, has been elect- 
ed vice-president of Feld Chevrolet 
Co., according to J. Harold Byers, 
president of the Kansas City 
(Kans.) dealership. 

Feld also is president of Feld 
Finance Co. here, and has served 
as president of the Motor Car Deal- 
ers Assn. of Greater Kansas City. 































for the month were: Corvair, 25,264; 
Comet, 17,304; Valiant, 10,977 (Val- 
iant beat month-earlier totals for 
the second consecutive month); 
Tempest, 8,194; Buick Special, 7,930; 
F'-85, 5,301; Lancer, 5,042, and Stu- 


debaker, 3,728. 


Tempest, which had trailed Spe- 
cial a month earlier, moved back 
into the lead among the B-O-P 


entries. 


* * * 


™ TERMS of market penetration, 
Ford Motor Co., Chrysler Corp., 
American Motors and the miscel- 
laneous makes enjoyed their best 


month of the year in August. 
Conversely, both General Mo- 
tors and Studebaker-Packard had 
to be content with their smallest 
market shares of the year. 


The Ford Motor-GM situation 
was repeated at the divisional level, 
where Ford came closer to catch- 
ing Chevrolet than it has at any 
time this year. Ford had its best 


month of 1961; Chevrolet, its worst. 


Other makes which saw their 
penetration in August zoom to the 
year’s high included Rambler, 


Plymouth and Comet. 
+ * * 
MALLEST sales shares of the 
year, in addition to Chevrolet, 
were the lot of Cadillac, Studebaker 


and Imperial. 


Makes which improved their 
penetration over the previous 
month were Ford, up 0.99 per- 
centage points; Plymouth, 0.55; 
Rambler, 0.43; Dodge, 0.22; Comet, 
0.22; Lincoln, 0.05, and Oldsmo- 
bile, 0.01. 

Losses from July included Chev- 
rolet, down 1.84 percentage points; 
Pontiac, 0.64; Buick, 0.46; Stude- 
baker, 0.11; Mercury, 0.05; Chrys- 
ler, 0.03; Cadillac, 0.01, and Impe- 
rial, 0.01. 

o* * a 
For the first eight months of the 

year, as compared with the 1960 
period, GM and Ford Motor en- 
joyed larger shares of the market, 
while all other corporate makers 
showed a decline. 

By individual makes, gains over 
@ year ago in penetration includ- 
ed: Ford, 2.06 percentage points; 
Comet, 1.30; Chevrolet, 1.06; 
Buick, 0.99; Chrysler, 0.37; Cad- 
illac, 0.20; Lincoln, 0.16; Oldsmo- 
bile, 0.12, and Pontiac, 0.06. 

Losses from the 1960 period were 
as follows: Dodge, 1.80 percentage 
points; Plymouth, 1.71; Studebaker, 
0.53; Rambler, 0.36; Mercury, 0.22, 
and Imperial, 0.05. 

* a * 
prorrs, with 34,227 registra- 
tions in August, had a penetra- 
tion of 7.40 percent. 

A month earlier, the imports’ 
32,932 registrations represented a 
6.69-percent penetration. August 
saw imports taking their biggest 
share of the U. S, market since 
September, 1960. 

All figures above exclude Con- 
necticut totals. No registration 
figures have been available from 
that state since March, 

—RosertT M. LIENERT 
* * oK 





Sales Score 
For August 


*—New-car registrations for August: 


1961 1960 
Pos. Make Pos. 
1—119,552 Chevrolet 138,835— 1 
2—113,861 Ford 108,878— 2 
3— 32,240 Rambler 36,702— 3 
4— 26,812 Plymouth 33,861— 4 
5— 24,552 Pontiac 30,285— 5 
6— 22,489 Oldsmobile 25,023— 7 
I— 21,277 Buick 17,695— 8 
8— 18,343 Dodge 28,122— 6 
9— 17,304 Comet 17,342— 9 
10-—- 9,495 Mercury 9,690—11 
1l— 9,057 Cadillac 10,996—10 
12— 6,899 Chrysler 5,529—13 
13— 3,728 Studebaker 8,241—12 
14— 1,839 Lincoln 1,384—14 
15— 667 Imperial 1,028—15 
34,637 Misc. 43,721 
Total All Makes 
462,752 517,332 


*—Connecticut not included. 








What They're 








Sed. 
AMERICAN MOTORS ............ 8 
Rambler American ................ 3 
Rambler 
Classic-Ambassador _.......... 5 
CHRYSLER CORP. .................. 12 
INE Sis sitibvccanverete eons et 
Dodge (Standard) 

I 5 xs phetiussbtdiniepi cies waecseoedty 
PINE baseibes covivssbsniniies cxissctvcesss 
Plymouth (Standard) ............ 3 

PII Sih tices ubibave inn sinncceaebovsone 2 

FORD MOTOR CO. ................... 13 


Ford (Standard) 
Fairlane 
Falcon 
Thunderbird 








Lincoln Continental .............. 1 
Mercury (Standard) .............. 2 
IE. Sutadekadhenlied siyciuisdpnocteseads 2 
Es csatlrtiaitingscrcivenswwasieies 2 
GENERAL MOTORS ................ 21 
Buick (Standard) .................... 2 
PEEL, Spidvcucdaplebriviecsunteestreveeres 2 
MIN oh i icaberer asia) sesapaciasecicovsctocs 2 
Chevrolet (Standard) ............ 3 
UIE acscbsscecsevhsvivencobtenseseves 2 
MEI Sas. orci aesecsesesssasvencvenevats 2 
UID 52, scars dee eis vogadouleebensoks 0 
Oldsmobile (Standard) .......... 3 
SPUD. cesta dbsias cali inessesustortanecens 2 
Pontiac (Standard) ................ 2 
IED ester snscksoncsucivemapiiassstn 1 
STUDEBAKER-PACKARD .. 8 
EEE “5. dsekods eginsasevsevieccsutbeaspamieles’ 3 
I hieebi biccsesssssonssoseiciosnteoborstene 0 
INS cevikivad veosesvercesecesstiuate 57 
61 Totals 
(end of model run) ......... 57 


* *” 


margin. All 30 four-door hardtops 
are standard size, and 31 of the 37 
two-door hardtops are in this cate- 


gory. 
~*~ a 


* 

os compacts have tripled their 

representation in the convert- 
ible field. Last year, only Rambler 
American and Studebaker Lark of- 
fered convertibles. This year, there 
are nine compact ragtops. Chevy 
II, Tempest, F-85 and Special have 
joined the parade. 

As noted, this year’s 278 mod- 
els compare with 260 in ’61. 
Totals for earlier years are: ’60 
models, 248; ’59 models, 242; ’58 
models, 267, and ’57 models, 254. 
In the Automotive News tabula- 

tion, an engine option is not con- 
sidered a separate model. For ex- 


New Simca ‘5’ 


Economy Sedan 


Placed on Sale 


DETROIT.—The new 1962 Simca 
‘5’ economy sedan went on sale last 
week in Simca dealers’ showrooms 
all over the country. 

“The Simca ‘5’ four-door sedan 
is powered by a new high-perform- 
ance engine with a five-bearing 
crankshaft resembling power 
plants usually found only in ex- 
pensive sports and racing cars,” 
said Peter Nunez, general sales 
manager, United States Simca 
Sales, Export-Import Division, 
Chrysler Corp. 

“It has a 30 percent increase in 
horsepower over the present Simca 
engine and is SAE rated at 65 
horsepower — far more horsepower 
than any other car in its price class 
and at no expense to overall mile- 
age economy,” Nunez said. 

The Simca ‘5’ will carry a 12- 
month warranty as to repair or re- 
placement of parts defective in ma- 
terial or workmanship. Only tires 
and normal maintenance services 
such as replacement of spark plugs, 
condensers, ignition points, filters, 
etc., are excluded, 

While introducing numerous me- 
chanical improvements, Nunez said, 
the Simca ‘5’ retains its exterior 
styling except for straightening the 
narrow chrome strip extending 
from headlight to taillight on either 
side. The words “Simca 5” also ap- 
pear in chrome on the right rear 
fender. 

A new feature is a manual choke, 
mounted on the instrument panel 
to the left of the steering column. 





30 More Compacts Raise 
Model Offering to 278 


(Continued from Page 1) 








Selling for '62 


2-dr. 4-dr. 2-dr. 

















TBEA Convention 
Sets Crowd Mark | 








7 


j 


Sed. H’top H’top Conv. Wagon Total 
6 0 0 1 2 27 
ee. ee ee ee 2,300 Attend Meeting; 
oe ae ee ee Turnage Heads Group 
8 8 13 8 18 67 
- ime) et oa. eae By Jack Weed 
2 1 3 2 5 16 Truck Editor 
2 0 1 0 2 7 CHICAGO. — The 14th annua 
0 3 2 1 0 6 || convention of the Truck Body ang 
2 1 3 2 5 16 || Equipment Assn. here last week 
2 0 1 0 2 7 || drew a record attendance and over. _ 
13 3 5 5 21 60 || flow crowds at all industry sessions 
; ; ; ; . Attendance exceeded the preyj- 
3 0 0 0 8 13 ous high by more than 29 per. 
° o 2 9 0 4 cent, with over 2,300 registrations 
° ° 0 1 0 2 for the three-day meeting. 
1 2 9 1 4 2B _ The trade exhibit held in connec. 
3 0 0 0 4 9 tion with the convention also set 
> 0 0 0 0 4 records, with an increase of ap- 
14 19 16 17 26 113 proximately 74 percent in the num. 
1 4 3 2 9 14 ber of exhibitors. 
1 0 1 2 3 9 _A new feature went over in 
0 > 2 2 0 13 big way. It was a session in which 
9 1 2 1 5 14 exhibitors with bona fide new prod- 
2 0 1 1 3 9 ucts were given an opportunity to 
3 0 0 0 3 8 tell the members about their prod. © 
0 0 0 1 0 1 ucts in five-minute talks. 
0 4 4 3 3 17 The 10 manufacturers which took 
2 0 0 2 3 9 advantage of this opportunity in- 
a 3 3 9 3 14 cluded: Molded Fiber Glass Body 
2 0 0 1 1 5 Co., Ashtabula, O., new body-build- 
1 0 3 2 2 ul ing techniques; E. L. Bruce Co, © 
1 0 2 2 9 190 || Memphis, type of wood flooring for | 
0 0 1 0 0 1 truck bodies; W. H. Miner, Inc, 
= a es we i woe Chicago, body hardware; Myer 
Products, Inc., Cleveland, light t 
& 3 a 38 % 278 snow plows for % and noes 
trucks; Southco Division, South 
37 52 82 a % 260 Chester Corp., Lester, Pa., blind 
oe rivets. 








Vv. D. Ramsen & Sons, Green- 
ville, S. C., refrigerated body in- 
sulation; H. S. Watson Co, 
Emeryville, Calif., fold under lift 
tailgate; King Bee Mfg. Co., Bell- 
wood, Ill., truck-body wiring; 
Baird Dynamic Corp., Stratford, 
Conn., flexible plastic sealers and 
nonskid material, and Custom 
Bilt Body Co., Inc., Hamburg, 
N. Y., tandem and triple-axle sus- 
pension. 

John W. Turnage, Ateco Equip- 
ment Co., Pittsburgh, was elected 
president for the coming year. 
Other officers are: Harold H. Hip- 
pler, Gar Wood Industries, Inc, 
Wayne, Mich., first vice-president; 
William C. Black, Adam Black & 
Sons, Jersey City, N. J., second 
vice-president; R. W. Wagner, 
Chelsea Products Division, Dana 
Corp., Chelsea, Mich., third vice 
president. 

Fearson S. Meeks, S. J. Meeks 
Son, Washington, was continued as 
secretary-treasurer, and Arthur H. 
Nuesse as executive manager. 

New directors included: 

G. E. Herr, Marion Metal Prod- 
ucts Co., Marion, O.; A. L. Luce jr, 
Blue Bird Body Co., Fort Valley, 
Ga.; E. E. Miller, DeKalb Commer- 
cial Body Co., DeKalb, Ill.; L. B 
Wright, Tradewind Industries, Ince, 
Liberal, Kans.; Samuel J. Canale, 
Commercial Auto Body Works, 
Philadelphia; Tom E. Meyer, Meyet 
Products, Inc., Cleveland. 

Franklin B. Platt, Platt, Ine, 
Chicago; F. A. Brown, Braden 
Winch Division, Nautec Corp, 
Broken Arrow, Okla.; R. H. Wat- 
kinson, Standard Carriage Works, 
Inc., Los Angeles; W. L. Mappes, 
K D Lamp Co., Cincinnati; R. B. 
Forde, Clark Equipment Co., Mich- 
igan City, Ind.; R. P. Brown, Con- 
solidated Metal Products, Inc., Elk- 
hart, Ind., and Wagner. 









ample, a Chevrolet Bel Air four- 
door sedan is counted as one unit, 
even though the buyer has a choice 
of power plants. 

The 278 models for ’62 include 
some that have been announced by 
the manufacturer, but have not yet 
appeared in the showroom. Among 
them are the Chrysler 300-H series, 
the Plymouth Sports Fury line, the 
Ford Fairlane, and the Mercury 
Meteor. 


Mandatory Belts 
Called $3 Million 


Item in Wisconsin 


MADISON, Wis.—The new state 
law requiring front seat belts on 
’62 models could cost Wisconsin 
buyers as much as $3 million, says 
Louis Milan, executive secretary of 
the Wisconsin Automotive Trades 
Assn. 

WATA opposed the bill as it 
went through the Legislature on 
the grounds that the law has no 
provision to require use of belts 
and that personal safety steps 
should be left up to individuals. 

“The law is not uniform and 
makes a Wisconsin car owner pay 
for a belt whether he uses it or 
not,” Milan said. 

He estimated the cost per car at 
about $10 per belt. The fact that 
anchors are built into ’62 models 
reduced the installed cost, he said. 



































Simca Unveils 1962 Model— 

This 1962 Simca ‘5’ sedan is on display in Simca dealers’ showrooms. With 30 per 
cent more horsepower than the current Simca engine, the car's Rush Super engine 
is said to be outstonding for performance, operating smoothness, quietness and dur 
ability while continuing Simca’s gasoline economy. The new engine has the bei 
power-to-weight ratio of any economy sedan in its price class, according to Simca 

















‘| “From start to finish... 
:; a plan that fits all our needs” 


says H.W. PEARCE, Jr. 


Ford dealer, Jackson, Ala. 
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“T’ve been using the Commercial Credit Plan for 
ten years. From start to finish, it’s a plan that 
fits all our needs. From faster acceptance of 
the paper to better collection experience, it’s a 
plan that really covers time sales. We have 
almost complete control over the deal, and the 
control lasts because of collision and compre- 
hensive insurance. We get a nice volume of 
repair work that might otherwise be lost. All in 
all, the plan’s greater flexibility helps us obtain 
greater market penetration. That’s why we’re 
happy to offer bonuses to salesmen who sell the 

Commercial Credit Plan with the car.” 
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: Commercial Credit 
‘ serves successtul dealers 
: 
: For complete information on how our 
le, service can help promote your success, 
. call or write the Commercial Credit 
Corporation office nearest you. 
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an Second in Truck Output, Third in Buses . 





U. S. Builds Half of World’ s Cars 


DETROIT.—The United States is 
still the world’s leading producer 
of passenger cars and trucks, but 
runs a distant sixth in bus output, 
according to figures newly com- 
piled by the Automobile Manufac- 
turers Assn. 

In 1960, according to the AMA, 
the U. S. accounted for slightly 
more than half of world car out- 
put; one-third of truck produc- 
tion, but only one bus out of 





The Car, the Ride, the Men?— 


Just to show how confused things can get in the auto business, Trescot Goode, left, 
Miami correspondent of Automotive News, had it all set up with Charles Bradshaw, 
right, of Tropical Chevrolet, to test-drive the new Chevy Il to Cape Canaveral. They 
posed for the picture above, but the ride fell through. Then, L. H. Houck, travelling 
correspondent, by chance got the test ride in Jefferson City, Mo., while checking on 
showroom interest. But Houck didn't get the picture. 


Performance of Cheoy Hl 
Impresses Test Driver 


By L, H. Houck 
Travelling Correspondent 

JEFFERSON CITY, Mo. — The 
Chevy II, the new Chevrolet entry, 
shapes up as a dream performer at 
a dream price. 

The writer, visiting Don Riley 
Chevrolet to check showroom in- 
terest in the ’62 models, was in- 
vited by Riley to test-drive the 
Chevy IL He was especially en- 
thusiastic and wanted our reac- 
tion. 

The test car had a nonslip axle, 
heater and defroster, radio, auto- 
matic transmission and tinted 
glass, and the sticker price was 
about $2,500. 

The 194-cubic-inch, 120-horsepow- 
er six-cylinder engine didn’t vibrate 
enough to shake the peas off your 
knife. A touch of the foot pedal 
and she was off with spirit, making 
you think the automatic transmis- 
sion was direct-connected and yet 
it stood still at idle waiting for the 
word from the driver’s seat. 

We soon found a new dimen- 
sion in comfort coming from the 
new five-foot-long tapered single- 
leaf spring, a new degree of road 
balance at all speeds, surprising 
lack of side sway, good cornering, 
a docile colt in traffic and super- 
quiet. The frame, we discovered, 
is combined with the body with 
a bolt-on front end, which is in- 
herently rattle free. 

The big performance comes from 
the single-leaf spring, exclusive 
with Chevrolet. It varies in thick- 
ness and width throughout its 
length to provide frictionless 
weight distribution. The industry 
is aware of the difficulty in making 
such a spring, which has been an 
engineering goal for years. 

It eliminates the sliding and fric- 
tion between leaves of a conven- 
tional multileaf spring, as well as 
the attendant friction which some- 
times defeats a smooth ride. How 
they ever arrived at the exact di- 
mensions for each inch along the 
60-inch length is not nearly as im- 
portant as the fact that a trial will 
convince the most skeptical that 
uniform stress distribution has 
been achieved. 

The new transmission, called a 
revised Powerglide, is mostly 
housed in aluminum, and is avail- 
able for both the six and the op- 
tional four-cylinder engine. It is 





production in 1960 amounted to 
52.21 percent of the world total. It 
was followed by West Germany, 
13.04 percent; United Kingdom, 
10.54; France, 8.83; Italy, 4.64; Can- 
ada, 2.53; Australia, 2.38; Japan 
1; Uc. Es 1.08, and Sweden, 
0.84. 

Smaller producers were: Brazil, 
0.64 percent; Czechoslovakia, 0.44; 
East Germany, 0.41; Argentina, 
0.31; Spain, 0.31; India, 0.15; Nether- 
lands, 0.12; Poland, 0.10; Yugo- 
slavia, 0.08, and Austria, 0.06. 

The United States led in truck 
production with 33.51 percent of 
the world total. Surprisingly, two 
Latin American countries — 
Argentina and Brazil—ranked in 
the Top Ten. 


Japan placed a strong second 
with 16.40 percent and was followed 
by United Kingdom, 12.28; West 
Germany, 10.44; U. S. S. R., 7.67; 
France, 6.53; Canada, 1.95; Brazil, 
1.43; Argentina, 1.37; Italy, 1.28, and 
India, 0.74. 

Others were: Australia, 0.59 per- 
cent; Poland, 0.55; East Germany, 
0.50; Sweden, 0.50; Spain, 0.48; 
Czechoslovakia, 0.44; Austria, 0.12; 
Hungary, 0.12; Yugoslavia, 0.12; 
Netherlands, 0.10; Finland, 0.04; 
Switzerland, 0.02, and Belgium, 0.01. 

With 25.44 percent of total world 
output, the United Kingdom led in 
1960 bus production. The U.S. S. R. 
was second with 14.69 percent. 

Others were: Japan, 11.27 per- 
cent; West Germany, 10.24; India, 
8.15; United States, 5.59; Italy, 
3.90; France, 3.26; Sweden, 3.06; 
Poland, 2.70; Brazil, 2.34; Czecho- 
slavakia, 2.10; Hungary, 2.05; 
Spain, 1.67, and Yugoslavia, 1.09. 

Smaller producers included: 
Netherlands, 0.77; Finland, 0.69; 
Canada, 0.45; Austria, 0.28, and 
Switzerland, 0.27. 

As its sources on figures, AMA 
credited the U. S. Department of 
Commerce and various overseas 
trade organizations. 


every 18. The United Kingdom 
was the leading producer of 
buses. 

The world’s 24 vehicle-producing 
nations turned out 16,488,340 units 
in 1960, AMA said. Cars accounted 
for 12,838,910, or 77.87 percent of 
the total; trucks, 3,574,544, or 21.68 
percent, and buses, 74,886, or 0.45 
percent. 

In passenger-car output, U. S. 


worthy of extra mention because of 
the solid, reliable feeling it trans- 
mits to the driver, with the slight- 
est throttle pressure immediately 
felt on the rear wheels. 

On the basis of its moderate 
price, you would wonder why 
anyone would want to do without 
any of the options. For instance, 
the nonslip rear axle, which has 
proved in other models to be a 
life saver as well as a trouble 
Saver in winter on slick and 
snowy roads, lists for about $65. 

The surprising thing to this cor- 
respondent is that it was available 
at all in a car at this price. There 
also was the safety group, the lux- 
ury group and on down the line 
and it still didn’t boost the total 
much above $2,500. 

Chevrolet sales executives figure 
this car will attract buyers from 
young couples on restricted budg- 
ets, retirees and tap a new market. 
But dealers around the country are 
going to be so enthusiastic with 
this basic economy car that there’ll 
be buyers from all segments of the 
economy. It is an ideal second car 
for those who prefer a larger first- 
line car. 

Such were some of the thoughts 
as we tested it for freeway speeds, 
tried its guided muscles in signal- 
fuls of traffic, and then on a gravel 
lane and up into a muddy dirt trail. 

Chevrolet calls its nonslip axle 
Positive Traction, a term which 
means what it says. No farmer 
with this need ever leave his car 
at the paved road and walk the 
mile to the house—a common prac- 
tice in these parts. 


Dow Introduces 
New Polystyrene 
For 62 Models 


MIDLAND, Mich.—A new high- 
impact polystyrene especially de- 
veloped for the auto industry is 
being used in 1962 cars, according 
to Dow Chemical Co. 

The new material has been ap- 
proved for such applications as air- 
duct ventilators, heater plenum 
chambers, grillwork and steering- 
column cover plates. It is available 
in black and gray, the firm said, 
and sold under the trade name 
Styron 444. 

The company said the new mate- 
rial had great potential because 
the auto industry has discovered 
where to use polystyrene to best 
advantage. 

Styron 444 is intended to satisfy 
those applications where this plas- 
tic may perform effectively at a 
satisfactory production cost, and 
already is being used in a number 
of production ’62 cars, Dow said. 


Ex-Dealer Gets Postal Job 


ALEXANDRIA, Va.— Charles H. 
Mason, an auto dealer here for 30 
years until he leased his firm sev- 
eral years ago, has been appointed 
acting postmaster. 


Late Report... 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
rose $17 last week to $1,025, according to Automotive News’ index. 
A year earlier, the average was $865. 

The new price, highest in six weeks, was pushed up as a flurry 
of ’6ls went through at high prices to advance the average for 
that model year by $215. Other gains amounted to $22 on ’58s 
and $19 on ’57s. 

Losses were reported at $7 on ’54s, $17 on ’60s, $25 on ’55s, $32 
on ’56s and $44 on ’59s. New lows were established for ’56s and ’55s. 

At a group of representative auctions last week, the sales ratio 
was 68.7 percent, compared with 70.9 percent a week earlier, 


Auction reports begin on Page 42. 























vehicles. 
*—Included with trucks. 


At the Factories... 


1960 Global Vehicle Output 


Passenger 
Cars Trucks Buses 
FREE. SOOO. -wasestrsscceseiesivansssesscges 6,703,108 1,197,826 4,185 
69,705 335 





INE Sis cizedcodivtiveigicabbeivesencasted 7,028,390 1,267,531 4,520 
Argentina. .... 49,155 
Australia 5 
PBBETIR .......0.600.0000 4,448 209 
Belgium ............... 256 * 
EE Hay ctsvecthycn aire 51,030 1,751 
Czechoslovakia 15,901 1,572 
SEIDEL: -uéyuistlescorevsssivevsusuedvibdeteeeseceuv. “),5=.caanaeed 1,400 520 
PEIN asiesisosseoeseiese 1,133,305 233,461 2,444 
Germany, East 53,000 ae ~~ anom 
Germany, West 1,674,298 373,160’ 7,669 2,055,197 
NEE Satecciusstpcednmnn es wordvisevscuassets.. | gerieeaba 4,393 1,533 5,926 
SERENE: sssplihebcadcepipsiulsvisbitensstbebeveceseveenéene 19,097 26,462 6,105 51,664 
INR ei dec taiscsknceiacehacancinsoiesensscingien 595,907 45,792 2,918 644617 
MN ih vases cecitvnsii ch ovevinstansviascveniotee 165,094 586,050' 8,437 759,581 
PP IIEDD, cs cocextcevesscavanhiscvasantoree 15,210 3,555 574 19,339 
SE STEED 12,856 19,518 2,022 34,396 
RE A. (aca lonsuasudinsutindessinudciwrnbeventort 39,732 17,227 1,250 58,209 
ER arLLN s cesicacressiicetnaysesirvnvibwnvetst 108,382 17,850 2,295 128,597 
SII, inhi ssitsiseenessvsedesttubiaveides ™. aereelegeus 800 200 1,000 
United Kingdom .................0.000 352,728 438,924 19,048 1,810,709 
NII iscvyevnvssicesaticsocvessoreosvesdebosteaveors 139,000 274,000 11,000 524,000 
RMU END £ ssetissessscscscoscesicteeveonevedioes 10,969 4,455 819 16,243 
rn ee Ee 
SNEED <ihebscdncsebvivetceanewbenscicaeidlte 5,810,520 2,307,013 70,366 8,187,899 
WORLD TOTAL ....................... 12,838,910 3,574,544 74,886 16,488,349 


4Includes utility vehicles under one ton. 
4Includes 142,481 Micro buses. 

























‘Includes 19,351 Jeeps and 24,396 utility 
‘Includes 278,032 three-wheeled vehicles, 








Late Personnel News 


Oldsmobile 


Two key appointments in Olds- 
mobile’s reliability department have 
been announced by T. E. Darnton, 


director of reliability. 


E. E. Kohl was named director 
of reliability assurance, and C. A. 
director of _ reliability 
systems appraisal. Both men will 
report directly to the director of 


Armitage, 


reliability. 


Kohl will be responsible for all 
factory inspection and control of 
final quality at Lansing. He will 
also work closely with the B-O-P 
assembly plants and will be re- 
sponsible for an accelerated pro- 
gram of evaluating and assisting 


Oldsmobile suppliers. 


Armitage will direct a new de- 


Goldstein Retires; 
Gallagher to Head 


A.N. in Chicago 


CHICAGO. 
announces that Jake Goldstein, 





Jake Goldstein William Gallagher 


is retiring effective 


since 1942 
Jan. 1. 


His duties will be assumed by 
William Gallagher, who has been 
Goldstein’s assistant for several 


years. 


A veteran of over 50 years in the 
advertising business, Goldstein first 
entered the field with Long, Crich- 
in 1910 and later went 
into space selling as a representa- 
tive for National Farm Power. 
After another period in the agency 
Fogerty 
he then represented 
Stockman Busi- 
ness Farmer Trio, Capper-Harman- 
Slocum Publications and Woman’s 
World before organizing the Chi- 
cago office of Automotive News for 
the late publisher, George M. 


field Co. 


business with Matteson, 
& Jordan, 
Dakota Farmer, 


Slocum. 


Goldstein plans to continue resi- 
dence in the Chicago area and will 
remain on a consulting basis to 


AUTOMOTIVE News. 
Gallagher 


vertising salesman in 1954, 


sentative under Goldstein. 


— AUTOMOTIVE NEWS 
its 
Chicago and western manager 


joined AUTOMOTIVE 
News in the Detroit office as an ad- 
later 
moving to the company’s Chicago 
office in 1955 as advertising repre- 





partment which will work on re 
liability of the major systems of 
the car, such ag the electrical, 
braking and steering. He will also 
assume responsibility for all plan- 


ning on production gauging and | 


testing. 
tt 

White Division 
Appointment of H. D. Weller to 
the newly created position of vice- 
president of marketing of White 


* * 
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Division was announced by H. J.) 


vice - president of 
White Motor Co. 


division. 


vice - president of 
White Division 
since 1958, will be 
responsible for 
all marketing 
and sales activi- 
ties of the divi- 
sion and will report to Nave. 
Other moves announced by Nave 
include the formation of a new 





H. D. Weller 


sales region in the Southeast, the | 


fourth to be formed since the start 


Nave, executive” 


in charge of the” 


Weller, who. 
has been sales) 


of the year, the appointment of | 


B. S. Lucas to head of the new re- 
gion as southeastern regional vice- 
president and the selection of W. L 
Peterson to become sales manager 
of the division with headquarters 
in Cleveland. 

Weller joined the company in 
1952 after extensive sales and mar- 
keting experience with Firestone. 
He was first made manager of 
lease sales and moved to New York 
in 1953 as assistant regional man- 
ager. A year later he became as 
sistant to the sales vice-president, 
and on Jan. 1, 1958, he was made 





B. S. Lucas 


manager of the company’s New 
York region. 


W. L. Peterson 


His advancement to New York§ 


regional vice-president on May 1}, 
1958, was followed in September of 
that year by his advancement to 
sales vice-president of White Di- 
vision, 

* * * 


Ford 


J, Carver Wood jr., has been ap- 
pointed general field manager 0 
Ford Division’s Washington distri¢t 
sales office. He replaces Clarence 

(Continued on Page 28, Col. 4) 
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with one or more ears: 





art | In the Post. . . 28,329,000 
oq In Look. . . . 27,003,000 
ce a In Life . . . . 26,408,000 
a Chances-to-sell to these buyers per dollar in- 
i Lo ok vested in a 4-color page are illustrated at the 


power to work for you soon! 


People have faith in 


eaders 





Dige Si 


“| 551 chances-to-sell per dollar 





chances-to-sell 


em" oe 4 ° 

Post —your brand of tires, gasoline, 
OS batteries or parts—with every 

dollar you invest in the Digest 


Every time an advertisement is seen, it has 
a chance-to-sell. And nationwide research by 
Alfred Politz* has measured these chances- 
to-sell to magazine readers in households 


In the Digest . . 54,671,000 


left. As you can see, the Digest provides about 
twice the chances-to-sell of its nearest com- 
petitor ... typical of the advantage you get 
advertising any type of product in Reader’s 
Digest. Put the Digest’s unequalled selling 


*Source: Alfred Politz Media Studies 
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But Showroom Crowds Dip .. . 


62 Sales Pace Sizzles; 





Dip to 350,869 


Sept. Retail Sales 


Buying Interest Up 


(Continued from Page 1) 


market—was the word from dealers 
less than ecstatic. 

Whether the situation there is 
an omen of the future for other 
marketing areas or whether it is 
merely a hangover from the past 
remains to be seen. 

* * * 
eres spokesmen found 
cause for nothing but elation. 

M. S. McLaughlin, general sales 
manager of Ford Division, said 
dealers delivered more than 13,000 
new Fords on introduction day 
and took orders for an additional 
18,620. 

Sales were 23 percent above 
last year’s debut day, he said. He 
estimated that three million per- 
sons visited Ford dealerships for 
the ’62 announcements. 

Byron J. Nichols, Dodge general 
manager, said, “Phone calls and 
wires from our dealers all over the 
country indicate that 1962 will be 
the very best year in history for 
Dodge dealers.” 

Lewis E. Minkel, marketing vice- 
president of Studebaker-Packard, 
said Lark retail sales in the third 
10-day period of September were 
higher than in any 10 days since 
the final portion of June, 1960. They 
were up 62 percent over the year- 
earlier period, he noted. 

Edward D. Rollert, general man- 
ager of Buick, said, “We are get- 
ting off to our fastest start since 
1955.” 

Ben D. Mills, general manager 
of Lincoln-Mercury, said intro- 
duction-day sales and orders 
were “well above” 1961. Lincoln 
sales were up 151 percent, he 
said, while Mercury Monterey 
Sales were 50 percent higher than 
for all Mercury models sold on 
the ’61 introduction day. More 
than 4,500 Comets were delivered 
in the first two days, he said. 

Monterey dealer stocks on intro- 
duction day were approximately 
equal to the average of the last 
five years, Mills said. 

E. M. Braden, Chrysler-Plymouth 
general sales manager, termed the 
introductory period “one of the 
most successful we have ever had.” 

* * * 
~ E. KNUDSEN, Pontiac gen- 

* eral manager, called the last 
10 days of September the most suc- 
cessful 10-day introduction period 
in Pontiac history. 

He said dealers delivered more 
than 20,000 cars and wrote an- 
other 25,000 retail orders. 

Harold G. Warner, Cadillac gen- 
eral manager, said his dealers were 
having the “greatest model intro- 
duction in history.” Sales in the 
final 10 days of September, he said, 
were the second greatest 10-day pe- 
riod of any month of any year in 
Cadillac’s 60-year history. 

K. E. Staley, general sales man- 
ager of Chevrolet, said, “This is one 
of the best introductions in our 
history. You’d have to go back to 
1955 to find anything comparable.” 

Jack F. Wolfram, general man- 
ager of Oldsmobile, said, “Never 
before have Oldsmobile dealers de- 
livered sO many new cars within 
the sales period in which public 
announcement day falls.” 

Area-by-area reports follow: 


Milwaukee 


EALERS in Milwaukee label 
the ’62 models the hottest in 


Bergstrom Plans 


Good-Faith Appeal 


NORTHVILLE, Mich.—Dis- 
missal of his $620,000 good-faith 
suit against General Motors will be 
appealed, it was announced last 
week by Gib Bergstrom (Stude- 
baker-Mercedes) here. 

Federal District Judge John Fei- 
kens declared in a summary judg- 
ment that Bergstrom had not prov- 
ed charges that a “promise” of 
another dealership violated the 
good-faith law. Bergstrom’s Detroit 
Pontiac franchise was terminated 
in March, 1958, after a year’s oper- 
ation. 

























































many years. Showrooms are experi- 
encing the heaviest traffic counts 
Since 1955, according to most dealer 
reports and sales are way up. 

The feeling is widespread that 
the automobile industry igs facing 
a record-making year. 

Veteran Studebaker dealer, Ed 
Wehe, Wehe Motors, said, “This 
has been the best showing in the 
last five or six years. We are way 

ahead both in the number of 
people visiting our showroom and 
actual order writing.” 

Ed Wussow, Donaldson Buick, 
said, ‘Based on the way this model 
year is starting off for us, we 
should approach the figures we hit 
in 1955. We've already got a big 
backlog of orders.” 

Glenn Humphrey, Humphrey 
Chevrolet, the state’s biggest vol- 
ume dealer, reported a “tremen- 
dous” initial reaction to the ’62s. 

“We wrote more orders last 
weekend than we did when the 

new models appeared 15 years 
ago following World War II. The 
reception has been far beyond 
our expectations.” 

Humphrey added that the same 
type of reaction was being experi- 
enced in the Oldsmobile, Cadillac 
and Pontiac dealerships the firm 
operates in a half dozen other 
nearby towns. 

Will the buying mood and con- 
sumer excitement continue un- 
abated during the balance of the 
model year? 

“I’m confident that it will,” said 
Glenn Humphrey. “But, of course, 
a lot depends on the general health 
of our economy and whether de- 
fense spending will be accelerated 


in the months ahead.” 
+ * o* 


Denver 
EALERS and motorists alike 
in the Denver area are well 
Pleased with the ’62 cars. 

As one Chevrolet dealer said, “we 
didn’t hear one word against the 
new cars.” 

The full line of ’62 Buicks were 
on display all week at the Mile 
High Center in the downtown area. 


The cars attracted a lot of people. 


Ford dealers are pleased with 


what they will have to sell in the 





Lead Vermont Dealers— 


Oscar H. Mudgett (Dodge), Morrisville, Vt., 


has been elected president of the Vermont 


Automobile Dealers Assn., succeeding Peter ValPreda (Oldsmobile-Cadillac), Burling- 


ton. From left are ValPreda; Mudgett; Ivan 


E. Edwards, executive secretary; Loring R. 


Stinson jr. (Ford), Rutland, first vice-president; David C. Perry (Ford), Barre, secretary- 
treasurer, and Donald R. Yandow (Pontiac), Burlington, second vice-president. 





1962 season. They said public re- 
action is good. 

Denver dealers expect a good 
year in new-car sales and say 1962 
sales will be better than 1961. 

~ * * 


Seattle 


EATTLE-AREA new-car dealers, 

cheered by new-model introduc- 
tions that drew good crowds and 
many plan-to-buy comments, are in 
general accord in anticipating a 
good ’62-model sales year. 

Without exception, dealers re- 
ported a buying attitude on the 
part of the public. 

Considerable attention was focus- 
ed on Plymouth’s new styling and 
on the new Chevy II. 

A Ford dealer expressed his dis- 
appointment over late introduction 
of the Fairlane, as many queries 
about that model came from show- 
room visitors. But his disappoint- 
ment was tempered somewhat by 
his selling of 12 of the new-model 
Galaxies and Falcons from stock 

and on special order. 

A salesman at a Chrysler- 
Plymouth dealership declared: 
“We've had our showroom full. 
It’s something we’ve been wait- 
ing for—the best showing ever.” 
GM dealers were concerned over 
a current shortage of new-car sup- 
plies because of the recent factory 
labor tieup, but held high hopes 
for future deliveries. 

A Buick dealer stated: “People 
are not exactly buying crazy, but 
they are looking and comparing 
with apparently serious intent to 
buy sometime within the next few 


weeks or months.” 
* * «* 


Jefferson City, Mo. 


Al signs point to a banner year 
in Jefferson City, Mo. The pub- 


lic is ty a buying mood, inventories 
are either down or almost non- 
existent in ’6l1s and used-car stocks 
are low. 

Don Riley, veteran Chevrolet 
dealer, said, “We had a steady con- 
certed flow of prospects and I use 
the word advisedly, because they 
were in no sense the usual ‘bounty 
hunters’ and we soon sold most of 
the ’62 stock, This crowd also 
cleaned us out of ’61s with good 
profitable deals. I look for one of 
the best years in many moons. 

“The new Chevy II is a hot 
number that has attracted a lot 
of attention here and is some- 
thing we have needed to fill out 
our line. We believe it will open 
up a@ new segment of the market 
for our cars and develop consid- 
erable conquest strength without 
sapping any of our other model 
customer-list.” 

Smith Ford, Inc., headed by Jim 
Smith, also a veteran dealer, was 
experiencing similar responses 
from the publie. Said Smith, “Visi- 


tors seem to have nothing but 


praise for the appearance and per- 
formance and there is no reluc- 


tance on the part of prospects to 
take rides in demonstrators or try 


them out from behind the wheel. 
This is a buying year, we are sure.” 
Paden Motor Co. (Lincoln-Mer- 
cury), headed by John Paden, re- 
ported the most enthusiastic pros- 
pects. 
“We've had more people in to 


look at our cars and we’ve made 


more sales in a short time than 
ever before in history,” Paden said. 


“People are cheerful, seem to 
have ready money and are in a 


(Continued on Page 24, Col. 1) 


Sizing Up the 1962 Models 
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The above chart graphically illustrates the various size cars being offered for 1962. Five different manufacturers are offer- 


ing 278 models—one of the broadest selections available in American automotive history. New entries for 1962 include Chev- 
rolet's compact Chevy II, Ford's standard-size Fairlane and Mercury's Meteor. The chart was prepared by the Ford Division. 






Over Half of Total 
Notched in Last 10 Days 


ORE than half of the new cars 

delivered in September were 
sold in the final 10 days of the 
month, according to factory retgj 
reports. 

A total of 179,547 deliveries jp 
the month’s closing period helpeq 
to push the September total to an 
unexciting 350,869. August saleg of 
413,766 were higher, as was the 
423,000 total in September a yea, 
ago. 


The onslaught in the final 19 — 


days, of course, was a result of 
new-model introductions, although 
the debuts tended to distort the 
picture. 

Availability of some standar 
’62s for a greater portion of the 
period tended to depress the shoyw- 


ing of compacts. Among the top/ 
three compact lines, for example, | 


Falcon and Corvair officially caught 
only two days of the period with 
their new models, while Rambler 
offered no ’62s at all in September, 

As a result, compacts accounted 
for only 32.07 percent of total sales 
with 57,588 deliveries in the fina] 
10 days. They took 36.12 percent 
for the month with 126,725 sales, 
In recent months, compacts had 
been capturing 37 to 38 percent. 

oe * * 


OME industry observers said the 
September sales showing had 
been depressed as dealers held on 
to 61s to qualify for the factoriey 
5-percent rebates on _ holdovers, 


Dealers reportedly were miffed this | 
year by the lack of a buildout | 


bonus. 

Corporate shares of final-10- 
day sales were: General Motors, 
52.21 percent; Ford Motor Co, 
30.33; Chrysler, 10.79; American 
Motors, 4.69, and Studebaker- 
Packard, 1.98. 

Volume by makes: 
Chevrolet, 33,800; Standard Ford, 


26,090; Falcon, 16,060; Pontiac, 14; 
14,680; Rambler, | 


813; Oldsmobile, 
8,417; Buick, 7,246; Comet, 6,871; 
Corvair, 6,700; Plymouth, 5,858; 
Cadillac, 5,811; 
Dodge, 5,230; Mercury, 3,915; Val- 
iant, 3,590; Studebaker, 3,562; F-85, 
2,709; Chrysler, 2,585; Special, 2,266; 
Lancer, 1,700; Lincoln, 1,527, and 
Imperial, 403. 

For all of September, corporate 
shares were: GM, 45.05 percent; 
Ford Motor, 33.44; Chrysler Corp, 
12.74; AMC, 7.37, and S-P, 1.40. 

Sales by makes for the ful 
month: Standard Chevrolet, 65,143; 
Standard Ford, 57,120; Falcon, 3; 
440; Rambler, 25,846; 
21,068; Pontiac, 19,207; Corvair, 13; 
957; Comet, 13,692; Plymouth, 12; 
062; Buick, 12,031; Dodge, 11,958; 
Valiant, 10,600; Cadillac, 9,493; 
Tempest, 8,315; Mercury, 7,815; 
Chrysler, 5,264; Studebaker, 4,917; 
F-85, 4,454; Special, 4,404; Lancer, 
4,100; Lincoln, 2,256, and Imperial, 
727. 


Chapman Named 
Head of Copper’s 
Detroit Office 


DETROIT.—The Copper and 
Brass Research Assn., consisting of 
the nation’s leading producers o 
wrought copper mill products, has 
stepped up its 
technical liaison 
with the United 
States car indus- 
try naming Rich- 
ard D. Chapman 
to head its office 
in Detroit. 

Chapman _join- 
ed the copper as- 
sociation after 25 
years at Chrysler 
Corp. where he 
rose to assistant R. D. Chapmaa 
chief engineer of Chrysler's basi 
science research, specializing in * 
ray diffraction, metallographic it 
vestigations and dilatometric stué 
ies. 

Initially he will make his heat 
quarters on Detroit’s north side 
Later he will move to permanent 
offices which will include a tech 
nical library and a comprehensive 
exhibit of copper-mill products. 
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EXCLUSIVE NEW LOUNGE-TILT SEAT 
Adjust knee-height hydraulically. 
Adjust leg room individually. 

Adjust seat-back angle. 
Headrests. Low-cost options. 






TTT ey ad 


See seats in the ’62 Ramblers that go far beyond 
any you ever saw in a car before. With the new 
Lounge-Tilt Seat, the front-seat passenger can 
tilt the seat cushion to the most comfortable 
position. Your whole body floats in total comfort 
... as with costly, adjustable lounge chairs! 


reclining seats! 





Discover the most livable, most flexible, most 
usable interiors ever in a car. Airliner Reclining 
Bucket Seats can make an instant nap couch. 
Seats that glide back and forth individually for 
legroom comfort. Adjustable headrests. 


Discover new beauty inside that’s easiest to keep 


headrests! 


£ 








ty 


ANNOUNCING A NEW WORLD OF COMFORT 
IN CAR SEATS-RAMBLER FOR 1962! 


bucket seats! 


individual leg room! 





beautiful. Cushioned-Acoustical ceiling of mold- 
ed fiber-glass. Wipe-clean upholstery of modern 
miracle fabrics. Deep-pile “‘$6,000-car’”’ carpet- 
ing like you see below in the Ambassador “‘400.”’ 


These are just a few examples of the 102 exciting 
advances Rambler dealers will sell in ’62. 


1962 Rambler -102 ways better. Turn page to see more----> 








“array of mddels for 


62! = pi above: New Rambler _ 


Six 4-Door Sedan—there 


BEST 


RUSTPROOFING 
The only cars with Deep-Dip 
rustproofing up to the roof now 
armor-clad the below-door body 
panels with rustproof zinc. 


agli sal ES 


NEW DOUBLE-SAFETY 
BRAKE SYSTEM 


Tandem master cylinders: one 
for front brakes, one for rear. If 
one is damaged, the other still 
works. Self-adjusting. Standard. 


27% more 


ioe V-8. 19% more 
Americans. Vous an 


~ 7 o 


NEW E-STICK 
NO-CLUTCH-PEDAL 
TRANSMISSION 


Now, no-clutch driving at a frac- 
tion of the usual cost. Stick-shift 
economy. Rambler American. 


Ree a ea eee 


NEW, WIDER 
TRACK WHEELS 


Rambler Classic and Ambass# 
dor models have the widest tra¢ 
of any compact car. 


3 “most. | trouble free” by Be 
in (il ii surveys, yeal 


year, Rambler is now evel 
-service-free. 


IN 1962, MORE THAN EVER BEFORE, IT PAYS TO BE A RAMBLEIE 
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WE’LL PAY THE COST wr 


IF THE MUFFLER ape oe ee NEW SUSPENSION 
RUSTS OUT F a ’t freeze at Road Command Suspension 
If Ceramic-Armored muffler or A0' n deser gives smoother ride, better turns, 
tailpipe rusts out (collision dam- ) onth pin-point steering. New springs, 
age excepted), a Rambler dealer aes new control arms, new outer ball- 
will replace free for original buyer. . joints. On Classic, Ambassador. 


NEW GAS-SAVING 


AUTOMATIC rear seats as well as front in 62 
TRANSMISSION ee and fonbeaeioas oe 

New, improved Flash-O-Matic ee oe a : | gt 
approaches economy of stand- — Ss tae, . ail fe 
ard shift. Optional on Sixes. Soc hie hick fi SP pe ae 


*NOTE: If battery fails or coolant leaks during first 2 years or 
24,000 miles, whichever occurs first (misuse, negligence or 
accident excepted), either will be replaced without charge 
by an authorized Rambler dealer. 








American Motors abandons, 
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santifreeze in favor of 
DOWGARD FULL-FILL Coolant 


in its 1962 models! 





i ME, HOT sii susie 


DETROIT—Rambler has adopted a new principle in factory-installed engine 
protection with the use of DOWGARD* FULL-FILL’ Coolant in its 62 line instead 


of regular antifreeze. 


DOWGARD Engine Coolant is a totally new concept. It stops the formation 
of rust and corrosion in the cooling system. Nothing’s added to DOWGARD, 
no water, no worries. Two full years of carefree driving with better per- 


formance, longer engine life and less gasoline expense. 


Only DOWGARD does so much! 


D OWGARD @ THE DOW CHEMICAL COMPANY <> 





YEAR ‘ROUND 
COOLING SYSTEM 
FLUID 





PROFIT BY SELLING DOWGARD NOW! SEE YOUR JOBBER SALESMAN! 
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AUTOMOTIVE NEWS PLATFORM 


¥ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 


J 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


3 Men Who Helped Make 
Auto Industry Great 


HREE men who helped build the auto industry died last 

week—Charles E. Wilson, M. E. Coyle and B. E. Hutch- 

inson. Each had a gift for candor, although Wilson was the 
one who garnered headlines for this accomplishment. 

As he put it, “I have a foot-sized mouth.” This exemplified 
the sense of humor that enabled him to ride out the punch 
of the Washington press which might have felled a lesser 
man. 

Wilson gave up millions and the presidency of General 
Motors in serving his country as Secretary of Defense. His 
friends knew him as a man with a gift for cutting to the 
heart of a problem and the guts to discuss it in a straight- 
forward manner. He was more interested in truth than 
popularity contests. 

His concept of the annual improvement factor and the 
cost-of-living escalator, which helped to bring years of labor 
peace to the auto industry, illustrated this point. The pro- 
gram irritated many a businessman. His frank reply was 
that if they weren’t making their businesses more efficient 
each year, perhaps they weren’t doing the job they should 
be doing. : 

Hutchinson and Coyle were less in the public eye than 
Wilson. Hutchinson was called pugnacious and impertinent 
at times, but he also was called a towering financial genius. 
Whatever the ultimate choice, he helped guide Chrysler to 
its most profitable years. 

Coyle, too, was a man of deep dedication. He took over 
leadership of Chevrolet in the depths of the great depres- 
sion in 1933 and headed that organization for 13 years. 

His understanding of the auto business was so extra- 
ordinary that he was dubbed “Mr. Facts and Figures’ at a 
Senate subcommittee hearing. 

Some have wondered what it is that makes the United 
States auto industry the remarkable force that it is. Mostly, 
it is men. And these three were among the greats of the 
auto men. 
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Coming 
Events 


% Enviror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte Haddon-Hall Hotel, 
Atlantic City. 

Oct. 22-24— New York State Automobile 


Dealers, The Concord, Kiamesha Lake, 


Me Vs 
Oct, 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 


Lauderdale. 

Nov. 5-6—Oklahoma Automobile Dealers 
Assn., Mayo Hotel, Tulsa. 

%& Nov. 5-6—Texas Independent Auto 
Dealers Assn., Western Hills Hotel, Fort 
Worth, 

Nov. 14—Connecticut Automotive Trades 


Assn., Statler Hilton Hotel, Hartford. 
%& Nov. 17—North Carolina Automobile 
Dealers Assn., Fifth Annual Working 
Conference, Sir Walter Hotel, Raleigh. 
Nov. 25-27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 
Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 
Dec. 4-5—Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 
Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 


9 
June 14-17—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island, 


Mich. 

Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 
Vegas. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

March 1{8-19—Louisiana Automobile Deal- 
ers Assn.. Roosevelt Hotel, New Orleans. 

%& March 25-27—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 


Moines. 

%& March 25-27—Ohio Automobile Dealers 
Assn., Greenbrier, White Sulphur 
Springs, W. Va. 

March 29-30 — Nebraska New Car Deal- 
ers Assn., Sheraton-Fontenelle Hotel, 
Omaha. 

April 8-10—Automobile Dealers Assn, of 
Alabama, Montgomery, Ala. 

May 6-7—South Dakota Automobile Deal- 
ers Assn., Sioux Falls, S. D. 

May 6-8—Idaho Automobile Dealers Assn., 
Hotel Boise, Boise, 

May 7-8—Ilinois Automotive Trade Assn., 
Hilton Inn, Auroda, Ill, 

May 16-17—Missouri Automobile Dealers 
Assn., Elms Hotel, Excelsior Springs, 


Mo. 
May 20-22 — Oregon Automobile Dealers 
Assn., Sheraton-Portland Hotel, Portland. 
June 8-9—New Mexico Automotive Deal- 
ers Assn., Roswell, N. M. 
- * * 


Auto Shows 


Oct. 5-15—Paris Auto Show, Paris, France. 

Oct. 7-22 — Texas State Fair Auto Show, 
Dallas. 

Oct. 10-14—West Essex Lions Club Auto 
Show, West Orange Armory, West 
Orange Armory, West Orange, N. J. 

Oct. 14-I8—Milwaukee Auto Show, Arena, 
Exhibit Hall and Market and Mechanics 
Halls, Milwaukee, ; 

Oct. 18-22—New England International 
Auto Show, Commonwealth Armory, 
Boston. 

Oct. 18-28—London Auto Show, London, 
England. S 
Oct. 19-2I—Long Beach Auto Show, Pine 
Avenue, Long Beach, Calif. 
Oct. 19-2I—Pasadena Auto Show, middle 
level parking area of the J. W. Robin- 

son Pasadena store. 

Oct. 26-Nov, 5—Los Angeles Automobile 
Show, Pan Pacific Auditorium, Los An- 

geles. 

Oct, 28-Nov. 5--Southern Automobile Ex- 
position, Merchandise Mart, Charlotte, 


N.C. 
oS. tem Auto Show, Turin, 
t 


Italy. 

Nov. %9-12—Autoworld Auto Show, Public 
Hall, Cleveland, ‘ 
Nov. I 1-18—Philadelphia Auto Show, Grand 
Exhibition Hall of the Trade and Con- 

vention Center, Philadelphia. 
Nov. 11-18—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Nov. 13-18—Denver Auto Show, Denver 
Coliseum, Denver. 

Nov. 19-26—Kansas City Auto Show, Kan- 
sas City, Mo. 

Nov. 21-26 — 4th Annual Imported Car 
Show, Brooks Hall, San Francisco. 

Nov. 24-Dec. 3—St. Louis Auto Show, St. 
Louis Arena, St. Louis. 


1962 
Jan. 7-9— Fort Worth Auto Show, Will 
Rogers Exhibit Bldg., Fort Worth. 
Jan. 26-28—Birminatharm Auto Show, Muni- 
cipal Auditorium, 8irmingham, Ala. 
Feb. 2-7— Greater Miami Auto Dealers 
Assn., Dinner Key Auditorium, Miami. 
Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 
(Continued on Page 45, Col, 1) 






ness, a company official said. 


20 Years Ago—1941 


Ford, Chevrolet, Lincoln and Mercury introduced ’42 models and 
announced price increases ranging from 14 to 16 percent. 


10 Years Ago—1951 


Approximately 145,000 meals were served every day to General 
Motors workers in the cafeterias and dining rooms maintained by 
the corporation in its 106 plants. It was estimated that more than 
$17 million had been invested in the cafeterias and other feeding 


services in the plants. 









The Big Stories 


36 Years Ago—1925 


The large number of automobiles, which cause less wearing of 
shoes, affected the manufacturer of “work” shoes at a Hudson, Mass., 
plant to such an extent that the firm planned to discontinue the busi- 


"In the other drawer, that's my dead prospects file." 














Letterbox 
‘Basic Causes 


used if you so request. 





Is It a Contract? 


I have read and re-read the edi- 
torial and the “Michigan Readers” 
letter on Page 12 of the Sept. 25 
issue. 

These items have “jelled” in my 
thinking as the basic causes of the 
serious illness that plagues our in- 
dustry. Until these fundamental ills 
are corrected I see little hope of 
recovery. 

We call our factor y-dealer 
writings “contracts.” Webster de- 
fines a contract as a written 
agreement between parties after 
terms and conditions have been 
agreed on. Does the factory- 
dealer contract meet this defini- 
tion? Hardly. 

The factory prepares the contract 
and the dealer signs without ques- 
tioning—because he realizes that 
he cannot change the terms or 
conditions to the extent of the dot- 
ting of an “TI.” 

Is it a franchise? This term 
comes. nearer to defining the re- 
lationship—“a particular privilege 
or right granted by a sovereign or 
by a legislative body to an indi- 
vidual or to a corporation; the dis- 
trict or jurisdiction to which a par- 
ticular privilege extends.” 

The present factory-dealer rela- 
tions are the outgrowth of the old 
days when distributors were allot- 
ted a territory by the manufactur- 
ers, and, in turn, appointed dealers 
to represent them, When the dis- 
tributors were removed from the 
scene the factory-dealer relation 
came into being. 

I can recall that dealer-distribu- 
tor relations were much more 
pleasant and profitable because 
they were more flexible, and a con- 
dition that was causing a dealer 
trouble, or, one that the distributor 
felt should be remedied, could be 
handled without difficulty. 

NADA has done a wonderful job 
of sounding out dealers’ complaints, 
and, has come up with 65 definite 
problems. To attempt to correct 
these conditions presents a stupen- 
dous undertaking and the patient 




















This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich, 
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of Illness... 














may have succumbed before the 
cure has been effected. 

We have “flurries” of profit-mak- 
ing by dealers, but basically the 
business is unsound and always the 
trend is toward a loss. Do the 
manufacturers realize the precari- 
ous conditions that exist among 
their dealers? Surely they see or 
realize what is taking place. 

Recently, an old, well establish- 
ed, capable dealer told the writer 
he had leased the entire front of 
his establishment to a chain 
store, had retained the rear of 
the building for a two-mechanic 
service department and would re- 
tail his new and used cars off of 
an adjoining lot. 

This is not an unusual case. 
Many dealers are making plans for 
curtailment of their operations, 
hoping that something will happen 
to the industry to allow them to 
operate profitably in the future. 

I am about to conclude that the 
factory-dealer contract is the fly in 
the ointment. It is thought by many 
to be illegal and a restraint of 
trade, It may be attacked in the 
courts. Horrible as the thought 
may be to many dealers, it might 
be the “life-saver” that dealers are 
seeking. 

Let’s suppose for a moment that 
the courts should decide that the 
contracts are a restraint of trade. 
Imagine the scurrying about the 
factories would do to try to whole- 
sale their cars to dealers. What 
sort of dealers would they seek? 
Would they promise and agree to 
support that dealer in his allotted 
territory? Would they appoint 
stimulator dealers in nearby loca- 
tions? Would new manufacturers 
come into the picture for the rea- 
son they could hope to find dealer 
outlets? Could weak, irresponsible 
dealers get along without having 
a contract to rely on? Would banks | 
and financial institutions again © 
welcome dealers and seek their ac © 
counts, the better ones? Would the 
factories be willing to have theif 
products sold on “River St.?” 
Would the well-capitalized, experi 
enced dealer with facilities have 
any worries about getting merchan- 
dise to sell? 

I realize that the ideas express- 
ed here are earth-shaking; how- 
ever, they certainly deserve some 
serious thought and considera- 
tion. or 

Congratulations on your editorial 
—it contains much food for § 
thought. Fe 

If you should decide to use MY © 
crazy thoughts in an article pleasé | 
don’t mention my name. I might 
lose my “valuable” contract oO § 
franchise.— VeTERAN KENTUCKY § 
DEALER. 
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* * * 
‘Inflammable’ Misused 
On Page 28 of the Sept. 25, 1961 


edition of your very fine magazine 
(Continued on Page 51, Col. 1) 
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REPORT TO FORD DEALERS 


THUNDERBIRD QUARTET FOR 1962 


Now you have four dazzling editions 
of the car everybody would like to 


own... but you may have to hide that Sports Roadster if you don’t want too much company. 


The new Thunderbird line puts more built-in 
temptation into your showroom than an 
Italian movie. No one else has anything like 
the flair and fire of the new Sports Roadster, 
the most exciting invitation to two-passen- 
ger travel on the road today. On the other 
end of the scale there’s the Landau, a Thun- 
derbird in a tuxedo, with its formal leather- 
grained vinyl top and landau S-bar. And 
in between, the proven sales performance 


of the Hardtop and Convertible, the trend- 
setters of the American Road. 

In 1962 you have a wider luxury car mar- 
ket than ever before—because no one else 
offers the personal luxury that is Thunder- 
bird’s specialty, the separate all-foam seats, 
the unique convenience of the Swing-Away 
steering wheel (now standard on every 
Thunderbird), the unusual touches like the 
“floating” rearview mirror. 


And no one else has a traffic-builder like 
the Sports Roadster, a “‘let’s-go-see-it”’ item 
if there ever was one, with its slip-stream 
headrests, the removable tonneau cover that 
conceals the normal Thunderbird rear seat, 
the sparkle of chrome wire wheels, and the 
ingenuity of the top that can be raised and 
lowered with the tonneau cover in place. 

Now there are four Thunderbirds. . . 
could you ask for a happier dividend ? 


FORD DIVISION BACKS YOU BEST 
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Small-Town Selling is Different 


By Ed Brown 
Staff Correspondent 

WESTFIELD, N. J.—This town 
is the home of Miller Rambler and 
the Miller boys, Bob and Gregg, 
have made quite a success of their 
deal during the last two years. 

However, they learned soon 
after opening that business in 
Westfield would be entirely dif- 
ferent from a dealership on 

Grand Concourse in the Bronx, 
where they had operated previ- 
ously. 

One sale, as outlined by the 
brothers, gives a clear picture of 
the differences between a large 
city dealership and working in a 
more relaxed atmosphere. 

“We get some of the craziest 
kinds of deals,” Gregg said, “In 
some of them, you don’t even have 
to sell. All you have to do is leave 
the people alone. But sometimes, 
that’s very difficult, too.” 

“We recently had a deal,” Bob 
added, “that took four months to 
complete. I’m not kidding. It ac- 
tually took four months. Just about 
that long ago, a retired engineer 
came into the showroom one day 
with a complete list of things he 
was looking for in his new automo- 
bile. He wanted a station wagon, 
but it had to be exactly the right 
one.” 

“He and his wife were going 
to retire to Florida,’ Gregg of- 
fered, “and this meant they were 
probably going to keep the car 
they purchased for a good many 
years.” 

“But this man didn’t want us to 
sell him the car,” Bob stated. “As 
a matter of fact, he wanted to be 
left strictly alone. What we did was 
clean off one of our desks, and let 
him spread his papers and com- 
parison charts all over the place. 
The only thing we did was give 
him one of those ‘X-Ray’ books 
that American Motors furnishes us 
with and then we left him strictly 
alone.” 

‘I don’t mind telling you, it’s 
one of the weirdest sensations I 
have ever had, walking through a 
showroom day after day, watching 
this fellow make figures and charts 
for himself, and leaving him strict- 
ly alone. It’s a matter that calls for 
a great deal of self-restraint, and 
I might add that’s pretty difficult 
for the average salesman,” Gregg 
said. 

According to the boys, their pros- 
pect spent the next several months, 
carefully examining every possible 


$1 Minimum Wage 
Signed into Law 


In Pennsylvania 


HARRISBURG, Pa.—Gov. David 
Lawrence signed into Pennsylvania 
law a bill setting $1 an hour as the 
new minimum wage in the state, 
effective Jan. 1. 

An estimated 50,000 additional 
workers in non-agricultural fields 
will benefit under the new law. In- 
cluded are 10,000 retail clerks and 
about 7,000 laundry workers. 

Under the measure, as originally 
introduced, an estimated 100,000 
workers would have benefited from 
a minimum wage of $1.25 an hour. 
The number and coverage were re- 
duced by amendments granting 
numerous exemptions. 

In addition, in cases where the 
$1 an hour minimum is likely to 
result in a substantial curtailment 
of employment, wage boards may 
fix a lower rate, but not less than 
85 cents an hour. 

Exemptions include the follow- 
ing: Students in a nonprofit educa- 
tional institution, taxi drivers, 
amusement park aides on a season- 
al basis, resort hotel workers, mo- 
tion picture theater aides, boys and 
girls recreational camp employes, 
hotel or restaurant employes out- 
side Philadelphia and Pittsburgh 
and hospital employes. 





“OUT OF ROUND” 
tires cannot be balanced! 
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angle of the automobile. He would 
look under the hood, Make a meas- 
urement, transfer the figure to one 
of his innumerable charts and then 
study his figures for a while. Then 
he’d ask the boys a question about 
something like cushion depth. 
Once when they strolled 
through the showroom to see how 





Bill Encourages States 


On Vehicle Code 


WASHINGTON.—A bill to en- 
courage states to amend their 
laws to conform with the Uniform 
Motor Vehicle Code has been 
sponsored by Rep. Kenneth A. 
Roberts, Alabama Democrat. 

The measure would require per- 
sons operating motor vehicles in 
interstate commerce to have li- 
censes or permits from states 
whose laws substantially conform 
to the national standards, set up 
by the national Committee on 
Uniform Traffic Laws and Ordi- 
nances, a8 revised in 1956. 





their methodical expert was 
doing they found him on the 
floor, under the vehicle examin- 
ing the rear springing. 

Another time he had the rear 
seat out and was examining the 
springs in the seats. 

He poked, prodded, examined 
and applied his best engineering 
talents to determining what vehicle 
would be his most intelligent buy. 

Suddenly one day, about two 
months after he began his person- 
al research, their customer didn’t 
show. This state of affairs contin- 
ued for several weeks. Those weeks 
stretched into more than a month. 

Finally the retired engineer re- 
turned and started to discuss 
price with the boys. According to 
his approach, he had definitely 
decided on a six-cylinder Ram- 
bler Classic as the vehicle that 
would best suit his needs. 

A price was finally agreed upon 
and the deal was closed but not 
before certain other facts were 
gleaned. 





CARS a 





“Here comes your appraisal 
now.” 





10 other dealers using identical 
techniques in his quest for the best 
car for himself and his wife. After 
using consummate patience and 
skill, he had come to the conclusion 
that the Rambler he could buy 
from the Miller boys was his best 
bet. 

“Like most of our other custom- 
ers,” Bob said, “he had decided 
that Rambler gave him the best 
quality he could find for his pur- 
poses. Looking at the thing from 





a, 


came to the conclusion that from 
the standpoint of quality and jp. 
vestment, a Rambler was the only 
answer for him.” 


“We told him he should giye 
us some kind of endorsement or 
something,” Gregg stated, “he. 
cause after visiting all those 
other dealers and spending go 
much time with them, and then 
returning to us for the purchase, 
it must really mean something, : 
“But I guess the fact that he 

came back is all the endorsement 
We need.” 

This is an extreme example of 
the kind of selling it takes to con. 
vince people in Westfield, accorg. 
ing to the boys, but it is close to 
the kind of quality that residents 
of the town look for when they 
make a purchase. 

Bob commented on the sale: 
“They say that selling an auto- 
mobile to a pipesmoker is the 
most difficult kind of sale you 
will ever make, but I say that 
selling an automobile to a pipe- 
smoking engineer is the most dif- 
ficult sale you can make.” 

As an afterthought Gregg stated: 


“It took him a month to pack the | 
wagon for their trip to Florida, | 


That should give you some idea of 


every angle, and believe me he|the inspection the vehicle went 


The engineer had visited some/| didn’t leave any stone unturned, he 


through before he finally bought,” i 








AUTOMOTIVE-MINDED INDIANAPOLIS 


Home of the Speedway...is Always Racing Ahead! 


























TURNINGS ...- 
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makes a lot of sense. 

This device is an automo- 
tive deceleration warning , mech- 

i hat turns on a cars rear 
= * stop lights for a 
short interval 
whenever the en- 
gine accelerator 
returns to its 
near-idle position. 

Its function is 
to warn trailing 
drivers that the 
motorist ahead 
has taken his foot 
off the gas pedal, 
somewhat like 
current brake 





Device Gives Warning 
As Driver Decelerates 


By Joseph M. Callahan 

Engineering Editor 
B. SMITH, a veteran auto dealer and former South 
Texas director of the National Automobile Dealers 
Assn., has developed an automotive safety device that 








lights tell the trailing drivers that 
the operator ahead has applied 
his brakes. 

Similar devices have been de- 
veloped before but they reportedly 
have not been suitable either be- 
cause the light remained on as long 
as the gas pedal was in a rest 
position, or they were unreliable, or 
costly or difficult to incorporate 
into an existing vehicle. Smith said 
his unit has overcome these draw- 
backs. 

Prior to the engagement of the 
brakes, the trailing driver is 
warned that the lead driver either 
intends to stop or sees some im- 





pending possible danger ahead. 

This mechanism could provide 
valuable seconds or fractions of a 
second to a driv- 
er, especially on 
today’s rapidly 


expressways and 
turnpikes. When 
a car is travelling 
at 60 miles an 
hour, this warn- 
ing signal light 
would appear 80 
to 120 feet before 
the brake light 
would show, de- 


©. B. Smith 
pending on the driver’s mental re- 
sponse and physical agility. 
* * * 


— a good possibility that 
even more time would be gained 
because, as Smith asserts, the 
“customary procedure with most 
drivers is to release the accelerator 
and to use back pressure of the 
motor to start deceleration, before 
actually applying their brakes.” 

He added, “Slowing for a turn 
into a driveway, or side street or 
any other reason for which the 
operator of the lead vehicle has 
preconceived knowledge, immedi- 
ately and automatically warns the 
trailing car driver.” 

Pointing out that the split sec- 


DURING THE YEAR... 


65,300" Families 


PLAN TO BUY CARS IN 


expanding}|’? 
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Measuring Effort— 


A Ford test technician using a 150- 
pound Hunter force gauge to measure the 
effort required to operate a hood release 
mechanism. 


* * * 

ond of advance warning provided 
by this mechanism would help any 
car equipped with it, Smith said 
that this would be particularly 
true where there is a flow of con- 
gested traffic and the lead car’s 
operator suddenly decelerates. 


The cumulative warning lag in- 
creases with each following car, tc 





INDIANAPOLIS 


*According to the 1961 Consumer Analysis, 
but this may be a conservative estimate be- 
cause records of the Indianapolis Auto Trade 
Association show more than 72,000 cars pur- 
chased last year in this auto-conscious market. 


In Indianapolis—automotive minded all year 
and proud of its distinction as the world’s racing capital—impulse is a 
major reason and the best persuader continues to be The Indianapolis 
Star and The Indianapolis News. 


These growing, community-accepted newspapers sell convincingly in 
Indiana’s rich 45-county central area. In this bountiful region, boasting 
an effective buying income of 


$4,300,000,000 


Advertising in Indiana's largest morning and evening newspapers reach 
53.1% of all families. Six days a week 377,867 copies of The Star and The 
News are read by above-national-average-income families. 


And on Sundays The Star almost triples the circulation of its nearest 
Hoosier competitor, The South Bend Tribune. Only The Sunday Star goes 
into 336,125 Indiana homes. 


Youre in...in Indiana 
with The STAR and The NEWS 


Morning & Sunday 


Evening 


The Indianapolis Star and The Indianapolis News + Kelly-Smith Co., National Representatives 
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the point where the fourth or fifth 
driver in line has insufficient time 
to stop his car and rams the vehicle 
ahead. 

* * 

SKED how he became involved 

with safety devices, Smith 

said, “While serving with NADA 
as the Texas Chairntam-ef the 
Highway Safety Con €e, I be- 
came more conscious 6f the neces- 
sity of safety products. An engineer 
here in Austin, Fred McNiel, and I 
developed the automotive decelera- 
tion warning instrument and after 
some four years of effort with the 
United States Patent Office, our 
claims were approved and the pat- 
ent was issued. 

“We are now attempting to 
make a deal with some manufac- 
turers to produce and distribute 
this item, but as yet have not 
concluded a deal. Intensive testing 
has been done. We are convinced 
that this item is not a ‘gadget,’ 
but one that will save lives of 
motorists.” 


Smith and McNiel have formed 
a company, Auto Safety Products, 
Inc., to develop and market other 
safety items but they are not per- 
fected as yet. 

Last year Smith gave up his 
Dodge-Plymouth-Studebaker deal- 
ership in Austin and is now oper- 
ating C. B. Smith Motors Volks- 
wagen Co. He has been chairman 
of the Dodge Dealers National Pub- 
lic Relations Committee, president 
of the Texas Automobile Dealers 
Assn., a Ford Motor Co. field repre- 
sentative and has held several zone 
and regional positions with Chev- - 


rolet. 
* * ea 


The Easy Life 


A TYPICAL American car buyer 
is becoming lazier all the time 
and Detroit’s auto makers know 
that a hard-operating lock or latch 
can prejudice a customer against 
a $2,000 car. 
To prevent this from happen- 
ing, Ford Motor Co. has estab- 
lished strict numerical specifica- 
tions to determine how much 
physical effort is required to op- 
erate its glove compartment 
latches, door locks, trunk lids, 
convertible tops, sun visors, doors, 
windows, trunk lids, hoods and 
tailgates. 

Precision hand-held mechanical 
force gauges are used to measure 
the forces involved. Currently made 
by the Hunter Spring Co., these 
gauges can measure either tension 
(pull) or compression (push). 

The gauges are supplied with six 
interchangeable end fittings 
through which force can be applied, 
but in a number of tests special 
adapters are also used to engage 
the part being tested. 


The operating effort of a few 
body components cannot be checked 
by measuring straight-line force. 
AS an example, the torque needed 
to turn the key of a door lock is 
measured with a small torque 
wrench by the quality control in- 
spectors. 

aK * * 


Satisfied at Last 


At t= a one-year delay, Cadillac 
has finally come up with a lim- 
ited-slip differential that it’s satis- 
fied with. 

This division hag consistently re- 
fused to accept the other limited- 
slip differentials on the market be- 
cause “they introduced some non- 
Cadillac problems,” according to 
one engineer, A certain amount of 
chatter after several thousand 
miles is believed to be the principal 
problem. 

Last year Cadillac announced 

a non-slip differentia] but some 
last-minute hitches developed and 
its debut was postponed. 

In the past year, some changes 
were made in the input shaft and 
a new lubricant was developed by 
suppliers that is suitable for the 
contradictory situation that exists 
in this type of differential. 


Lafferty Chevrolet Opens 


HATBORO, Pa.—John J. Laf- 
ferty has opened Lafferty Chev- 
rolet Co. at 21 N. York Rd. 
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BRAKE HEADQUARTERS OF THE WORLD 


WHATEVER THE VEHICLE 
BENDIX HAS A BRAKE 
10 STOP IT BETTER! 


Regardless of size, shape, or power of the vehicle, Bendix makes 
a brake to stop it more safely, surely. Currently, we’re producing 
over 400 different types of automotive brakes alone, so the answer 
to a specific brake problem probably is included in our line. If not, 
we will design and produce the brake that meets the exact need. 

Bendix® brakes are quality-built—~made to our high standards 
of reliability and long service. Forty years’ experience and over 
141,000,000 brakes sold are your assurance that you get quality 
when you specify Bendix. Bendix conducts more research and 
testing than any other brake manufacturer, both in the laboratory 
and in the field. 

Got a brake problem? Let us help you analyze and solve it. Call, 
wire or write our Automotive Brake Department, Customer Appli- 
cations Engineering, at South Bend. 


FREE 82-PAGE BRAKE CATALOG 
Shows brakes for almost every application. Gives 
complete axle load rating data. Details brake 
torque capacity ratings. Provides installation data. 
. Discusses Duo-Servo® and non-servo hydraulic 
~ ' and mechanical brakes; Twinplex® and uni-servo 
; : > & oe hydraulic brakes; auxiliary mechanical brakes; 
> D Bra @ ner «s. new band/disc brake. Write for your free copy. 


BENDIX BUILDS MORE BRAKES FOR MORE 
DIFFERENT VEHICLES THAN ANY OTHER 
MANUFACTURER 


Bs 


Bendix tivision South Bend, IND. i-27 7% 


CORPORATION 
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Ambassador Is Shorter . . 
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Rambler Trims Model Selection 


What's New: 


Two-door sedans added... 
Classic V-8 dropped . . . Ambas- 
sador on 108-inch wheelbase ,. . 
new rear-end styling . .. tandem 
brake system .. . self-adjusting 
brakes ... 33,000-mile chassis lu- 
brication .. . 4,000-mile oil-change 
interval ... two-year battery ... 
two-year coolant . .. new auto- 
matic transmission. 

* of * 


EATURING a revised model 
lineup, new rear-end styling 
and a shorter-wheelbase Ambassa- 
dor line, the ’62 Rambler went on 
sale last week in dealer showrooms. 
Rambler has streamlined its 
model selection, a move that was 
applauded by dealers in meetings 
across the nation. The Classic V-8 
models have been dropped, and so 
have the Super units in the Classic 
Six and Ambassador V-8 lines. 

The Ambassador now is Ram- 
bler’s only V-8, and it is the same 
size as the Classic — 108-inch 
wheelbase and 189.8 inches over- 
all. The ’61 Ambassador had a 
117-inch wheelbase and was 199 
inches from bumper to bumper. 
The changes leave Rambler with 

10 Classic Sixes and five Ambassa- 
dor V-8s. Last year, there were 23 
six-cylinder and V-8 choices. 
* * ok 

pets the overall reduction, 

Rambler has added a two-door 
sedan for ’62, the first time that a 
two-door has appeared in the 108- 
inch wheelbase line. It will be of- 
fered in Deluxe, Custom and 400 
models in the Classic Six series. 

The chief styling change for 
"62 is at the rear. The tailfins are 
gone, and the rear end has a boxy 
treatment that resembles the 
Rambler American. 

The new models have self-ad- 
justing brakes and a new Double- 
Safety braking system. A tandem 
master cylinder has a separate hy- 
draulic system for front and rear 
brakes. Should there be a hydraulic 
failure in either the front or rear 
brakes, the other set still would 
operate. 

The chassis-lubrication cycle has 
been extended to 33,000 miles, and 
the recommended oil-change inter- 
val has been boosted to 4,000 miles. 

ok * * 

NEW Powr-Guard 24 battery is 

guaranteed for two years, and 

Dowgard Full-Fill coolant is in- 

stalled in all cars. It carries a 24- 
month or 24,000-mile guarantee. 

Optiona’ on Classic models is a 
new automatic transmission. 
American Motors says it is more 
compact than last year’s and is 
better suited to the power and 
torque of the six-cylinder engine. 


power six-cylinder engine with 138 
horsepower optional. Displacement 
is 195.6 cubic inches. The die-cast 
aluminum cylinder block will be 


Seven States Cited 


In Driver Training 


WASHINGTON. — Seven states 
have been honored for their 1960-61 
high school driver education pro- 
grams. 

Cited by the judges for the 14th 
Annual National High School 
Driver Education Award Program 
were Delaware, Florida, Kansas, 
Maine, North Carolina and Utah. 
Each state received an Achieve- 
ment Award. 

Michigan was the first state in 
the history of the program to re- 
ceive an Excellence Award. In re- 
ceiving this award, Michigan set 
a national record by having more 
than 90 percent of its schools offer 
a qualifying driver education 





course to more than 90 percent of 
its potential high school students 
for three consecutive years. 





CHICAGO. — An almost unani- 
mous outcry against the humps 
running through the center of cars 
and an appeal for the return of run- 
ning boards was voiced by dele- 
gates to McCall’s Fifth Annual Con- 
gress on Better Living meeting at 
the Edgewater Beach Hotel here. 

The women’s complaint against 
the hump in cars was “they’re 
uncomfortable.” In the desire for 
running boards, comfort was ac- 
knowledged ag the big factor. 

The delegates had many other 
ideas about changing the car of 
today. Delegates with long legs 
complained about a lack of legroom 
in cars while those with shorter 
legs said their visibility was ham- 
pered. The major complaint was 
that the steering wheel fell into 
their line of vision. A majority 
asked that the steering wheels be 
lowered or the seat raised. 

One woman thought her dream 
car would have a clear-plastic bub- 
ble top with an ejection seat in 
case of an accident. She would also 
like to have a garbage disposal 
included. 

The women also told how they 
went about buying a car. One dele- 
gate said, “Men are just little boys 
about buying a car. They always 


Classic models have a 127-horse-| look for a racy-looking sports car, 





After Recessed ’61 Year 


Twin Falls Eager for ’62s 


TWIN FALLS, Id.— With busi- 
ness off anywhere from “a little” 
to 20 percent compared to the first 
nine months of 1960, Twin Falls 
new-car dealers are anxious for 
new ’62 models to arrive in volume. 
Most ’61 car inventories indicate 
the dealers are ready. 

Reporting the biggest drop in 
1961 business to this date is the 
local Rambler dealer, Wills Motor 
Co. Bob Wills, co-owner, reports 
that the firm anticipated a drop 
from ’61 business and as a result 
had only two units left to move 
before the ’62s arrived, but “busi- 
ness has been spotty.” 

Wills indicated business in the 
last few weeks has been good, 
but the summer generally was 
poor. He cited increased competi- 
tion and a “sagging” local econ- 
omy for the drop. 

Another of the Big Three sellers 
in the Twin Falls area, Glen G. 
Jenkins Chevrolet, reported car 
sales off from 1960 “just a little.” 
Jenkins reported, however, that 
truck and pickup sales have in- 
creased, reflecting good farmer 
buying. 

Jenkins voiced fear of much 
lower sales if the Genera] Motors 
strikes continued. He said he ex- 





pects to receive announcement cars 
regardless of the situation. He 
noted that it is more difficult to 
get cars in this particular part of 
the nation in cases such as now 
exist. 

Only one of the more active 
dealerships reporting an upturn 
during the first nine months was 
Carleson Pontiac - Cadillac. Bob 
Carleson, owner, notes “the best 
year we've ever had,” contribut- 
ing it to a better product, and 
“I worked a little harder.” He ex- 
pects a 10 percent increase in 
net sales for 1961, 

Ford dealerships also reported 
sagging sales about the same as 
Chevrolet, but Mercury sales have 
risen in the area. Generally speak- 
ing, things are not nearly as good 
as at this time last year. 

The bright spot in southern 
Idaho appears to be used-car sales. 
Carleson, in particular, cited used- 
car sales as contributing heavily 
to his increased profit. In spite of 
the 20 percent drop for Rambler, 
Wills reported “good” used-car 
sales, and Jenkins, too, said his 
used sales had held up well. 

In most cases, with the excep- 
tion of Chevrolet, dealers were in 
good shape to receive ’62 models. 





Want Running Board Returned . . . 


Women Dissect Cars 


‘and don’t think of the needs of the 








standard on Classic 400 units and 
optional on Custom and Deluxe 
models. 

The Ambassador engine is a 250- 
horsepower V-8 that displaces 327 
cubic inches and has a compres- 
sion ratio of 8.7 to 1. An optional 
four-barrel carburetor boosts 
horsepower to 270 and compression 
ratio to 9.7 to 1. 

* * * 
ERE is the Rambler Classic and 
Ambassador model lineup for 
62: 

Classic Deluxe Six — Four-door 
sedan, two-door sedan and four- 
door two-seat station wagon. 

Classic Custom Six—Four-door 
sedan, two-door sedan, four-door 
two-seat station wagon and five- 
door three-seat station wagon. 

Classic 400 Six—Four-door, sedan, 
two-door sedan and four-door two- 
seat station wagon. 

Ambassador Custom V-8 — Four- 
door sedan and four-door two-seat 
station wagon, 

Ambassador 400 V-8—Four-door 
sedan, four-door two-seat station 
wagon and five-door three-seat sta- 
tion wagon. 





family.” 

The women pictured themselves 
as the practical force behind the 
car buying, the guiding hand. They 
say they don’t become emotional 
about car buying like the men do; 
they are more interested in use. 
But the women are very loyal to 
brand names. 

There are more two-car fam- 
ilies than not among McCall’s del- 
egates, and husbands usually 
drive the “good”—that is, the 
newer—car, unless the newer car 
is a station wagon which the wife 
needs to “haul all those kids and 
groceries around.” 

Compact cars are often the sec- 
ond car and many who will buy 
another car within the next few 
months plan to purchase a compact. 

“They are made for women, so 
easy to park, so economical’ dele- 
gates agreed, though a minority 
felt that “Americans keep getting 
taller, so why should cars get 
smaller?” 

Children are a definite factor in 
car-owning. The number of children 
in a family determines the size and 
the style of the car in many in- 
stances. The ages of children in- 
fluences the style; when children 
are younger, many mothers prefer 
two-door cars because they worry 
about the back doors getting open 
and the children falling out, and 
they wouldn’t have convertibles 
with youngsters. 

The women feel they get better 
service from garages than do men. 
They say they are fussy and stay 
around to make sure everything is 
done. In general, the delegates 
avoid neighborhood gas stations for 
their repairs; believing they can 
get more reliable service from their 
dealer. 

The biggest complaint from the 
women concerns grease and dirt 
left on the car after servicing is 
completed. 


Merger Planned 
By M&T, Udylite 


DETROIT.—H. E. Martin, chair- 
man of Metal & Thermit Corp., and 
L. K. Lindahl, chairman of Udylite 
Corp., have announced approval in 
principle by both Boards of Direc- 
tors of a merger between the two 
companies. 

The action is subject to approval 
by the directors of a formal merger 
agreement for submission to the 
stockholders of M & T and Udylite. 
Udylite will continue under its 
present management as a division 
of Metal & Thermit Corp. 

Under the proposed terms, each 
share of Udylite stock would be 
exchanged for 0.65 shares of M&T’s 
stock. M&T’s present common 
stock will continue, share for share, 
as common stock of the combined 
enterprise, 


































FTC Complaint 
Against Inland 
Rubber Amended 


WASHINGTON. — The Federgj | 
Trade Commission has amended | 
its complaint charging Inland Ryb. | 
ber Corp., Mansfield, O., with illegal | 
price discrimination among yg. 
tomers. The firm has 30 days to file 
an answer. 

FTC’s amended and supplemep. | 
tal complaint alleges that prior to 
May, 1958, Inland granted price 
rebates in the sale of tire and tube 
products based on the cumulative 
annual dollar volume of purchases, 
The rebate schedule ranged from 
2 percent for those with annugj 
purchases between $1,000 to $2,499 
to 10 percent for those buying 


ee 


Lounge-Til# Seat— 


Optional on '62 Ramblers is a Lounge- 
Tilt seat for the front-seat passenger. It 
can be elevated to any desired height 
by pumping the side handle which actu- 
ates a small hydraulic pump beneath the 
seat. 

Inland is also charged with a]. 
lowing certain customers, known © 
as “group buyers,” to combine their 
purchases of repair materials and 
to include purchases of valve prod- 
ucts in order to qualify for higher 
rebates. This practice, says FTC, 


ing lower prices than others who | 
were not members of buying | 
groups. 

After May, 1958, according to the | 
commission, Inland discontinued its | 
rebate schedule and set up a classi- | 
fication of customers called “ware. — 
house distributors.” 

These are jobbers or wholesalers ~ 
who maintain a minimum inven- 
tory of repair products worth © 
$1,000. In return, they receive an | 
extra 18 percent discount on repair 
materials and an added 5 percent © 
on valve products. 

FTC alleges that Inland in qual- 
ifying a jobber or wholesaler as a 
warehouse distributor allowed 
members of buying groups to com- 
bine their inventories to reach the 
$1,000 minimum and thus gave 
them a price advantage over com- | 
petitors. : 

FTC also claims that since May, 
1958, the company has granted a 
special discount of about 5 percent 
off the wholesale list price to those 
jobbers and wholesalers who order 
tubes in lots of 5,000 or more. In 
this instance also, according to 
FTC, members of buying groups 
are allowed to combine purchases 
and qualify for the discount. 




















For Better Handling— 


Front suspension of the ‘62 Rambler 
Classics and Ambassadors has been re- 
designed to provide better control and 
stability in turns by minimizing body lean. 
The long coil springs have been retained, 
but a single lower control arm with outer 
ball joints and a rear-facing radius rod 
has been incorporated. Ambassador mod- 
els have a sway-stabilizer torsion bar to 
compensate for the weight of the V-8 
engine. 








New Rear-End Styling— 
The tailfins are gone, and the boxy rear-end styling of the '62 Rambler Classit 
and Ambassador resembles that of the Rambler American. Classics have circular tat 
lights, while Ambassador taillights are rectangular. 
se aa ; oie 


Rambler Trims Ambassador Size— 


The Ambassador V-8, top series in the Rambler line, is the same size as the 
Classic for '62. Wheelbase is 108 inches, and overall length is 189.8 inches. Las! 
year's Ambassador had a 117-inch wheelbase and was 199 inches from bumper 
bumper. 





$15,000 or more. i 


resulted in favored customers pay. | 











Last 
r to 





RUE ETHER 


"thea 








of magazine sales through retailers* 














CURRENT 
PROFIT RANK PUBLICATION FREQUENCY COVER PRICE 





2 SATURDAY EVENING POST 


3 EVERYWOMAN'S FAMILY CIRCLE 


o LIFE 


5 READER'S DIGEST 


WOMAN'S DAY 






LADIES’ HOME JOURNAL 


McCALL’S 


PLAYBOY 


REDBOOK MAGAZINE 


a 
u 


LOOK 


TIME 


GOOD HOUSEKEEPING 


SEVENTEEN 


TRUE 





*Figures based on publishers’ statements to Audit Bureau of Circulation, first six months of 1961. 










AVERAGE MONTHLY PROFIT 
TO DEALERS 


$710,249.33 
180,035.66 
144,886.63 
140,232.73 
132,725.88 
129,359.85 
123,637.43 
117,961.13 
116,347.92 
80,263.26 
71,200.45 
70,435.71 
68,266.38 
63,254.10 


61,822.45 


With the largest total circulation of all weeklies, TV GUIDE also tops the league in voluntary, full-price single- 
copy sales, prime index of editorial vigor. And its young marrieds (18-34) primary audience heads the standings 
too. TV GUIDE is one of the few major magazines which have moved up in both circulation and advertising every 
year since they started. The TV GUIDE boom has a solid base. Batter up! Best-Selling Weekly Magazine in America 


Starch 1961 Consumer Magazine Report. 
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Lawsuits Affecting Dealers ... 


AUTOMOTIVE NEWS, OCTOBER 9, 1961 


Court Decisions 


By Leo T, Parker 
Attorney at Law 


oo ee speaking, in the 
past the higher courts held that 
any and all persons, firms, partner- 
ships and corporations are fully 
liable in damages 
to persons injured 
through negli- 
gence of em- 
ployes. 

However, last 
month a higher 
court rendered an 
important deci- 
sion which re- 
versed this old 
law, in view of a 
special contract. 

For illustration, 
in William Q. D’Onofric v. Sun, 277 
Fed. Rep. (2d) 543, it was shown 
that an auto dealer leased certain 
real estate including appliances, 
hoists, etc., from a corporation. This 
lease contract contained a clause to 
the effect that the automobile deal- 
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er would indemnify the corporation 
from any and all losses, damages, 
claims, suits or costs, which would 
rise or grow out of any injury to 
any person caused by operation, 
installation or use of the real estate 
or appliances, 

A customer was seriously in- 
jured while a dealer employe was 
greasing an automobile elevated 
on a hoist which collapsed and 
dropped down on the customer. 
The testimony showed that this 
hoist had been repaired by a cor- 
poration’s employe a short time 
prior to the accident, 

Although negligence of the cor- 
poration’s employe in making the 
repairs was the direct cause of the 
injury, the higher court refused to 
hold the corporation liable, and 
said: 

“We can only determine the in- 
tention of the parties by the words 
which they used in the agreement. 
In our judgment, the clear language 
of the clause afforded indemnity to 


Is an 





How’s your seat belt business? 


Auto-Crat seat belts are both big business and 
responsible business, for they provide protection* 
for you and for your customers. Take advantage 
of the increased seat belt demand for 1962 cars 
with Auto-Crat. There is an Auto-Crat seat belt 
just right for everybody’s safety requirements. 
*$1,000,000.00 Product Liability Insurance car- 
ried for your protection. 


THE Auto-Crat MODEL 100: The aristocrat of auto- 
motive seat belts with easy-to-use metal-to-web- 
bing buckle construction. 


Bring your seat belt business up-to-date 
with Auto-Crat ... The world’s safest belts! 








the company from the negligence 
claimed.” 
* * od 


Who Is Owner? 


A FEW weeks ago, a higher court 
held that an automobile dealer’s 
liability insurance policy on an 
automobile automatically remains 
in force until the automobile is sold 
and the sale is consummated by 
filing of an application for a certifi- 
cate of title and the issuing of a 
certificate of title to the purchaser. 
For instance, in Farm Bureau 

Mutual Automobile Insurance Co, 
v. Motorists Mutual Insurance 
Co., 168 N. E. (2d) 159, the testi- 
mony showed that the purchaser. 
of an automobile had a collision 
with another automobile four 
months after the purchase con- 
tract was signed. 

The collision happened after the 
automobile dealer and seller had 
executed assignment of the title to 
a finance company. However, the 
collision happened before the pur- 
chaser had signed an application 
for title. 

In subsequent litigation, the high- 
er court held that the automobile 
dealer was the legal owner of the 
automobile at time of the collision. 
Hence, the insurance company 
which had issued the liability in- 







THE Babi-Gard MODEL 550: 


All Auto-Crat seat belts incorporate super-strong 
webbing made from genuine DuPont fibers, 
“human-engineered” buckle construction for fast, 
easy, convenient use, and the patented attaching 
hardware, engineered and pioneered by Auto- 
Crat, that swivels with the direction of pull, 
virtually eliminating the possibility of webbing 
tear. All Auto-Crat seat belts equal or exceed 
the applicable requirements of every specifying 
safety agency. Available in nine standard colors 
—grey, tan, dark brown, green, red, dark blue 
(Air Force), light blue, black, and white—to 
harmonize with the interior of any vehicle. 


ulo-ceaf 


*“N CORPORATION 


THE Bodi-Gard MODEL 200: The only metal-to- 
metal seat belt that can be easily adjusted both 
ways with one hand. The release handle and 
tongue function from the same end of the buckle, 
not at opposite ends. All mechanisms are fully 
concealed; there are no knobs or other protrud- 
ing parts to catch on garments. 


THE Interceptor MODELS 300 AND 350: Designed 
in cooperation with one of the nation’s largest 
police departments, the Interceptor combines a 
lap belt with a shoulder harness to provide maxi- 
mum safety without restricting body movement. 
Although specifically for emergency vehicle use, 
the Interceptor is ideal for use by all persons 
desiring extra automotive safety. Model 300 for 
driver side; Model 350 for passenger. 


children the same automotive protection avail- 
able to adults. The Babi-Gard incorporates a 
sliding arrangement so that the youngster may 
either sit or stand on the seat, with virtually no 
risk of being thrown forward on collision impact. 








“We're fresh out of dashboard 
pads. Would you settle for a foot- 
ball helmet?” 





surance policy to the dealer was 
liable on its policy. This higher 
court said: 

“The dealer’s liability policy con- 
tinues in force until the sale is 
consummated by the filing of the 
application for certificate of title 
and the issuing of such certificate 
of title to the purchaser.” 


Can Use Different Name 


ONSIDERABLE discussion has 
arisen from time to time over 





Brings to infants and 





2425 San Fernando Road, Los Angeles 65, Calif. 
2850 Tyler Road, Ypsilanti, Michigan 


Charter Member American Seat Belt Council 
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the legal question: Can a Person 
lawfully use a name, not his own 
in making contracts, signing notes 
chattel mortgages, etc? . 

According to a late higher court 
decision, the answer is in the 
affirmative. 

For illustration, in Fidelity ang 
Deposit Co. v. Herb’s Buick (po, 
104 N.W. (2d) 292, the testimony 
showed facts, as follows: A person 
who represented himself to be Freq 
C, Jarvis purchased from Herb’s 
Buick Co. a used Buick automobile 
for $1,550, plus carrying charges 
making a total of $1,761.60 to be 
paid in 23 installments of $65 each 
and one for $266.60. 

Further testimony showed that 
Jarvis signed a promissory note for 
this amount, and a chattel mort- 
gage to secure it to Herb’s Buick 
Co. Herb’s Buick Co. transferreq 
the chattel mortgage and endorsed 
and delivered the note to Triangle 
Finance Co., which paid Herh’s 
Buick Co, $1,550. 

Jarvis failed to make agreed pay- 
ments in consequence of which Tri- 
angle Finance Co. stood to sustain 
a loss in the amount of $1,550. 

o* ok * 

gd LATER litigation the testi. 

mony showed that actually the 
Buick automobile was not pur- 
chased by Fred Jarvis and the note 
and mortgage were not executed by 
him, but that the purchase was 
made by Fred Clair Clay, who was 
a grandson of Fred Jarvis. 

It is important to note that the 
higher court held the note and 
mortgage signed “Fred C, Jarvis” 
by Fred Olair Clay valid and en- 
forceable. This court said: 

“The signing of the note and 
mortgage was not under the un- 
disputed facts in this case and 
the law, a forgery. Generally de- 
fined, forgery is the false making 
or materially altering, with in- 

tent to defraud, of any writing 
which, if genuine, might appar- 
ently be of legal efficacy, or the 
foundation of a legal liability. In 
the record here there is an ab- 
sence of anything indicating the 
existence of a fraudulent intent.” 
This higher court went on to ex- 
plain that a person, without aban- 
doning his real name, may adopt or 
assuMe any name, wholly or partly 
different from his name, by which 
he may lawfully transact business, 
execute contracts, and carry on his 
business affairs, unless he does so 
with intentions to defraud innocent 


persons. 
7 * * 


3 Specmade Suits Claim 


Infringement of Patent 


LOS ANGELES. — Patent- 
infringement action naming three 
jobbers and three saies representa- 
tives has been brought by Spec- 
made Products, Inc., a subsidiary 
of Gross Mfg. Co., to protect its 
Cap Seal method for repairing 
tubeless tires without removing tire 
or wheel. 

Claiming patent infringement 
and contributing to infringement of 
the patent, three suits seek an in- 
junction against further sales and 
use of the invention, and ask dam- 
ages to be determined by the court 
for all prior sales and use. The ac- 
tions cover both the Cap Seal 
method of tubeless-tire repair and 
the tools employed. 

Named as defendants are a job- 
ber and sales representative in each 
of three localities—Atlanta, Dallas, 
and Los Angeles-Long Beach. 

The Atlanta defendants, accord- 
ing to the announcement, are job- 
ber J. A. Barnett, doing business 
as Barnett Supply Co., and sales 
representative McDonald, McPher- 
son, and Bowling, a partnership of 
J. H. McDonald, A. McPherson, and 
George B. Bowling. 

Those in Dallas named are job- 
ber G. A. Foster, doing business 
as Foster Tire & Supply Co., and 
sales representative Lynn and 
Hemphill, a partnership of Ted E. 
Lynn sr., and William R. Hemp- 
hill. 

In Los Angeles, sales representa- 
tive Walter E. Pollock is named 
in the complaint along with Long 
Beach jobber James R. Ray, doing 
business as Ray Brothers Oil Co. 
and Ray Chemical Co. 


Cook Adds Chrysler Line 


LOGAN, Utah—J. Vernon Cook 
has received a franchise for sales 
and service of the Chrysler-[mpe- 
rial line in Cache Valley His deal- 
ership at 58 W. Fourth North. The 
firm also handles Plymouth. 
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happens 








when 
new tires 


wear out? 


(More than half of all car owners replace them with nylon cord tires) 


Most new car buyers have no choice—the tires 
that come on the car are usually made with rayon 
cord. But it’s a different story when they buy 
replacement tires. Each year more of them prefer 
nylon cord tires, even though, grade for 
grade, it costs them a little more. Why? 
Because they want the extra protection 
nylon cord gives them. 

Nylon is the surest protection against the 
main causes of tire failure—heat build-up 





and impact damage. Lab tests and road tests 
prove that, grade for grade, nylon cord tires hold 
up under conditions that could rupture rayon 
cord tires, sometimes called Tyrex rayon. At 
turnpike speeds, nylon is almost twice as 
strong as rayon cord. 

People buying new cars would probably 
also prefer nylon cord tires if they had 
their choice. Why not make the offer? 
It could help close the sale. 


Chemstrand makes only the yarn; America’s finest tire manufacturers do the rest. 


THE CHEMSTRAND corporATION + GENERAL SALES OFFICES: 350 FIFTH AVENUE, NEW YORK 1, N.Y. © DISTRICT SALES OFFICES: 350 Fifth Avenue, New York 1; 34 Overwood Road, Akron, Ohio; 
129 West Trade Street, Charlotte, N. C. © Canadian Agency: Fawcett & Co., 34 High Park Blvd., Toronto, Canada * PLANTS: CHEMSTRAND® NYLON—Pensacola, Fla.; ACRILAN® ACRYLIC FIBER— Decatur, Ala. 
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Buying Interest Cheers Dealers .. . 


"62 Sales Spurt; Crowds Off 


(Continued from Page 8) 


buying mood. We look for the best 


year in history.” 

Walter Hanrahan, head of Cen- 
tral Missouri Motors (Chrysler- 
Plymouth-Imperial), who is build- 


ing a new building, had “hordes of 


prospects” looking over the new 
models. 

Joe Katz, owner of Elliott Mo- 
tors (Dodge), reported much en- 
thusiasm from the public with 


the new Dodges and a sellout on . 


61s. 

“While we had a good year with 
’61ls, we're looking for even a better 
year with the ’62s,” Katz said. 

Shikles Motor Co. (Pontiac- 
Studebaker), reported the best 
crowds in years and a high inter- 
est in all models. Shikles spokes- 
men also reported that the public 
seemed to be in a buying mood. 

Knipp Motor Co. (Cadillac-Olds- 
mobile), reported the best showing 
in years with two Cadillacs, five 
Oldsmobiles, and five used cars sold 
the first few hours of the first day, 
virtually a record. 

Harold Wallau (Rambler) report- 
ed increased interest in Rambler 
and record sales on announcement 
day. Wallau said he expected Ram- 
bler to spurt to a new higher level 
during the first quarter and hold 
it for the year. 

In Versailles, Mo., the county 
seat of a farming county, Rufus 
Harms, owner of the Versailles 
Motor Co. (Ford), reported rec- 
ord-breaking sales. 

“We had about 350 people a day 
for the two days,” Harms said. 
“This 350 a day produced more 
sales than any 1,000 in past years. 
We're virtually out of cars, our 
used-car stocks are down, and 
we're piling up firm orders against 
our next shipments. 

“Our sales of ’62s have all been 
in the high-priced bracket rather 
than the low-priced Falcon and 
all have been made at a satisfac- 
tory profit. 

“T’ve been in this business since 
1935 as a dealer and I'd say the 
public definitely is not only in a 
buying mood, but they are in a 
pleasant mood. We get no kicks, 
no acid comments, and they’re all 
relaxed and ready to buy. We’re 
certainly expecting one of the big- 
gest years in history.” 

One showroom visitor said, “I 
never thought much about this 
two-car business before, but when 
I’m out working my wife is ground- 
ed. Going to change that. Buying 
her a new medium compact as a 
surprise.” 

Another visitor said: “Prices 
seem much less this year. I don’t 
guess they are less, but used-cars 
are so high compared with new- 
car prices that a person is better 
off buying a new car whenever he 
needs one and letting someone else 
drive out the unused mileage. I’m 
going to trade every two years.” 

Another shopper said, “People 
are pretty prosperous and there’s 
more prosperity ahead. You'll see 
more cash sales of automobiles this 
year than you have in many a year 
because these things go in cycles 
and all signs point to this being a 
year for the public to let go the 
purse strings.” 

x * * 


Charlotte, N. C. 


KIPPING around the South in 

a spot check of reaction to the 
new ’62s reveals a new vein of en- 
thusiasm on the part of both the 
public and the dealers. 

There appeared little doubt that 
this year’s showings, brought out 
crowds that appeared to be in a 
more of a trading frame of mind 
than last year. 

Nearly every dealer contacted 
reported early sales of the new 
models are better than at approxi- 
mately the same time last year. 
Several dealers reported sales 50 
percent better than a year ago. 
These reports came from big towns 
as well as the smaller ones. 

Good Motor Co., Rock Hill, 

S. C., just across the North Caro- 

lina border, for example, reported 

attendance at showrooms better 

than last year and early sales 50 

percent better. 

In Montgomery, Ala., Lincoln- 
Mercury Dealer Tom Barnes said 













last year and added that sales are 
“the best since 1955.” 

Officials at Greensboro Ford, 
Greensboro, N. C., reported attend- 
ance was a “little below last year’ 
but early sales “way above last 
year.” 

Jack Lee, Escambia Motor Co., 
Pensacola, Fla., also reported at- 
tendance at showings “below, but 
we are getting more real pros- 
pects.” Sales, he said, are better by 
50 percent. 

The mammoth newspaper pro- 
motion by Chevrolet to kick off the 
showings produced good results at 
Traders Chevrolet Co., Inc., where 
attendance was ahead of last year. 
Sales were termed “good.” Further, 
officials said, there are indications 
that when all the fanfare blows 
away the sales staff will have a 
good list of prospects to work on. 

Hunter Galloway jr., president, 
Galloway Buick Co., Inc., Greens- 
boro, N. C., said, “Visitors are 
talking trades and they are in 
more of a buying mood.” 

At the Studebaker dealership in 
Greensboro, Berry’s, Inc., more 
people came to the showrooms than 
last year, and early sales were re- 
ported “just a little better.” New 
Studebaker styling has been a big 
hit. 

In Savannah, Ga., Henderson 
Olds reported attendance below 
last year’s but that those attending 
“seem to be more serious.” 

A. K. Dearing, president of Dear- 
ing Chevrolet Co., Savannah, said 
he expects volume to be 10 percent 
greater this year and profits to be 
up 25 percent. 

In Augusta, Ga., Roberts Plym- 
outh-Valiant reported early sales 
up about 50 percent over last year 
and “very good” prospect lists being 
accumulated. 

King-Lane Motors, Inc. (Pon- 
tiac), Greensboro, N. C., said, “We 


B-W Expecting 
Record Orders 


From Car Makers 


DETROIT. — Borg-Warner Corp. 
expects to supply a larger volume 
of automotive components to the 
motor industry in 1962 than in any 
prior year, a company Official said 
here. 

E. S. Russey, president of B-W’s 
Warner Gear Division, said in- 
creased orders for parts now sup- 
plied plus new products to be ap- 
plied to 1962 and 1963 models should 
boost next year’s automotive com- 
ponent sales “substantially higher” 
than 1961 levels, and above 1955, 
the previous high year. 

Russey and other Borg-Warner 
officials were in Detroit to attend 
a preview of American Motor 
Corp.’s 1962 cars. Borg-Warner dis- 
played newly engineered parts in- 
troduced on 1962 Ramblers, includ- 
ing a stick-shift transmission which 
operates without a clutch pedal, 
made at B-W’s Borg & Beck Divi- 
sion, and a compact three-speed 
automatic transmission for smaller 
cars, made at Warner Gear Divi- 
sion. 

Twelve Borg-Warner divisions 
supply the automotive industry 
with transmissions, clutches, torque 
converters, radiators, universal 
joints and propeller shafts, differ- 
entials, carburetors, timing chains, 
seals, polymers for plastic parts, 
and compressors for air condi- 
tioners. 
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are taking more orders and deliver- 
ing more cars from stock than at 
time since 1950.” 

Hutton Scott Co., Charlotte, said 
the new Dodge brought out more 
people than the ’60 models did and 
that sales are running about the 
same. 

A showroom visitor in Char- 
lotte said, “This year it looks like 
the dealers are going to have 

something new to offer. I’ve 
heard other people say the same 
thing in making my rounds.” 
Price reaction has been satisfac- 

tory, said an official of Good Motor, 
and generally this was the reac- 
tion from all dealers checked in 
this area. 

* ok * 

Chicago 
eo showings in Chica- 

go, attended by an eager public 

willing to buy, indicate an excellent 
year ahead. 

James V. Mancuso, Chevrolet 
dealer in suburban Skokie, said 
that while he and his staff were set- 
ting up for announcement day he 
sold 11 new cars. On opening day, 
he sold 14 new cars. 

“This is the first time,” Mancuso 
said, “that we haven’t had any ad- 
verse comments. Everyone liked 
the new car, its cleanliness and its 
overall appearance. 

“I’ve been in this business since 
1934,” Mancuso added, “and I say 
without hesitation that this looks 
like a real good year.” 

He said that the Impala “‘is still 
the Number One car in the Chev- 
rolet line.” 

Mancuso had 12 ’61 cars left, com- 
pared with 60 cars on hand last 
year. “One good day’s sales and 
we'll clean out the lot,” Mancuso 
said. “So, actually, we feel we have 
no carry-over.” 

Charles Jeane, sales manager of 
North Park Sales & Service, Inc. 
(Studebaker), said that on open- 
ing day they sold 25 cars and have 
orders on hand for an equal 
amount. 

“Most of these orders,” Jeane 
said, “are for the Grand Turismo 
Hawk with special equipment, a 
tremendous favorite.” 

Opening day brought in many 
Studebaker - Packard stockholders, 
Jeane said, who received a letter 
from Sherwood Egbert, president, 
asking them to “drive the new 
Lark.” All who did so received a 
gift from South Bend; the demon- 
strating salesman was awarded a 
silver dollar. 

Schumacher Ford, Evanston, sold 
17 new cars on preview day, and 
took orders for 12. 

Stan Johnson, Schumacher 
Sales manager, said “The public 
liked our new product, and we 
are tickled pink. We’ll have no 
trouble selling this line.” 

At Henry Susk Pontiac Co., John 
Wrobel, sales manager, said 19 cars 
were sold on opening day “and we 
could have sold 35 easily.” Requests 
for air-conditioned cars are be- 
coming more frequent, Wrobel said. 

The Grand Prix was judged to be 
the “hottest car” in the Pontiac 
line. 

In the Dodge line, the Polara 500 
is far and away the favorite, ac- 
cording to the dealers. The new 
Chrysler 300, replacing the Wind- 
sor, is getting considerable atten- 
tion. 

New-car buying in the Chicago 
area seems to be leaning heavily 
towards Chevrolet, Ford, Studebak- 
er and Plymouth. Buick, Cadillac 
and Lincoln enthusiasts are show- 


Restyled S & S$ Victoria for 1962— 


Sculptured lines give a dressy appearance to the 1962 version of the S & S Vic- 
toria, which also features a covered padded top. The car is built by Hess & Eisenhardt 


attendance is about the same = as|Co., Cincinnati. 


















‘Antiquer of the Year'— 


The “Antiquer of the Year” award. is 
presented to Mrs. Treadwell Calder, Bir- 
mingham, Mich., by George M. Holley, 
board chairman, Holley Carburetor Co., 
Warren, Mich., and owner of the 1903 
Holley Motorette, which was the first auto- 
mobile ever to be exhibited in the Detroit 
Antiques Show. Mrs. Calder won the “An- 
tiquer” title with a child's tea set of lav- 
ender Staffordshire china in the beehive 
pattern, dating from the 1830s. 


ing more caution before placing 
orders. 
ok 7” 


ok 
Rhode Isla 


7. public is in a buying mood 
this fall in Rhode Island. 

On-the-spot sales during new- 
model showings were being made 
with virtually little effort in most 
cases, although dealers differ on 
the question of price quibbling 
by customers. 

“People seem to be on a buying 
spree,” one dealer said. “They have 
money to spend this year, and 
they’ve made up their minds to buy 
before they come in.” 

General economic conditions in 
the state are better this fall. Rhode 
Island has been on the employment 
upswing since May. 

Joe Scuncio, owner of Scuncio 
Chevrolet, Wakefield, R. IL, and 
president of the Rhode Island Au- 
tomobile Dealers’ Assn., voiced the 
opinion that the war scare has 
caused people to get their money 
into circulation. 

Scuncio reported traffic and sales 
at his showing far exceeded his ex- 
pectations. Scuncio sold an equal 
number of Impala, Chevy II and 


Monza, his three most popular mod- 


els at the showing. 
Scuncio predicts an excellent 


year for 1962, “if the supply keeps 


up with the demand, and if dealers 
remember that they are in busi- 
ness to make a profit.” 

Al Cerrone jr., co-owner of 
Harris Auto Sales (Plymouth), 
Providence, said, “Our Valiants 
are selling like hotcakes, but you 
have to give the public a few dol- 
lars off, or they’ll go somewhere 
else.” 

Cerrone said the new Valiant 
Signet with bucket seats drew a 
tremendous response. From the 
public’s remarks about Plymouth, 
he predicts that the new trimmed- 
down Plymouth will catch on in 
1962. 

“Chevrolet had better watch out,” 
he said. 

Other dealers commented on the 
fact that the public seemed to be 
waiting to buy this year and some 
persons had placed their orders for 
the new models in advance. 

Good reactions were noted for 
Dodge, Buick, Oldsmobile, Cadil- 
lac and Chrysler showings in 
Newport, Pawtucket, Westerly, 
Woonsocket and East Greenwich, 
in addition to the areas specifical- 
ly covered in this report. 

Bucket seats are a very popular 
item in the 1962 compacts. 

Herb Grandchamp, sales man- 
ager of Dario Lincoln-Mercury, 
Providence, said he couldn’t keep 
enough Comets in stock last year, 
“and 1962 promises to be even bet- 
ter.” In addition to immediate sales 
of the new Mercury Comet, he said, 
“we couldn’t keep up with the last- 
minute demand for 1961 models.” 

Al DeChristofaro, general man- 
ager of Fiore Pontiac, Warwick, 
predicted that 1962 will be one of 
“our biggest years.” Fiore’s new 
model showing exhausted the sup- 
ply. 

“We've had to sell from the 
book,” DeChristofaro said. 

Frank Coppola, sales manager of 
Baker Rambler, Warwick, said his 
firm had taken many advance or- 
ders although Rambler did not go 















on display until Friday. He Voiced 
the hope of other dealers that i 
will be a good profit year. 

“With dealers’ prices being held 
down, and customers looking fo, 
good deals, we'll have to be ve 
conscious of the profit picture in 
1962,” he said. 

* * * 

Miami 
aan auto dealers without ex. 
ception were surprised at the 
interest shown in new models 
Some dealers who had been More 


fior less skeptical about prospects 


for a really good year ahead are 
now predicting sales comparable 
with 1955. 

“No one is breaking the doors 
down,” commented Ray Fogarty 
president of Don Allen Chevrolet 
“but we've had an even flow of 
visitors, most of whom seem to be 
in earnest about actual buying. 

“In most previous showings we 
have put on a regular Hollywood 
presentation, with door prizes, re. 
freshments and all the other stunts 
to attract the crowds. Result was 
our showrooms were so crowded it 
was almost impossible to get a 
prospect to sit down and actually 
figure a deal. 

“Of course, we always sold 
some cars, but this time without 
the huge crowds we were able 
to give each visitor more atten- 
tion and either make more spot 
sales or more qualified prospects, 
I’m confident we’ll have a good 
year.” 

While no cars were on display at 
Edelin Buick before presentation 
day, Frank Edelin: had advertised 
orders would be taken for the new 
’62s as early as three weeks ahead 
of time. This offer resulted in a 
backlog of some 75 orders, Edelin 
claimed. 

John Inman, head of Deel Ford 
Motors, said, “Although we will 
not show our new Fairlane until 
Nov. 2, we had a multiplicity of 
new models to show and it seemed 
to us that visitors had waited long 
enough and were now actually in 
the buying mood.” 

Charles Tutan said he was sur- 
prised at the interest shown in the 
new Dodge line, after a so-so year 
and the addition of at least two 
new Dodge factory branch dealer- 
ships in Miami. 

“People have visited us who 
haven’t bought cars in several 
years and they seem impressed 
with the ’62 Dodge,” he said. “Best 
thing about it is these folks are 
apparently not the shopping breed.” 

Robert Blankenship, general 
manager for Sheehan Buick, said 
this was one of the best sales-pres- 
entation periods he’d experienced. 

“Our biggest problem now is to 
get more cars,” said Blankenship. 
“We have only one Special and the 
demand for this compact is ter- 
rific.” 

John Matthews at Austin Ford 
said, “While the over seven mil- 
lion sales predicted for the indus- 
try this year may be a bit on the 
optimistic side, here at Austin 

(Continued on Page 48, Col. 3) 


Philco to Stay 
In Philadelphia, 
Ford Tells City 


PHILADELPHIA.—F ord Motor | 
Co. has no plans to “close down 
Philco Carp. here,” Henry Ford I, 
chairman, said here, but he would 
not make any comments on future 
plans for the appliance and elec: 
tronics firm. 

Ford and Philco announced 0 
Sept. 13 that the latter will become 
a wholly owned Ford subsidiary 
after approval of Philco stockhold- 
ers. Ford said he hopes the merget 
will be completed by late Novem- 
ber or early December. 

Ford met with Mayor Richardson 
Dilworth and a number of other 
Philadelphia business leaders, in 
cluding Harry A. Batten, chairman 
of N. W. Ayer & Son advertising 
agency. 

“We don’t plan any moves at all 
as of now, but we make no guar- 
antees of any kind,” Ford said 
when he was asked about his firms 
plans for Philco. 4 1 

But he did say “we’re not going ~ 





to move out of Philadelphia—no 7 
investments Philco has © 


with the 
here,” 3 

After the meeting with the mayo | 
and business leaders, Ford went t0 | 
the Philco headquarters for a budg: | 
et meeting with company officials. 














-_ 


' & eee 








THERES "SOMETHING EXTFA" 





Highest owner loyalty in the medium-price class 
means more “ready-made” prospects for Oldsmobile 
dealers and salesmen! They also have a selling edge 
with advanced product features...such as 1962 
4-S Hydra-Matic, V-8 engines in every ’62 model, style 
that stays in style! Another “plus” is the fact that Olds 


ABOUT SELLNG THE ec2 CJL TIS Y 


is first with the highest percentage of optional power 
equipment sales of any make of car! And now, Olds 
steps even farther ahead to insure customer satis- 
faction with a new concept of quality and reliability 
that makes every Oldsmobile a car of superiority! In 
every way, Olds for ’62 isa great car to sell! 


THREL SPORTY NEW MOOELS ! 


MAGNIFICENT 





STUNNING 





OLDSMOBILE DIVISION © GENERAL MOTORS CORPORATION - LANSING 21, MICHIGAN 
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Tonneau Cover Hides Rear Seats .. . 


T-Bird Adds Sports Roadster 


What's New: 

Two models added ... new 
grille, side trim and taillights . .. 
swing-aside steering wheel stand- 
ard equipment... improved muf- 
fler ... 30,000-mile fuel filter ... 
6,000-mile oil-change interval ... 
two-year coolant... . improved 
brakes ... quieter ride . . . heater 
standard equipment, 

eo *~ ae 

Ts perennially popular Thun- 

derbird has two new models to 
battle the increased competition it 
will face in the ’62 model year. A 
sports roadster and a Landau unit 
have been added to the line which 
dealers will introduce Thursday 
(Oct. 12). 

In recent seasons, Thunderbird 
has been without a serious chal- 
lenger in the prestige-laden “per- 
sonalized-car” field. This year, 
several makers are promoting 
swank bucket-seat models in an 


effort to steal some of the Bird’s 
thunder. 

The new sports roadster and the 
Landau join the two-door hardtop 
and convertible to give Thunder- 
bird four models for ’62. The road- 
ster has a molded fiberglass ton- 
neau cover with padded head rests, 
which transforms the four-pas- 
senger convertible into a two- 
seater. 

The cover is placed over the rear 
portion of the passenger compart- 
ment. The convertible top can be 
raised or lowered without removing 
the tonneau cover. 

* * * 
EATURES of the roadster in- 
clude a passenger assist bar and 
wire wheels with chrome-plated 
spokes and rims and simulated 
knock-off hubs. 

The new Landau has a vinyl-cov- 
ered roof, which is available in 
black or white. 





Thunderbird styling is virtually 


Probe of Accident Causes 
Wins Safety Award 


CHICAGO.—An exploratory study 
in traffic accident investigation has 
been designated as the nation’s 
most important safety research 
project, the National Safety Council 
announces, 

The program was directed by J. 
Stannard Baker, director of re- 
search and development for the 
Traffic Institute at Northwestern 
University. Baker was named win- 
ner of the 1961 Metropolitan Life 
award for research in accident pre- 
vention. He will receive $1,000 and 
a plaque. 

The award is administered by 
the Council under a grant from 
Metropolitan Life Insurance Co. 
It is designed to encourage re- 
search into the prevention of acci- 
dents. 

Baker’s project was judged to be 
“the most significant contribution 
toward the reduction of accidental 
injuries and deaths” of 54 projects 
submitted for consideration. All 
forms of safety were represented by 
the projects. 

Baker and his research team at- 
tacked the problems of accident in- 
vestigation from several angles. 

A team comprised of an engineer, 
a physician, and a behavioral scien- 
tist (first a psychologist and later a 
sociologist) studied specific acci- 
dents. Arriving at the scene of a 
crash minutes after it occurred, 
the team spent several days on each 
accident, examining the vehicles, 
drivers, and road involved. 

Using the data compiled by this 
team, other researchers analyzed 
the principal published concepts 
of traffic accident causes to de- 
termine what they had in com- 
mon. They compiled an “inven- 
tory of factors suggested as con- 
tributing to accidents” in order 
to develop a classification system 
which could be used as a guide 
to systematic analyses of acci- 
dents. 

Another approach attempted to 
discover why the most critical step 
in identifying the cause of an acci- 


dent often goes wrong. Work meth- 
ods of the investigating team and 
of professional police and insurance 
investigators were studied. 

An experiment was made in 
which people of different technical 
competence, from club women to 
traffic engineers, were given facts 
about a simple-head-on collision 
and asked to determine which car 
was at fault, 

In the accidents investigated, an 
average of seven factors which 
could cause an accident were pres- 
ent. But not always were all of the 
factors present responsible for the 
accident which actually occurred. 


unchanged from ’61. The grille and 
rear-quarter trim have been re- 
vised, and the taillights are new. 
Heater and defroster are stand- 
ard equipment, and so is the 
swing-aside steering wheel, 
which was ordered by 77 pereent 
of ’61 buyers. Automatic trans- 
mission, power steering and 
power brakes also are standard. 

The aluminized muffler hag been 
improved. All critical parts, includ- 
ing resonators, now are made of 
stainless steel. 

The car has a new 30,000-mile 
disposable fuel filter, and the oil- 
change interval has been extended 
to 6,000 miles. 

* * * 
L pwnd DIVISION says its new 
long-life coolant protects the 
engine to 35 degrees below zero 
and needs changing only after two 
years or 30,000 miles. 

The ’62 Thunderbird is quieter. 
Some 45 pounds of sound-deaden- 
ing materials have been added. 

Brakes have been improved. 

Ford says a larger master cylin- 

der reduces pedal effort, yet in- 

creases braking power, and a new 
type of lining recovers faster for 
smooth, sure braking. 

The Thunderbird engine is a 390- 
cubic-inch V-8 that develops 300 
horsepower and has a compression 
ratio of 9.6 to 1. An optional pack- 
age lifts horsepower to 340 and 
hikes compression ration to 10.5 
to 1. 

The ’62 Thunderbird has a 113- 
inch wheelbase and is 205 inches 
overall. Width is 76 inches, and 
height is 53.5 inches. 


Ford Appoints Leas 
CLINTON, Ill.—William W. Leas 
has been appointed the new Ford 
dealer here. He will do business 
as Bill Leas Ford. 


Autos Key to Prosperity, 
Abbott Tells Maine Assn. 


POLAND SPRING, Me. — The 
auto industry provides the founda- 
tion of the nation’s economic pros- 
perity, Thomas Abbott, National 
Automobile Dealers Assn. presi- 
dent, told the 17th annual conven- 
tion of the Maine Auto Dealers 
Assn, 

Borrowing from an old political 
saw about Maine, Abbott said 
“as the auto industry goes, so 
goes the nation.” 

At a business meeting, the Maine 
dealers elected John E. Barrett, 
Biddeford, president for the com- 
ing year. He succeeds Roger L. 
Williams jr., Auburn. 

Abbott pointed out that last year 
$180 million passed through Maine 


dealers’ hands, and said they con-! 


tributed to the state’s economy a 
payroll of $15 million. 

The NADA president said the or- 
ganization has an obligation to 
speak out on national legislation, 
and referred to its successful fight 
to retain the overtime-pay exemp- 
tion in the minimum wage law. 
NADA’s position was in the public 





Dodge Dealers View New Models— 
Over 600 Dodge dealers from five states viewed the 1962 Dodge cars and trucks 


as presented in Denver by Gordon Muske, 


Kansas City regional manager. Among the 


Dodge dealers at the preview were, from left, Earl Dunham and Ken Freeburg, Denver; 


Brent Gould, Liberal, Kans., and Bill Goodro, 


Denver. 


interest and economically sound, he 
said. 

The financial-disclosure bill, 
which NADA opposes, sounds 
good in theory, but it won’t work, 
he said. NADA is not protecting 
chicanery and unethical dealers, 
but believes in sound financing 
and retention of financial re- 
serves, he added. 

Abbott said auto dealers have an 
obligation to make a profit, and 
owe it to themselves, their families, 
employes, communities, factories 
and customers. Dealers also are 
obligated to build strong associa- 
tions, and he urged bringing in the 
“freeloaders” who reap the ad- 
vantages of an association without 
joining. 

The dealers also heard a resume 
of legislation supported by the as- 
sociation in the 1961 Legislature. 

One of the approved proposals 
moved supervision of the inspec- 
tion of vehicles from the Motor 
Vehicle Department to the State 
Police, and boosted the fee from 50 
cents to $1. It had been 50 cents 
since the program’s inception in 
1937, said William V. Hood, MADA 
executive vice-president. 

Another bill extended from 10 to 
20 days the number of days that 
military personnel can use tempo- 
rary license plates. 

Hood also said it was decided 
to conduct a poll of members on 
their views about the Guaranteed 
Warranty program for used cars. 

Also elected to office were Nor- 

man G. Woodbury, Winslow, first 
vice-president; S. Kirby Hight, 
Skowhegan, second vice-president, 
and Hazen W. Jewett, Lewiston, 
treasurer. Hood was renamed ex- 
ecutive vice-president and _ secre- 
tary. 

Six new directors were named: 
William Cummings jr. Auburn; 
George Bell, Norway; C. A. Paul, 
Belfast; Eric Love jr., Dover-Fox- 
croft, and Sterling Shaw, Caribou. 

The dealers also heard talks by 
Warren A. King, automotive ad- 
vertising manager, Life magazine, 
and Thomas O. McLaughlin, dean 
of General Motors’ Postgraduate 
School of Modern Merchandising 
and Management. 








Thunderbird Sports Roadster— 


A tonneau cover that fits over the rear portion of the passenger compartment trans. 
forms the ‘62 Thunderbird convertible into a two-seat roadster. The convertible top 
can be raised or lowered without removing the tonneau cover, The roadster also has 
wire wheels. Another new model, the Landau, has a vinyl-covered roof, which js 


available in black or white. 


Used-Car Notes 





FORT WORTH.—Col. Luke Bol- 
ton, 700 University Drive, special- 
izes in the retailing of used 
Thunderbirds. 

“Because they turn over more 
quickly, at least a third of my in- 
ventory is in Thunderbirds and if 
I could get them, it would be 
higher,” he said. 

He hag the reputation of having 
more Thunderbirds for sale than 
any other used-car dealer in Tar- 
rant and Dallas Counties, an area 
with over two million residents. 

Asked where he obtained the 
many T-Birds in his inventory, 
Bolton said he did not propose to 
discuss that detail. He did note 
that contacts with dealers, display 
ads and visits to auctions weren’t 
sufficient to meet his requirements. 
Because a T-Bird can command a 
better price at a private sale, rare- 
ly is one put on the auction block, 
he said. 

Light colors are best sellers with 
not too much activity in convert- 
ibles, said Bolton. Regardless of 
the year manufactured, the selling 
price igs determined by its condi- 
tion, he said. Most T-Birds he re- 
ceives are cream puffs and ready 
for display with little work. 

For 16 years Bolton was affiliated 
with Hull-Dobbs in Louisville. He 
had a Mercury dealership there for 
four years prior to coming to Fort 
Worth. 

* * * 


Badger State Assn. Elects 


Kaufman as President 


MILWAUKEE. — Paul J. Kauf- 
man has been elected president of 
the Badger State Automobile Deal- 
ers’ Assn., an organization of inde- 
pendents. 

Other officers include: Benjamin 
P. Galin, executive vice-president 
and general counsel; Ernie Siefert, 
first vice-president; Ray Winkel- 
man, second vice-president; Robert 
Tolkan, third vice-president; Hy- 
man Hirschman, secretary, and 
Chester Shevey, treasurer. 

- « & 


Andersons Buy Ward Motor 

PORTLAND, Ore. — William M. 
Anderson, veteran auto dealer, and 
his son William M. Anderson jr., 
have opened Anderson Motor Co., a 
used-car dealership. They purchas- 
ed Bud Ward Motor Co., 1100 N. E. 
Union Ave. i 

x * 


Terry Folds U. C. Firm 
FLINT.—Glen Terry has closed 


prior to that was a Studebaker 
dealer. 


* * * 


Shikora Opens Variety Motors 


MILWAUKEE. — Louis Shikora, 
associated with Northern Motors 
for 20 years, has opened his own 
used-car firm, Variety Motors, at 
8427 W. Appleton Ave. 

* * * 


Hester Moves in Tupelo 


TUPELO, Miss.— Dan Hester 
Motor-Co., one of Tupelo’s oldest 
used car dealers, has opened for 
business in its new location on 
Highway 78 East. 

* 


City Ordinance 
Would Regulate 
Used-Car Dealers 


LOVES PARK, Ill.—Used-car 
dealers would have their sales rec- 
ords inspected by police once a 
month and would be required to 
operate a repair shop under a city 
ordinance introduced here. 

A dealer’s license could be re- 
voked if a repair shop is not pro- 
vided, the ordinance states. 

Other provisions of the ordinance 
state that automobiles may not be 
sold to a minor unless consent is 
given by a parent or guardian, that 
the mayor will grant licenses with 
the approval of the city council, 
and that licenses for each location 
in the city must be renewed by 
Oct. 1 of each year. 

The ordinance also provides for 
a $1,000 bond to be posted with the 
city to insure compliance with the 
law, and for fines ranging from 
$50 to $200 if stolen parts or cars 
are sold, 

A license can be revoked if a 
dealer is convicted of a felony, ob- 
tains a license through fraud, fails 
to keep a state license, or fails to 
maintain records of sales, accord- 
ing to the ordinance. 


Glen Terry Motor Sales, his used- | #4 


car firm at 2000 Davison Rd. and 
consolidated its operations with 
Glen Terry Ford Sales in Davison. 
Earlier this year Terry took over 
the Ford franchise formerly held 
by Jack Campbell, Inc. 

* * * 


Tri-City Olds Buys Lot 


LOUISVILLE.—Tri-City Oldsmo- 
bile Co. has purchased the used- 
car lot at 108 W. Broadway which 
had been operated for more than 
30 years by Breaux Ballard Co. 

* * * 


Rigel, Cummings Opens Lot 

LIMA, O.—Ted Rigel and Harold 
R. Cummings have opened Down- 
town Motor Sales, used-car opera- 
tion, at North and Elizabeth Sts. 
Rigel had been general sales man- 
ager at Timmerman Ford, and 





Homemade Display Selis— 


Service customers can't help but seé 
this display of accessories at Sterling 
Terminal, Renault distributor and service 
center in Houston. Service Manager Bruce 
Yates reports that sales of door handles, 
rain shades, key rings, polish and bat 
teries have increased considerably since 
he put the display out in front of the 
parts department, at a spot where cus 
tomers often stand and talk. The display 
rack is made from an old baitery rack, 
and painted a bright red. 
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It Pays in Time, Money Finding Replacements . . . 
a ee 


Keep Key Employes Contented 


only after many requests. Many 
times we have heard the respect for 
an employer in a worker’s voice as 
he said: “Yes, I got another salary 


By Ernest W. Fair 

Staff Correspondent 
“fy HAD the shock of my life last 
I week,” an auto dealer said, 
“when my assistant told me he was 
Jeaving, and I tried to find some- 
one with his abilities to take his 
place.” 

After trial of several people, he 
finally had to raise the assistant’s 
salary by $50 a month and offer 
him a bonus plan based on the 
firm’s profits. It kept the assist- 
ant but it added overhead costs 
that could have been avoided had 
he planned ahead for such an 
occurrence. 

A man who is content will have 
little desire to change his job. 
We've checked quite a few situa- 
tions of this nature for what em- 
ployers have done to keep key em- 
ployes satisfied. In paragraphs to 
follow are steps taken most often. 

Assure good living standards, 
Nothing will start an intelligent 
and versatile young man looking 
for another job quicker than living 
standards inferior to others of his 
community. Compensations of 
white collar jobs sometimes satisfy 
slight differences but not major 
ones. 

Any dealer is dollars ahead pay- 
ing the best possible wages his 
firm can afford. The extra cost is 
made up in other things he may 
have to do to find a suitable re- 
placement. Sometimes this calls for 
aid of another sort in finding bet- 
ter housing for the employe and 
his family, helping them make con- 
tacts that will bring them better 
friends and better living conditions, 
etc., as well as a fatter paycheck. 
What money obtains in living 
standards in the community is 
often more important than the 
money itself. 

* *” * 

IVE the job variety. Far too 

many key employes spend all of 

their time at boresome tasks. Plan- 
ning the work to be done so that 
no one man has to carry continu- 
ous monotony every day of the year 
will help to prevent this from hap- 
pening. 

Show him a future. A good man 
has ambition; an individual with- 
out it is seldom of value to his 
employer. If the assistant can see 
nothing in his distant future ex- 
cept doing the same job he can 
hardly be blamed for becoming 
dissatisfied. 

Every dealer will find it to his 
advantage to show his people the 
possibilities of their work—industry 
trends that appear in the offing, 
how big things are before them if 
they have the ability to grasp them. 
We talk of such things at our con- 
ventions. We read about them in 
our business magazines. Yet how 
often do we bother to tell the peo- 
ple on our staff what we have 
learned? 

Make his present job pleasant. 
Too often we are inclined to ignore 
those on our staff or how they may 
feel toward their jobs. The position 
of everyone on the staff needs reg- 
ular examination. 

Some little thing which can. be 
easily corrected will often be shown 
up by such inspection; the very 
something that, allowed to go un- 
corrected, will assume massive sta- 
tus in the mind of that key em- 
Ploye. Sometimes it even pays to 
have an outside friend come in and 





Boom in Trucks 
Seen for West 


DENVER. — Commercial motor 
vehicle registrations during the 
next 25 years will continue their 
upward spiral to top even the 
West’s phenomenal] population 
gtowth, according to Fred J. Siev- 
ers, Managing director of the Colo- 
rado Motor Carriers Assn. 

Sievers predicts truck and bus 
registrations will have increased by 
147 percent by 1976, exceeding the 
expected 105 percent hike in pas- 
Senger and automobiles and an 87 
Percent population growth for the 
11 western states. 

With only 15 percent of the 
United States population now, 
Sievers said, the West requires 40 
Percent of all diesel-powered trucks 
and 50 percent of all fixed-axle 
combinations. 
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give the whole place a thorough 
analysis. 

No matter how sincere we may 
be in searching for unpleasan- 
tries, we cannot help but over- 
look some. When we have a 
pleasant atmosphere in which to 
work, when the boss is a “nice 
guy,” and when our physical 
working conditions are pleasant, 
any one of us is much less apt to 
start thinking about greener 
pastures. 

When did he have a salary in- 
crease last? It’s hard to convince a 
key individual that there is a fu- 

ture for him in a place where he 
has little demonstration of its pos- 
sibilities in the past. The man who 
has worked for a long time and re- 
ceived no pay raise, or very little, 
cannot be blamed for taking a dim 
view of the desirability of his posi- 
tion. 

Where pay raises come without 
asking for them (even though they 
may be small) an individual has 
much more interest in his position 
and more faith in its future than 
where all are grudgingly given and 


You can buy copies of Holley’s 


raise last week ... and you know 
something? I didn’t have to ask 
for it.” 

Help him acquire preferred sta- 
tus. One of the biggest attractions 
to any key spot in a firm, no matter 
how small, is the preferred status 
the job gives the individual, How 
much this means to him can seldom 
be appreciated unless studied close- 
ly. 

Preferred status of a key employe 
should be emphasized, and he 
should be introduced and given rec- 
ognition of his post among other 
men, rather than being nothing 
more than an average worker. Such 
recognition makes a great deal of 
difference to the individual con- 
cerned. 


* * * 


Bee personal attachment. It’s 
a natural human trait to stay 
where we feel we are needed and 
where we make persona] attach- 
ments. It’s just as natural for us 


Ventilated Points and 94 
other Holley Carburetion 


and Ignition items... 


... but when you insist 


on Holley, you’re sure of 





“Did he okay the deal?” 





to want to escape when it’s obvious 
no one cares whether or not we 
stay. 

All of us have to feel important 
in one measure or another, We 
derive great personal satisfaction 
from a feeling of importance at 
the place where we work, We 
hesitate to change such a setup 
for a doubtful one. We readily 
overlook other unpleasant aspects 
of a position when this one is 
present in great quantity. 


27 


an expression of appreciation for 
even the tiniest extra contribution 
beyond routine duty, a moment 
spent in exchanging small talk and 
asking opinions from staff mem- 
bers, are little steps that show we 
value them at a level beyond mere 
“tools” with which we make money. 

The practice of these measures is 
assurance that we are making the 
position of key employes more in- 
teresting and attractive. Others also 
should be included in daily prac- 
tice. These are the basic essentials 
that have been proven important 
for a long time in the past and will 
be equally important in the future. 





American Metal Products 


Acquires 21 Pct. of Briggs 


DETROIT. American Metal 
Products Co. has acquired a 21 
percent interest in Briggs Mfg. Co. 
and placed four of its directors on 
the Briggs board of seven. 

At the same time, AMP sold its 
assets in its wholly owned subsid- 
iary, Alliance Ware, Inc., to Crane 
Co. for an undisclosed amount of 
cash plus 231,674 shares of Briggs 
stock which had been held by 
Crane. Briggs manufactures bath- 
room and kitchen fixtures and does 
cold forming, precision stamping 
and porcelain enameling for indus- 


A little flattery here and there,! try. 





Original Equipment Quality! 
Let’s face it . . . anything that is good is bound to be copied. Take Holley 
Ventilated Contact Sets, for example. When Holley engineers developed 
and perfected the ventilated principle, it was natural that others would 
duplicate this important contribution to ignition efficiency. Yes, you can 
buy copies of Holley Contact Sets and many other carburetion and ignition 
products, but it makes sense to replace with Holley components that are 
built to original equipment quality specifications, and are as much originals 
as the parts they replace. That way you’re sure of customer satisfaction. 


RT-46 


Original Equipment 
Manufacturers of 
Carburetion and Ignition 
Products for Over 55 Years 





11955 E. Nine Mile Road 
Warren, Michigan 





@®Registered Trademark 
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Dip in Buying Power 
Rolls Through Rockies 


By L. H. Houck 
Staff Correspondent 
BOZEMAN, Mont.—This market 
survey which starts on the out- 
skirts of Denver and moves in 
Wyoming and Montana presents a 
problem facing many auto dealers 
—reduction in the buying power of 
customers. 
The tendency to close deals on 





causes and effects, call in the col- 
lateral, especially on recourse deal- 
ers. There are few industrial pay- 
rolls to fill in the gaps. 

Some dealers are complaining 
that finance companies are not 
making thorough credit checks 
when the paper is recourse, are 
making perfunctory checks and 
giving the deal the finance okay 










some of their own paper on the best | eee 
deals and reaping this extra profit 
since this is the paper the banks 
and finance companies are most 
anxious to get. However, the danger 
here lies in the fact that the bank 
or finance company may decline 
other contracts which are rated 
under the No. 1 credit risk, when 
they don’t get all the cream. 

Dealers blame the finance-reserve 
phase of auto selling for much of 
the under cutting and cross selling 
reporting competitive dealers cut 
down to the finance reserve in order 
to make the sale. 

So much for the bad news. There 
is a lot of good news in the area. 
Most inventories are below normal, 














Lewis Brothers Complete Expansion— 


Tulsa White Truck Co., operated by brothers Earl H. and John C. Lewis, has openeg — 
its new headquarters in the busy truck traffic section of Tulsa. Located on a foy. | 
acre tract of land, the building has 25,000 square feet of floor space devoted jo 
service, parts inventory and offices. Cost of the building, equipped with the latest 
specialized service tools, exceeded $275,000. 





slim downpayments and weak 
credit ratings six months to a 
year ago is producing a flood of 
repossessions, skips and other 
credit difficulties in northern 
Colorado and southern Wyoming. 


A neighborhood newspaper for a 


Denver suburb published 20 trustee 
sale legals, representing home fore- 
closures, in one issue, more than 
anyone has seen since the unlam- 
ented depression of the ’30s. 

At Rawlings, Wyo., a dealer re- 
ported his repossessions doubled in 
recent months with his finance 
company delivering repossessed 
cars to him with one and two pay- 
ments past due, and picking up the 
recourse check at the same time. 
He said he got a sour credit report 
on one customer after the car had 
been delivered and, unable to locate 
the buyer, had to consider it a 
“skip.” 

Lander, Wyo., booming because of 
a United States Steel iron-mining 
venture and a new mine railroad, 
has not had much increase in nor- 
mal sales of new and used cars. 

Other bad news is that the 

sheep production in Wyoming and 
other parts of the area where the 
sheep industry predominates has 
not been much of a profit maker. 
Cattle crops have done very well. 
The herds of all are being pared 
down for the winter and employ- 
ment in these industries will be at 
a low ebb for several months. 

Part of the trouble for auto deal- 
ers stems from the fact that there 
is little diversification in the area 
surveyed and that, when bad times 
strike, finance companies and even 
banks more familiar with the 


MEMA Members 
Set Record 


NEW YORK.—With the addition 
of 53 more manufacturer-listings in 
the first nine months of this year, 
the 1961-1962 Motor & Equipment 
Manufacturers Assn. brochure not 
only features many new commit- 
tees and their objectives, but also 
an alltime high membership of over 
500. 

The 47-page yearbook and mem- 
bership directory traces the growth 
and progress of the association 
since its inception in 1904, when 37 
manufacturers met in Newark, 
N. J., to sign the original charter. 

MEMA continues to adhere to 
its primary policy of quietly and 
efficiently meeting the needs of 
its membership through keeping 
abreast of the ever-changing con- 
ditions in the automotive after- 
market, says President F. L. Bredi- 
mus. 







* 
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Steel's Outdoor Appeal— 




















STRONG ON STEEL 
ALL THE 62 CARS 


because the dealer can pony up the 
amount due when the cream sours. 

On prime contracts, both banks 
ano finance companies are anxious 
to get the loans but delays and 
hesitation characterize border-line 
contracts, resulting in either the 
dealer taking a chance by deliver- 
ing the car before the credit check 
is completed to keep a waiting cus- 
tomer from backing out, or losing 
the deal because it takes another 
day or two to complete credit de- 
tails. 

Such things are some of the. 
problems of dealers who deal 
through the offices of finance 
companies miles away. For ex- 
ample, General Motors Accept- 
ance Corp. deals in Rawlings and 
Lander have to clear through 
Cheyenne. 

Some dealers have been handling 


Rambler Kickoff . . . 


By Martin L. Whitmyer 

Staff Writer 
American Motors of Canada Ltd., 
will be a joint sponsor of the “NFL 
Game of the Week” to be televised 
this fall over the coast-to-coast 
Canadian Broadcasting Corp. net- 
work. 

It marks the first time the com- 
pany has sponsored a network 
television show. Rambler will spon- 
sor half of each weekly National 
Football League game to be tele- 
cast across Canada. 
* * 


Television Digest Resumed 

Publication of Television Digest, 
the weekly industry newsletter, 
and its associated annual directory, 
Television Factbook, was resumed 
last week immediately following its 
discontinuance by Triangle Publi- 
cations, Inc. 

Albert Warren, former chief of 
the Washington bureau, has as- 
sumed control of the publications 
as editor and publisher. Publica- 
tion headquarters have been moved 
from Radnor, Pa. to Washington. 

* * of 


* 


LaRue, Cleveland-Feeley 


A branch office affiliation be- 
tween LaRue, Cleveland, Inc., De- 
troit, and Feeley Advertising 
Agency, New York, has been an- 
nounced by Robert F. LaRue and 
John J. Feeley, presidents of the 
two agencies. 

Combined billings of the two 
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SEF YOUR LOCAL DEALER NOW 


Auto Advertising 


















United States Steel Corp., through Batten, Barton, Durstine & Osborn, Inc., Pitts- 
burgh, will cover the top 25 automobile retail markets this fall in an outdoor poster 
program promoting the use of steel in automobiles. Aimed at both manufacturer and 
motorist, the campaign stresses steel's safety and durability. The automotive campaign 
will be extensively merchandised by miniature posters sent to automobile manufac- 
turers, parts suppliers and automobile dealers in each posting area. 





nearly all of the 61s are now under 
contract and almost all dealers find 
themselves in the best condition in 
years to sell the 62s. However, most 
are resolved not to make mistakes 
of other years, 

Factories are going to find deal- 
ers pretty well united against big 
inventories and 60-day supplies of 
new units. Most dealers are going 
to work out deals more carefully, 
make a legitimate profit and cut 
down on future repos at the 
source by getting credit facts be- 
fore delivery. 

Best news of all is that all deal- 
ers are agreed on the importance of 
maintaining a good service depart- 
ment. Only a few years ago, some 
dealers thought the best solution to 
their problems was to pitch the 
service department out the window. 









agencies will exceed $3,500,000 in 
1961. 

Under the terms of the agree- 
ment the creative, research, sales 
training and public relations facil- 
ities of each agency will be avail- 
able to the other. 

According to the agency execu- 
tives, the current affiliation is the 
first of several planned by the two 
companies. Additional agencies in 
major cities in the United States 
and abroad are now under consid- 
eration. 

* * 
Circulation Analysis Available 


The 32nd annual circulation 
analysis folder is now available 
from the State Farm Paper Adver- 
tising Bureau, 20 N. Wacker Dr., 
Chicago 6, IIl. 

The folder gives the circulation 
of 41 farm papers by states and 
regions, and advertising line rates 
for national, regional, and state 
farm papers, as well as simplified 
mechanical specifications for the 
state paper group. 

* * 


Personnel Changes .. . 

Stanley T. Richards from New 
York office of General Motors pub- 
lic relations staff to public rela- 
tions director of AC Spark Plug 
Division at Flint, replacing Robert 
S. Johanson, who resigned to be- 
come director of public relations at 
Marquette University. 

George P. McCallum jr. from 
manager of the Ann Arbor (Mich.) 
News to executive vice-president 
and general manager of Booth 
Newspapers, Inc... . Gordon Craig, 
secretary and assistant treasurer 
of the Michigan eight-newspaper 
chain, to vice-president . .. Two 
promotions at Houston Chronicle: 
J. A. Johnston to manager of the 
retail advertising department, re- 
placing William L. Snell jr., who 
has been promoted to assistant to 
the advertising director. 


J. Robert York from account ex- 
ecutive to MacFarland Aveyard & 
Co. to Chicago sales staff of the 
Bureau of Advertising of the Amer- 
ican Newspaper Publishers Assn. 
. .. Three appointments at Frue- 
hauf Trailer Co, Detroit: Jack 
Strait from manager of printed 
media advertising at Ford Motor 
Co. to director of advertising at 
Fruehauf; Walter Kavanaugh from 
product sales manager—containers 
to assistant to the marketing vice- 
president, and Fred Rector, from 
manager of Fruehauf’s market re- 
search department to director of 
marketing research. 


* 


* 
























E. Johnson, who was promoted re- 
cently to assistant sales manager 
in the division’s Atlanta district 
sales office. 

Wood joined Ford in Charlotte, 
N. C., in 1954 as a service represen- 
tative. Later, he served in the 
Philadelphia district office as a re- 
gional car training manager. 

* * * 


Chevrolet 


Walter E. Baker, city manager 
for Chevrolet in Chicago, has been 
named new Green Bay (Wis.) zone 
manager. Baker succeeds Robert F. 
Palmer, who has been moved to the 
post of Seattle zone manager. 

Except for military leave between 
1941-46, Baker has been with Chev- 
rolet since 1939. He began as a 
district manager in Davenport, Ia., 
and directed parts and accessory 
wholesale operations in Janesville 
and Minneapolis before becoming 
assistant Janesville zone manager 
in 1950. He had been Chicago city 
manager since 1957. 

ok * OK 
Dodge 

Appointment of W. H. Love as 
Dodge national field service man- 
ager has been announced by Rob- 
ert H. Kline, serv- 
ice director. 

Love, former 
Cincinnati re- 
gional service 
manager, as- 
sumes the posi- 
tion vacated by 
Kline upon his 
appointment as 
service director, 

Love entered 
the automotive 
field as a special 
service representative for Dodge at 
Memphis in 1952. In 1955, he was 
named Memphis regional service 
manager and two years later was 
appointed to the same post in the 
Cincinnati region. 

* * * 


Studebaker-Packard 


William H. Kough has been ap- 
pointed sales manager of Stude- 
baker-Packard Corp.’s Los Angeles 
marketing zone. He will supervise 
and develop sales and assist deal- 
ers in Southern California, Ari- 
zona, New Mexico and part of Ne- 
vada. 

Prior to joining Studebaker, 
Kough was area sales manager for 
Chrysler Corp. Before that he was 
New York City sales manager for 
Nash Motors Corp., and general 


manager of a retail dealership. 
* * * 


Mack Trucks 


Appointment of S. W. Irwin, top 
national sales champion for Mack 
Trucks in 1960, as manager of the 
Mack branch at Omaha is an- 
nounced by A. G. Crockett, sales 
vice-president. 

Irwin succeeds Mr. E. C. Sterling, 
who has been named manager of 
the Mack branch at Los Angeles. 
The latter has been head of the 
Omaha branch since March, 1960. 

Irwin has been a salesman with 
Mack at Omaha for the past two 
years. Prior to joining the Mack 
organization, Irwin spent 33 years 
in various sales capacities in the 
trucking industry. 

C. E. Cole, manager of the Los 
Angeles branch of Mack Trucks, 
Inc., has been named executive 
representative-fleet sales for the 
11 western states. 

E. C. Sterling has been appointed 





W. H. Love 





Los Angeles branch manager, suc- 
ceeding Cole. Sterling formerly was 
manager of Mack’s Omaha branch, 
* ok * 
Willys 

Appointment of Frank J. Bros. 
nan as general sales manager of 
Willys of Canada, Ltd., ig an- 
nounced by Guy Campbell, vice. 
president and 
general manager, 

For the past 
several months 
Brosnan has been 
executive assist- 
ant to the sales 
vice - president of 
Willys Motors, 
Inc., in Toledo, 
Previously he had 
represented Wil- 
em lys in Detroit as 
Frank J. Brosnan central regional 
manager since 1953. 

He joined the Kaiser automotive 
interests in 1946 after a number of 
years with Chrysler Corp, 

* * ok 


Dodge Truck 

Appointment of Jack Freeman 
as director of profit planning for 
Dodge truck operations has been 
announced. 

Prior to his appointment, Free- 
man was comptroller of Chrysler 
Corp.’s Highland Park manufactur- 
ing plant, a post he had held since 
August, 1960. 


VW Appoints 
16th Distributor 
For Pa., Del. 


KING OF PRUSSIA, Pa.—Volks- 
wagen of America announces ap- 
pointment of Auto Associates, Inc. 
Gulph and Brooks Rds., King of 
Prussia, as authorized distributor 
of Volkswagen and Karmann Ghia 
vehicles for Pennsylvania and Del- 
aware, 

As the 16th United States distri- 
butor for VW, Auto Associates, 
Inc., will have direct responsibility 
for all Volkswagen and Karmann 
Ghia sales in these two states. For- 
merly, Pennsylvania and Delaware 
were covered by World Wide Auto- 
mobile Corp., Long Island City, N. Y. 

Auto Associates, Inc., will service 
23 Volkswagen dealers in Pennsyl- 
vania and Delaware. These dealers 
are: 

Automotive Importers, Ine, 
Farnhurst, Del.; Wilson Auto Im- 
ports, Easton, Pa.; Chris Motors 
Corp., Johnstown, Pa.; Y. B. H. 
Sales & Service, Inc., Edgemont, 
Pa.; H. A. Boyd, Lebanon, Pa.; 
Red Lion Garages, Inc., Norris- 
town, Pa.; Moore Motors, Inc., Phil- 
adelphia; Continental Cars, Inc. 
Pittsburgh; Nick Ciliberti Motors, 
Reading, Pa.; European Automo- 
tive Harrisburg, Inc., Camp Hill, 
Pa.; Holbert’s Garages, Inc., War- 
rington, Pa.; Billco, Wexford, Pa. 

WYNO Sales Co., Williamsport, 
Pa.; Bob Bailey Motors, Inc., Mead- 
ville, Pa.; Kelly Motor Co., Scran- 
ton, Pa.; Herring Motors, Union- 
town, Pa.; Compact Cars, Inc., Lan- 
caster, Pa.; M. W. Motor Sales, 
Pittsburgh; Chelsted Motors, Inc, 
Greensburg, Pa.; Scott Stewart, 
Inc., Erie, Pa., and Fox Motors, 
Hazleton, Pa. 








At the Factories... | y 
Late Personnel News 
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ARE Yh GETTING READY 
ne 
FOR WINTER TOO? 





Last winter’s unprecedented demand for BLUE CORAL inspired 
this ad. May we suggest that you lay in a good supply of BLUE 
CORAL now for the winter months ahead? By doing so now 
you will be assured of a busy, successful service department. 
Now is the ideal time to remind your customers of BLUE 
CORAL’S incomparable all weather protection for fine car fin- 
ishes. Tell them of BLUE CORAL’S overwhelming acceptance by 
the world’s leading manufacturers of fine cars. . . . With just one 
BLUE CORAL TREATMENT they will agree that BLUE CORAL is the 
peer of all paint preservatives! Your customers will show their appre- ast # 
ciati i isi i ! 

on by making many return visits to your service department he fwisting deal 
Now is the time to look ahead, to plan ahead! The creators of 
BLUE CORAL are ready to deliver your WINTER SUPPLY of 
BLUE CORAL..... NOW! 
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Gerald T. Gallagher, 35, has been 
appointed director of industrial re- 
lations for the Automotive Division, 
Studebaker-Packard Corp. 

Gallagher, who joined S-P in 
1955 as a leader in trainee develop- 
1 ment, had been manager of labor 
relations since 1957. He is a mem- 
"4 ber of the Advisory Board of Mod- 

¥ ern Management ‘Films, a division 
4 of the Bureau of Nationa] Affairs, 
Washington. . 
* * * 


Ford Reassigns Taylor 
Robert A. Taylor is the new 
Seattle district sales manager for 
Ford Division. He succeeds Clement 
“13. Powell, who has just retired. 
* * * 





Reynolds, Keehan Given 
New IH Field Posts 


International Harvester Co. has 
announced two appointments in the 
International truck parts and serv- 
ice field sales organization. 

G. W. Reynolds has been named 
Eastern region supervisor of Inter- 


Volkswagen Merchandising— 


The phrase Merchandise Your Advertising is taken literally in the showroom of 
Volkswagen dealer, Johnson-Pacific, Oakland, Calif. Each month, as the new outdoor 
advertising design is posted for the Northern California distributor, Reynold C. John- 
son Co., Johnson-Pacific hangs a full-size, muslin-mounted outdoor poster from the 
roof of the showroom. As new designs are hung, old designs are then used in the 
used-car and service departments. The above designs was judged as the best outdoor 
poster of 1960 at the Chicago Art Directors Show. 





Now’s the time to clean up engines 


and profits—with Quaker State SDA 


Auto Personnel 








ning 


returning to Akron last 


manager of field sales. 
* * * 


year ag 


Pontiac Names Powell 


Duane E, Powell has bee: nameg 
business Management Manager for 


the Portland zone office of Pontiag. 


national parts and service sales. on 


W. E. Keehan has been named su- 
pervisor of parts and service sales 
for the Southern and Southeast 
regions, replacing Reynolds. 

ok * cd 


Goodrich Names Campbell 
To Manage Dealer Sales 


William H. Campbell, manager of 
field sales for B. F. Goodrich Tire 
Co., has been appointed general 
manager of deal- 
er sales. He will 
be in charge of 
merchandis- 
ing tires, bat- 
teries and acces- 
sories through 
authorized deal- 
ers. 

Campbell join- 
ed B. F. Goodrich 
as a general line 

— salesman in Phil- 
W. H. Campbell adelphia in 1937. 
He was manager of the company’s 
Southern region, in Atlanta before 


Jensen Elected Vice-Presideny 
Of CIT Financial 


Charles S. Jensen has been elect- 
ed a vice-president of C.I.T. Finan- 
cial Corp., New York, according to 
L. Walter Lundell, president. 

Jensen, formerly president of 
C.I.T.’s Canadian subsidiary, (Cg. 
nadian Acceptance Corp., Ltd., wil] 
assist Lundell in the planning anq 
coordination of the parent firm’s 
diversified activities. He will make 
his headquarters in the New York 
office. 



















* * * 
Dow Appoints Manager 


For Automatic Chemicals 


Myron A. Frank has been named 
automotive chemicals product 
manager by Dow Chemical Co., 
Midland, Mich., succeeding John P, 
Strouss, recently named chemicals 
district sales manager in Dow’s 
New York office. 

Frank will be responsible for 
directing sales activities on anti- 
freeze and full-fill coolants for fac- 
tory fill and private label, brake 
fluids, and Ambitrol industrial en- 
gine coolant. 





* * * 


Ford of Canada Appoints 


Manufacturing Vice-President 


A, C. Moore has been elected 
manufacturing vice-president of 
Ford Motor Co. of Canada, Ltd, 
succeeding R. S. Bridge, who re- 
tired. 

Since October, 1959, Moore has 
been general manufacturing man- 
ager of Ford of Canada. Prior to 
coming to Ford, he was general 
manager of Ford’s Aircraft Engine 
Division, Chicago. From 1949 to 
1951, he was manufacturing direc- 
tor of Ford International Division, 
Dearborn. 


* * * 
Walker Promotes McKee 


To Filter Sales Manager 


A. B. McKee has been named as 
filter sales man- 
ager for Walker 
Marketing Corp., 
Racine Wis. 

F. Richard Red- 
cay replaces Mc- 
Kee as _ district 
manager in the 
Washington area. 
Redcay had been 
serving as terri- 
tory manager in 
the Pennsylvania 
area. 





A. B. McKee 
* * * 


GMAC Promotes Bobo 


William Bobo has been appointed 
branch manager of the General Mo- 
tors Acceptance Corp. office in 
Spartanburg, S. C. He succeeds 
Frank E. Nally, who has been trans- 
ferred to Charleston, S. C. Bobo 
was formerly credit manager in 
Columbia. 


* * *K 
B&D Appoints Winkel 
W. A. Winkel has been appointed 
sales representative in the Indus- 
trial-Automotive Division of Black 
& Decker Mfg. Co. 
ok 


* * 
Automotive Engineer Named 
For City of Philadelphia 

Henry Berolzheimer has been 
appointed the City of Philadelphia's 
first automotive engineer. Former- 
ly with the Chicago municipal gov- 
ernment, he will serve under Rob- 
ert S. Stewart, head of Philadel- 
phia’s reorganized automotive serv- 
ices division. 

Berolzheimer’s duties will include 
improving procedures in the city’s 
three maintenance shops, drafting 
specifications for procuring auto- 
motive equipment and setting up 4 


This is the time to get that extra business 
that Quaker State SDA Motor Detergent 
can bring you! And here’s what it does for 
your customers’ cars: 

Frees up sluggish or sticking valves, valve 
lifters, and piston rings . . . removes engine 
varnish and sludge deposits . . . reduces 
over-all engine wear . . . restores full engine 


Quaker State Oil Refining Corporation, Oil City, Pennsylvania 





power by insuring better valve and piston 
ring action .. . prevents rusting and corro- 
sion of vital engine surfaces. 

Clean engines run better on less gasoline, 
start faster in cold weather, too. Add SDA 
to the oil you sell—and get extra profits 
now, and all year round. Ask your Quaker 
State distributor about SDA—today. 


©aQsorc, 1961 


policy of periodic review of aging 
city vehicles to determine whether 
they should be repaired or re 
placed. 

* * * 


Six Promoted, Appointed 
In L-M St. Louis District 


Six personnel appointments and 
promotions in the Lincoln-Mercury 
St. Louis district have been an- 
nounced by R. E. Dudley, district 
sales manager: They are: 

Walter Mueller from part: and 

(Continued on Page 31, Col. 1 
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Auto Personnel 





(Continued from Page 30) 


, ice representative to technical 
instructor; J. A. Boschert, parts 
and service representative; W. T. 
Burton, parts and accessories spec- 
jalist; W. T. Schatgen, vehicle 
scheduler; H. L. Druley, parts and 
service merchandise manager, and 
R. H. Aller, vehicle merchandise 


er. 
manag ‘ o * 


Barton Wins Appointment 
To U. S. Transport Post 

Frank L. Barton, Amarillo, Tex., 
an economist-lawyer with 24 years 
of government experience in trans- 
portation, has been appointed dep- 
uty undersecretary for transporta- 
tion, Department of Commerce. 

Since 1955, Barton had been 
transportation counsel for the Sen- 
ate Interstate and Foreign Com- 
merce Committee for which he han- 
dled the legal work for the Trans- 
portation Act of —. 

+ * 


Belmont Named Manager 
Eugene Belmont has been ap- 
pointed to the Portland district 
sales office of the Reynolds & Rey- 
nolds Co., Dayton, O. 
* 


* * 


White Appoints Canfield 
Manager in Winston-Salem | 

J. Frank Canfield has been named 
manager of White Motor Co.’s 
branch at Winston-Salem, N. C. He 
formerly was a sales engineer for 
White in Cleveland. 

Canfield has been associated with 
the automotive industry since join- 
ing Ford as a field manager in 1950. 
He was made a Ford district serv- 
ice manager in 1952, and export 
service administrator of Ford In- 
ternational in 1958. He became a 
district manager of the Brockway 
Division, Mack Trucks, Inc., in 1959, 
before joining White in 1960, 

* 





Motor Wheel Elects 


Curott as Treasurer 


William G. Curott has been elect- 
ed treasurer of Motor Wheel Corp., 
Lansing. 

He joined Motor Wheel in De- 
cember, 1952, as systems and staff 
accountant and has been controller 
of the company since January, 1958. 

* * * 


Ford Motor Credit Appoints 


Danielson to Operations Post 

Ray O. Danielson, formerly Day- 
ton branch manager of Ford Motor 
Credit Co., has been appointed an 
operations manager in the com- 
pany’s home office in Dearborn. 
Prior to joining the company, he 
was associated with Universal CIT 
Credit Corp. for 16 years. 

Roger I. Knorr, formerly office 
manager in the Dayton branch of- 
fice, has been appointed branch 
Manager, succeeding Danielson. 
Before joining Ford Credit, Knorr 
was associated with First Discount 
Corp. in Dayton and Springfield, O. 

* * * 


Ford Credit Names Hoff 


Kenneth D. Hoff has been ap- 
pointed manager of Ford Motor 
Credit Co.’s Orlando (Fla.) office. 
Prior to joining the company, he 
was associated with Universal CIT 
Credit Corp. for 10 years. 

* * oe 





General Tire’s Ragsdale 


To Head New Department 


Formation of a Trade Relations 
Department by General Tire & 
Rubber Co. and the appointment 
of John G. Ragsdale as director of 
trade relations was announced by 
M. G. O'Neil, president. 

In announcing the program, 
O'Neil said: “With the expansion 
and diversification of all divisions 
of our company, the mutual inter- 
ests of our customers and suppliers 
becomes an important factor in our 
Operations. We aim to exert every 
effort to develop a more friendly 
relationship with our customers... 
and we believe our suppliers are 
interested in cementing their rela- 
tionships with us. 

* * 


IH Names Kelley to Head 
Reliability-Safety Section 
Vergil W. Kelley has been named 


chief engineer of the newly estab- 
lished product reliability and safety 


section in the design and specifica- 
tion group of International Har- 
vester’s motor truck engineering 
department, Fort Wayne, Ind. 

The new section was created by 
the integration of the design an- 
alysis and field service sections. 
Kelley joined Harvester in 1954 as 
a product tester. Since 1957 he has 
been assistant product development 
engineer in the road test unit. 

* eo * 


Chevy Names Mahoney 

Leo J. Mahoney jr. has been 
named Chevrolet district manager 
in the Greater Lafayette (Ind.) 
area. He will serve 12 Chevrolet 
dealerships in the area including 
Frankfort and communities west to 
the state line. 

oc e ~«@ 


Ford Names Marshak 


Consumer Research Chief 
Dr. Seymour Marshak has been 


of consumer research manager of 
Ford Division, Dearborn. 

Marshak has been vice-president 
and director of Client Development 
for National Analysts, Inc., Phila- 
delphia, a marketing research or- 
ganization, for the last four years. 

* * * 


Listerman and Theil 


Promoted by K-D Lamp 


K-D Lamp Co., Cincinnati, auto- 
motive safety products, has named 
Walter Listerman manager of re- 
placement sales and Fred Theil 
manager of original equipment 
sales. 

They succeed Charles Adams, 
who will remain with the company 
in an advisory capacity until he 
retires Dec, 31. Listerman joined 
the firm in 1936; Theil, in 1947. 

on ok ok 


General Tire Promotes 


Bowers and Kilmurray 


John E, Bowers has been pro- 
moted by General Tire & Rubber 
Co. to Chicago district office man- 
ager, succeeding R. A. Ondecker, 
who has been promoted to manager 
of the billing department at the 
national headquarters in Akron. 


Thomas J. Kilmurray has been 


named to the newly created post} promoted to manager of the East 


Rutherford (N. J.) warehouse, suc- 
ceeding Bowers. 
* * * 


Costello, Farley and Adams 


Promoted by McQuay-Norris 


Phillip J. Costello has been ap- 
pointed sales manager, Replace- 
ment Division, McQuay-Norris Mfg. 
Co., St. Louis. 

In other appointments, W. B. 

Farley, formerly 

manager for the 

Southeast- 

ern States dis- 

trict, has been 
transferred to the 

Northeast- 

ern States, suc- 

ceeding Costello, 
and T. F. Adams 
has been ad- 
vanced to man- 
ager for the 

Southeast- 

succeeding Farley. 





if 


Phillip J. Costello 
ern States, 
Adams formerly was special sales 
representative. 

* 


* * 
Bear Appoints Applen 


District Rep in Midwest 


Neil Applen, Harmony, Minn., has 
been appointed district representa- 
tive for Bear Mfg. Co, in charge of 


product distribution and service for 
Southern Wisconsin and bordering 
areas of Minnesota, Iowa and Il- 
linois. 

Applen formerly was associated 
with the district representative for 
Minnesota, 

* aa * 
Zimmerman Will Direct 


General Contract Expansion 


Walter E. Burtelow, president of 
General Contract Finance Corp., 
St. Louis, announced that his com- 
pany will acquire or establish up to 
25 finance and personal loans of- 
fices in Western States in the next 
18 months. 

He also disclosed the appoint- 
ment of Virgil C. Zimmerman, for- 
mer vice-president and executive 
director of Aetna Finance Co.’s 58- 
office Western Division, to spear- 
head the westward expansion, Zim- 
merman has been elected vice-pres- 
ident of Securities Investment Co., 
GCFC’s major subsidiary. 

ok * of 


Ford Promotes Grimes 


Appointment of William M. 
Grimes as assistant group director, 
European Operations, was an- 
nounced by Tom Lilley, vice-presi- 
dent, Ford International Staff, Ford 
Motor Co. 





THIS NATIONAL SYSTEM pays for itself in less than two years. 


GERTRUDE S. HUNT, SEC’Y- 
TREAS. of Homer Heller, Inc. 











MODERN SHOWROOMS of Homer Heller, Inc. 


“Our NCR Accounting System 


saves us‘4,600 a year... 


returns 64% annually on investment!”’ — Homer Heller, Inc. 


Escondido, Calif. 


“The superior performance of our 
National System has made it in- 
dispensable to our business. During 
the two years we have been using it 
to handle our 750 accounts, all rec- 
ords have been in balance and up- 
to-date. And our National doesn’t 


stop there... 


“We have been able to eliminate 
80 overtime hours per month in the 
preparation of statements. Saving 
$300 a month over our previous 


method! The National 


business. 


1? 


vestment 


prepares all 


accounts payable and receivable, 
sales and cost analysis, and our pay- 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES © 77 YEARS OF HELPING BUSINESS SAVE MONEY 


roll. We now have records that give 
us complete management control 
with speed and accuracy. It is the 
ideal System for any automotive 


“As a result of all these features, 
our National Accounting System 
saves us $4,600 a year. This is a 
return. of 64% annually on our in- 


Abies ut 


Your business, too, can benefit from the 
many time- and money-saving features 
of a National System. Nationals pay 
for themselves quickly through savings, 
then continue to return an extra regu- 


lar yearly profit. National’s world-wide 


Secretary-Treasurer 
Homer Heller, Inc. 


service organization will protect this 
profit. Ask us about the National Main- 
tenance Plan. (See the yellow 
pages of your phone book.) 











FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 256 OF A SERIES 


LINCOLN-MERCURY FRANCH 
CONTINUES VALUE GROWT 
EXCITING LINE OF 1962 PR 





In the past two years, Lincoln-Mercury 
Division has focused its attention on mak- 
ing moves designed to give us a solid foot- 
hold in the mass market. In 1962 we are 
entering every significant segment of that 
volume market with three lines of products 
under the single identity of the Mercury 
banner. This complete lineup of products 
is comparable to that of any other marketing 
organization in this industry! 


We are also making a strong bid to improve 
our position in the luxury market. In 1961 
Lincoln Continental had an especially good 
reception. It has proved that it has the 
character and quality to make even greater 


gains in 1962. 


With this product lineup, the Lincoln- 
Mercury Division and dealer organization 
are among the leaders in the automobile 
industry—and the Lincoln-Mercury fran- 
chise is continuing to grow in value at one 
of the fastest rates in the industry. 


In the past two to three years, the Lincoln- 
Mercury management, dealer and sales 
team has made strong inroads in this 


The following remarks are excerpts from an address by 
Mr. Ben D. Mills, Vice President of Ford Motor Company 
and General Manager of Lincoln-Mercury Division. 


business. We are now on the threshold of 
what amounts to a major break-through 
to the greatest opportunity we ever have 
faced. 


e We are now solidly in the volume 
market. 

e@ We have as wide an array of products to 
meet every transportation need as any 
other car marketing organization. 

e The quality of our products is among the 
best in the industry. 

e We have the flexibility to move in any 
direction in the volume market. 

e We have a stronger dealer body with a 
franchise constantly growing in value. 

e We are dedicated to sound business 
principles not for just next year but for 
the years ahead. 


We are confident that the moves we have 
made are the correct steps to assure con- 
tinued growth for Lincoln-Mercury dealers 
everywhere. 


Gard 


MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FOR THE AMERICAN ROAD; THE FARM; INDUSTRY; AND THE AGE OF SPACE 
Ford: Falcon, Galaxie; Thunderbird e Mercury: Comet, Monterey; Lincoln Continental ¢ English Ford Line e 
Ford Trucks ¢ Industrial Engines *« Farm and Industrial Tractors and Equipment e Special Military Vehicles e 

Autolite Spark Plugs, Batteries and Ignition Parts e Aeronutronic—Products for the Space Age e 
The American Road Insurance Company e Ford Motor Credit Company 








Si: 
WITH 


DUCTS! 


1962 LINCOLN CONTINENTAL— Your finest investment in tomorrow 


1962 MERCURY COMET—Smartly ahead of the compact crowd 
1962 MERCURY MONTEREY—The best-looking buy for the big-car man 
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A Merrie Ford from England— 


The Consul Capri is Ford of England's new “personal” car, derived from the Consul 
315. The Capri, which provides luxury seating for two, is powered by a four-cylinder, 
overhead-valve engine developing 54 horsepower. The four-speed transmission is 
optionally mounted on the floor or steering column. Wheelbase is 99 inches; overall 
length, 170.8 inches; overall height, 53.8 inches, and curb weight, 2,025 pounds. Disk 
brakes are used in front. 





McLouth Steel Corporation: Detroit 17, Michigan 
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Capsule Reports .. . 


Auto News in Brief 


Armco Completes Expansion 


Of Butler (Pa.) Works 


BUTLER, Pa.—Armco Steel 
Corp. has announced completion of 
the major phase of its $100 million 
capital expenditures program in 
the Greater Pittsburgh area. 

At the company’s Butler Works, 
$80 million worth of new facilities 
are aimed primarily at stepping up 
Armco’s output of space-age stain- 
less steels for supersonic aircraft 
and missile use. Another phase of 
Armco’s program in the area will 
be completed next year when a 
new combination pipe mill goes 
into production at the firm’s Na- 
tional Supply Division plant at Am- 
bridge, Pa. 

* * 


U. S. Road-Race Circuit 


Is Organized on West Coast 


LOS ANGELES.—A major Amer- 
ican road-racing circuit has been 
organized, according to Glenn 


stainless 
steel adds 
sales appeal. 
the car designed 
with stainless steel 
looks better when you 
buy it and is worth more 

when you sell it. 





Davis, director of special events for 
the Los Angeles Times. Three 
events, including the fourth annual 
Los Angeles Times-Mirror Grand 
Prix, form the nucleus for the new 
circuit which will be launched this 
fall, he said. 
* * * 
More Seiberling Lines 


Get Nylon-Rayon Cord 


AKRON. — Seiberling Rubber 
Co., which introduced last Feb- 
ruary on a limited basis what 
was termed the first combination 
nylon-rayon tire to be marketed 
nationally, has announced that 
the new method of tire construc- 
tion is being applied now to a 


Kirk-Hodgson Opens 
OVERLAND PARK, Kans.—New 
Rambler dealer here is Kirk-Hodg- 
son Rambler, Inc., 7916 Metcalf, 
headed by Ward Kirk and George 
Hodgson. 





Look for the STEELMARK 
on the products you buy 





nancy 


large segment of its passenger 
lines, 

Tires embodying the new prin. 
ciple, first adopted to replace only 
all-rayon tires in the origina} 
equipment range, now dominate 
that level at Seiberling. Nylon jn 
this standard line, called Super 
Service, also has been droppe 
and the line now is prodiced ex. 
clusively with two plies of nylon 
and two of rayon in each tire, 
Further, the development has 
been advanced into the company’s 
premium range for the first time, 
In the Safety line, heaviest seller 
of the company’s premium-leye] 
tires, all-rayon tires have been 
discontinued in favor of the 
nylon-rayon type. All-nylon igs 
being retained. 

* * * 


Curtiss-Wright to Sell Plants 


In Michigan and South Bend 


UTICA, Mich. — Curtiss-Wright 
Corp. has announced it will sell its 
plant here as part of a program to 
dispose of surplus facilities. A plant 
in South Bend also will be sold, the 
company said. 

Each plant contains about a mil- 
lion square feet of working space, 
The Utica facility has done defense 
work in recent years, and also de- 
veloped the firm’s own electrical 
systems for commercial use. 

eg * * 


FTC Says Oil Man Agrees 


Not to Misrepresent Product 


WASHINGTON.—Evans G. Gra- 
ham, who trades as Graham-Penn 
Oil Co., Houston, has agreed not to 
misrepresent that his lubricating 
oil (Texas State) is processed from 
other than previously used oil, ac- 
cording to the Federal Trade Com- 
mission. 

The agency said Graham also 
must not sell oil which is composed 
wholly or partly of previously used 
oil without disclosing its prior use 
in advertising and by a “clear and 
conspicuous” statement on contain- 
ers. 

* * * 


Amphenol-Borg Clock 


Renamed Borg Instruments 


BROADVIEW, Ill. — The Borg 
Clock Division of Amphenol-Borg 
Electronics Corp. has been re- 
named Borg Instruments, Matthew 
L. Devine, president of Amphenol- 
Borg, announced. The division is 
located in Delavan, Wis. 

“We are actively engaged in fur- 
ther broadening of the product line 
of the division, which is no longer 
exclusively a clock manufacturer,” 
Devine explained, “and we expect 
to go into a number of timing and 


related devices.” 
OK ok * 


Connell Firm Will Sell 


Camping Gear for Rental 


CINCINNATI.—A new national 
sales organization to distribute 
camping equipment to rental 
dealers has been formed. 

The firm provides rental oper- 
ators with a complete line of 
camping equipment plus various 
types of promotional assistance. 

Called Right Rental Products, 
the firm is the creation of John 
C. Connell, who has been in both 
field and administrative camp- 
ing equipment sales work for the 
last seven years. 

* * * 


U. S. Rubber Expands 


Flexzone Production 


NEW YORK.—Naugatuck Chem- 
ical Division, United States Rub- 
ber Co., has announced plans to 
expand its production capacity for 
Flexzone, a chemical that reduces 
flex-cracking and provides weather 
protection in tire sidewalls and 
treads. 

The increased facilities will be 
built at Geismar, La., adjoining the 
Monochem, Inc., project announced 
recently by U. S. Rubber and The 
Bordon Co. The new plant is sched- 
uled to go into operation in the 
spring of 1963. 

ok * * 


New Perfect Circle Plant 


Turning Out Piston Rings 

HAGERSTOWN, Ind. — Perfect 
Circle Corp. said its new piston- 
ring foundry at Rushville, Ind., has 
started production operations. The 
plant replaces an older one im 
Rushville, in which the company 
began operations in 1955. 

The $3 million plant provides the 
company with additional piston- 
ring casting capacity and updates 

(Continued on Page 35, Col 
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Capsule Reports... 


Auto News in Brief 


(Continued from Page 34) 


curred during NTDRA’s 41st an- 
nual convention in Cleveland, Other 
new Officers: 

First vice-president, Vernon W. 
Sanders, San Francisco; second 
vice-president, Fred S. Dresdale, 
Monsy, N. Y.; third vice-president, 
Maurice Gladman, Santa Ana, 
Calif. Russell H. Lehman, Wash- 
ington, was reelected secretary, 
and Ashby Leeth, Washington, was 
renamed treasurer. 

* * * 


Ward Wins Citations 


For Employment Policy 


CONWAY, Ark. — Dave Ward, 
head of Ward Body Works, has 
been awarded four citations for his 
firm’s practice of hiring old and 
young employes, 

Ward was cited by four agencies 
because 44 percent of his 350 em- 
ployes are aged 45 or older and 
because he employs many college 


methods of producing ring castings, 
the firm said. Another piston-ring 
foundry is operated by Perfect Cir- 


in New Castle, Ind. 
cle in New . 









Rubbermaid Acquires 


Fusion-Molding Firm 
WOOSTER, O. — Rubbermaid, 
Ine., has acquired a new subidiary 
—Fusion, Inc., Statesville, N. C.— 
and limited processing is under 
way there on the company’s new 
line of fusion molded products. 
Operation of the new subsidiary 
will be under direct supervision of 
Robert O. Ebert, who becomes man- 
ager of Fusion, and _Thomas R. 
Schidel, who will we —_ engineer. 
* 


VW Deal’s Service Policy 


Includes Haircut, Lunch 

ALBANY, Calif. — Berkey-Lee 
Volkswagen has added a barber 
shop and a restaurant to provide 
motorists with one-stop service 
for themselves and their vehicles, 
according to John Lee and Mer- 
vin Berkey, owners. 

The proper care and feeding of 
customers is almost as important 
as the proper care and mainte- 
nance of Volkswagens, the pair 
said, so they decided to include 
a two-chair barber shop, a res- 
taurant seating more than 30 
persons and a comfortable patio- 
lounge for customers when they 
planned exensive remodelling and 


expansion of their facilities. 
+ oe * 


Body Rebuilders Meet 


To Form Association 


BUFFALO.—About 35 of Buffalo 
and Erie County auto body rebuild- 
ers met here to organize an associ- 
ation, according to Robert Carrow, 
Orchard Park, acting chairman, 

The rebuilders say the aim of 
the association is to set down a 
uniform towing plan and cost, and 
to institute insurance and appren- 
tice programs. 

* 





* * 
New-Car Registrations 


In B. C. Still Trail ’60 Pace 


VANCOUVER, B. C.— Registra- 
tion of new cars in British Colum- 
bia still is trailing the 1960 pace. 
For the first seven months, 19,923 
new cars were registered, 2,107 
under the figure for the January- 
July period a year ago. 

A slight increase has been shown 
in the summer months. July figures 
were 3,808, compared with 3,406 for 
July, 1960. Of the total registrations 
through July, imports accounted 
for 4,228, as against 4,058 last year. 


* * * 


132,500 Tires Produced 


Daily in South, Group Told 


CHICAGO.—The Southern tire in- 
dustry has grown tremendously in 
the last 25 years, D. A. Reneau, 
Memphis district sales manager for 
United Carbon Co., Inc., said in a 
paper presented before the Division 
of Rubber Chemistry, American 
Chemical Society. 

The annual rated production for 
the South went from 2.5 percent of 
all tires produced in 1935 to 21.5 
percent of all those made in 1960, 
he said. Output has jumped from 
5,000 a day to 132,500 in 1960, he 
added. 


* * * 
Federal-Mogul Buys Site 


In Ann Arbor Research Park 


Ann ARBOR, Mich.—Federal- 
Mogul-Bower Bearings, Inc., has 
exercised its option to acquire the 
first laboratory site in the Great- 
er Ann Arbor Research Park. 

Federal-Mogul President Guy 
S. Peppiatt said plans for the 
new facility call for a 23,200- 
square-foot structure on a six- 
acre plot. Construction is expect- 
ed to start early next spring. 

+ * * 


Remde Elected President 


Of Tire Dealers & Retreaders 


CLEVELAND.—Lyle O. Remde, 
Omaha, is the new president of the 


students. The Employment Secur- 
ity Division, the American Legion, 
the Governor’s Commission on Ag- 
ing and Arkansas State Teachers 
College joined in saluting the com- 
pany, the oldest industry in Con- 
way. 

* * * 
Detroit Engineering Office 
Is Relocated by Chek-Chart 


CHICAGO. — The Detroit engi- 
neering office of Chek-Chart Corp., 
located for more than 25 years in 
the General Motors Building, has 
moved to new and larger quarters 
at 11000 W. McNichols Rd. 

Relocation of the office is de- 
signed to provide greater flexibility 
and to facilitate ease of inspection 
of Chek-Chart engineers of new 
cars produced in all auto plants 
in the Detroit and Canadian area, 
according to Robert J. Mahaffay, 
engineering director. 

* * * 


Stewart-Warner Acquires 


Cornelius Aero Division 
CHICAGO. — Stewart-Warner 
Corp. has acquired for cash all of 
the business and the principal as- 
sets of the Aero Division, Cornelius 
Co., Minneapolis. 
The Aero Division manufactures 





air-compressor equipment for air- 
craft, missile and related applica- 
tions, and recently also hag enter- 
ed into the design and manufacture 
of high-performance hydraulic de- 
vices for aircraft and missile use. 
* * 


Winner Taken for Ride 


In Ford-Chevrolet Bet 

FRANKLIN, N. C. — When a 
Chevrolet owner in Franklin loses 
to a Ford owner the whole town 
knows about it. 

The bet was that a Ford oper- 
ated by Nelson Stacy would out- 
run a Chevrolet in the Southern 
500 races at Darlington, S. C, on 
Labor Day. The Ford did win and 
so did Gene Huscusson of Frank- 
lin, another Ford owner. Huscus- 
son was taken on a wheelbarrow 
ride by Dobsin Bates, a Chevro- 
let man, from Burrell Motor Co. 
(Chevrolet) to Conley Motor Co. 
(Ford). 


* * * 


Dallas Warehouse Site 


Acquired by General Tire 


DALLAS.—General Tire & Rub- 
ber Co, has announced the pur- 
chase of a 7%-acre tract in Brook 
Hollow Industrial District in Dallas 





sequence. 


Lyon Metal Products, Inc. 
1090 Monroe Ave., Aurora, Iilinois 


Please send me free copy of 100-page Catalog. 
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on which it will build a 75,000- 
square-foot warehouse and tire- 
recapping plant. 

Clayton E. Smith, Southwestern 
operations manager for General 
Tire, said construction of the build- 
ing probably would begin this fall. 
The site is at the corner of Vis- 
count Row and Regal Row in 
Brook Hollow, with 800 feet of 
frontage on Viscount and 430 feet 
on Regal. 


” * a 
Air Travelers Lose Time 


On Ground, Survey Shows 

WASHINGTON.—Mass transpor- 
tation rather than individual auto 
trips to airports holds the key to 
improving future intercity airline 
service, according to a recent Fed- 
eral Aviation Agency survey of 
four major air terminals and the 
cities they serve. 

The survey reports that airline 
passengers normally spend from 22 
to 65 percent of their total trip time 
battling road traffic to and from 
the nation’s large terminals, Fur- 
thermore, the survey notes... 
“there is reason to predict that 
ground travel (by auto) overall, 
will tend to become slower rather 
than faster...” 





_ Storage Problem? 


You'll find the answer in the Lyon Catalog! 


EXAMPLE— these Lyon 
of BULKY PARTS STO 
cause they’re complete 
matter how long or b 
stored neatly, by grou 


cks answer a lot 
E problems be- 
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EXAMPLE—with LYON§SLOTTED ANGLE 
(below) you can solve 
storage problems on 
basis. Cutting angles 
job and a couple of 
need for easy, on-the- 


wide variety of 
“do-it-yourself” 
size is a simple 

















National Tire Dealers & Retreaders 
Assn., succeeding Leslie L. Wilkin- 
son, Jackson, Miss. The election oc- 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Columbus, O. 


New-car registrations in Frank- 
lin County (Columbus), O., in 
August totalled 2,287, compared 
with 2,196 a month earlier and 2,588 
a@ year earlier. 

By makes, they were: Chevro- 
let, 434; Ford, 340; Falcon, 285; 
Plymouth, 197; Corvair, 144; Pon- 
tiac, 135; Rambler, 115; Oldsmo- 
bile, 102; Dodge, 92; Comet, 87; 
Volkswagen, 75; Buick, 71; Chrys- 
ler, 47; Mercury, 40; Cadillac, 23; 
Renault, 16; Studebaker, 12; Sim- 
ca, 9; Austin, 7; Lincoln, 7; Mor- 
ris, 7; Mercedes-Benz, 6; Tri- 
umph, 6; Imperial, 5; Saab, 5; 
Peugeot, 3; Checker, 2; Hillman, 
2; MG, 2; Metropolitan, 2; 
Porsche, 2; Willys, 2, and mis- 
cellaneous, 5. 

New-truck registrations totalled 
214 for the month, compared with 
255 in the year-ago period. They 
were: Ford, 93; Chevrolet, 52; In- 
ternational, 34; GMC, 21; Volks- 
wagen, 4; White, 4; Autocar, 2; 
Dodge, 2; Morris, 1, and Willys, 1. 

* * * 


Dallas 


New-car registrations in Dallas 
totalled 3,394 in August, compared 
with 2,948 a month earlier, 

By makes, they were: Chevrolet, 
780; Falcon, 437; Ford, 407; Ram- 
bler, 207; Oldsmobile, 203; Pontiac, 
154; Buick, 149; Corvair, 122; 
Volkswagen, 120; Comet, 116; Cad- 
illac, 77; Renault, 69; Tempest, 64; 
Valiant, 55; Dodge, 52; Plymouth, 
48; F-85, 46; Mercury, 46, and 
Buick Special, 43. 

Chrysler, 40; Austin-Healey, 
26; Lancer, 24; Studebaker, 18; 
Lincoln, 13; MG, 13; Triumph, 10; 
Mercedes-Benz, 8; Volvo, 7; Im- 
perial, 6; Willys, 6; Austin, 5; 
Simca, 5; English Ford, 3; Jag- 
uar, 3; Opel, 3; Metropolitan, 2; 
Morris, 2, and miscellaneous, 5. 

New-truck registrations totalled 
561, compared with 443 the previous 
month. By makes, they were: Chev- 
rolet, 246; Ford, 168; International, 
89; White, 22; GMC, 14; Kenworth, 
7; Dodge, 6; Diamond T, 2; Stude- 
baker, 2; Volkswagen, 2; Willys, 2, 


and Mack, 1. 
—Rusy FENOGLIO 
o* * ok 


Nashville 


New-car dealers in the Nashville 
area sold 766 new cars and 124 new 
trucks in August, compared with 
870 cars and 83 trucks in August, 
1960. 

By makes, car registrations were: 
Chevrolet, 216; Ford, 101; Falcon, 
74; Pontiac, 47; Buick, 39; Corvair, 
39; Comet, 34; Oldsmobile, 33; 
Rambler, 31; Dodge, 27; Plymouth, 
23; Cadillac, 20; Volkswagen, 15; 
Valiant, 11; Fiat, 10; Chrysler, 7; 
Austin, 5; Borgward, 5; Mercury, 5; 
Studebaker, 5; Volvo, 5; Mercedes- 
Benz, 3; MG, 3; Jaguar, 2; Morris, 
2; Lincoln, 1; Willys, 1, and mis- 


cellaneous, 2. 
* * * 


Dayton 

Domestic new-car sales in Dayton 
and Montgomery County in August 
totalled 1,622, led by Chevrolet with 
407, and imported-car sales number- 
ed 111, with Volkswagen leading 
the field with 38. 

Other leaders in the domestic field 
were: Ford, 249; Corvair, 197; Fal- 
con, 136; Rambler, 87; Buick, 84; 
Pontiac, 78; Oldsmobile, 53; Dodge, 
48; Comet, 42; Plymouth, 35, and 
Tempest, 33. 

—Ernest C. KisH 
* * - 


Norfolk, Va. 


A total of 1,630 new cars were 
registered during August in the 
Norfolk-Portsmouth area, compar- 
ed with 1,314 in July and 1,530 in 
August a year ago. 

By makes, they were: Chev- 
rolet, 277; Ford, 189; Falcon, 163; 
Renault, 154; Pontiac, 112; Ram- 
bler, 97; Corvair, 95; Dodge, 72; 
Buick, 69; Comet, 65; Plymouth, 
58; Oldsmobile, 46; Volkswagen, 
46; Valiant, 36; Chrysler, 31; 
Cadillac, 28; Mercury, 18; Stude- 
baker, 16; Peugeot, 10; Hillman- 
Rover-Sunbeam, 6; English Ford, 
5; Mercedes-Benz, 5; Simca, 5; 
Lincoln, 4; Austin, 3; Fiat, 3; 
Metropolitan, 3; Porsche, 2; Tri- 




















umph, 2; Imperial, 1; Willys, 1, 

and miscellaneous, 8. 

Truck registrations were: 158 in 
August, compared with 160 a month 
earlier and 125 a year earlier. By 
makes, they were: Ford, 62; Chev- 
rolet, 47; GMC, 26; International, 
9; Dodge, 5; Falcon, 2; Willys, 1, 
and miscellaneous, 6. 

* a * 


San Antonio 
Improved sales in the new-car 
and commercial-vehicle fields pro- 
duced a slight increase in registra- 
tions for San Antonio and Bexar 
County during August. Registra- 
tions totalled 1,626, compared with 
1,510 the previous month. 
New-car registrations increased 
from 1,346 to 1,398, and commer- 
cial-vehicle registrations from 
122 to 191, But truck registrations 
dropped from 42 to 37 for the 
month. 


edged out Ford with 418 registra- 
tions, compared with 408 Fords. 
Other registrations were: Buick, 
93; Rambler, 77; Oldsmobile, 76; 
Comet and Pontiac, 74; Dodge, 51; 
Plymouth, 33; Cadillac, 26, and 
Mercury, 17. 

Foreign-car registrations showed 
a 50 percent increase for the month, 
rising from 17 to 26. Volvo led with 
8, followed by Triumph with 5, and 


Austin Healey with 4. 
In the commercial-vehicle field, 


Norris Buys Ford Deal 


BILLINGS, Mont.—Norris Mo- 
tors, Inc., Greybull, Wyo., has 
purchased the Ford dealership 
in Riverton, Wyo., and moved its 
main operation to Riverton. The 
Greybull garage will be main- 
tained by a skeleton crew for a 
time, said Frank Norris sr., 


In the new-car field, Chevrolet president. 





Ford led with 81 registrations, fol- 
lowed by Chevrolet with 65; Inter- 
national with 23, and Dodge with 11. 

In the truck field, Chevrolet led 
with 13 registrations, followed by 
Ford with 11, and International 


with 5. 
—J. H. Rep 


* * oz 
Miami 

The Miami area accounted for 
2,875 new-car registrations in Au- 
gust, compared with 2,794 a month 
earlier and 3,072 a year earlier. 

By makes, registrations were: 
Chevrolet, 477; Falcon, 423; Ford, 
327; Corvair, 241; Rambler, 207; 
Volkswagen, 129; Dodge, 102; Olds- 
mobile, 94; Pontiac, 91; Comet, 87; 
Cadillac, 78; Valiant, 77; Simca, 63; 
Buick, 55; Plymouth, 52; Tempest, 
51; Lancer, 39, and Buick Spe- 
cial, 33. 

Mercury, 31; Lincoln, 27; F-85, 
20; Chrysler, 16; Metropolitan, 16; 
Studebaker, 15; Renault, 13; Mer- 
cedes-Benz, 11; Austin, 10; Fiat, 
10; MG, 9; Volvo, 8; English Ford, 
7; Hillman, 7; DKW, 7; Saab, 7; 
Jaguar, 6; Sunbeam, 5; Triumph, 
5; Datsun, 3; Imperial, 3; Borg- 
ward, 2; Morris, 2; Porsche, 2; 
Alfa Romeo, 2, and miscellane- 
ous, 5. 

New-truck registrations totalled 
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D-106P 
1931988 | 





—— 
339 in August, compared with 227 
the previous month, By make 
they were: Ford, 157; Chevrolet, 
75; International, 30; Dodge 29: 
GMC, 18; Volkswagen, 13: Willys, 
7; White, 4; English Ford, 2; Mack, 

2, and miscellaneous, 2. 
—TRESCOTT Goong 

cd * * 


Toledo 


August deliveries of new cars jn 
Toledo and Lucas County dropped 
to 1,393 units, compared with 1,745 
in the comparable month a yea, 
ago. 

Ford was the top seller with 
372, compared with 399 in Ay. 
gust, 1960. Other comparisons, 
with the ’61 figure first, include: 
Chevrolet, 339 and 479; Plymouth, 

84 and 98; Pontiac, 81 and 199; 
Oldsmobile, 78 and 107; Rambler 
68 and 97; Comet, 68 and 79; Buick 
66 and 71; Dodge, 34 and 107; Mer. 
cury, 42 and 40; Cadillac, 32 and 41: 
Studebaker, 30 and 28; Chrysler, 4 
and 26; Lincoln, 4 and 4; Imperial, 
2 and 2, and Willys, 2. 

There were 77 imported-car sales 
in August, compared with 69 a year 
ago. Commercial-car deliveries to. 
talled 121, which was 14 under the 
August figure in 1960. 

—Sammy Lee MitcHeu, 


CONTACT SET 


WANT CONTACT SETS THAT MAKE PRECISION TUNE-UPS EASY? 
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rr Delco 


You save time when you install preassembled Delco Remy contact sets—save even more time on 
factory-adjusted units. They're available to fit most popular American cars and light trucks. And 
original-equipment quality gives you maximum protection against ‘‘comebacks.” Ml Of course, this 
keeps your customers happy, too. They may never know about our sealed moisture-proof package 
that keeps contact sets factory-fresh. Or about our special fatigue-resisting spring, high-speed lever, 
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Belts for Ohio Governor— 


Goodyear presented a set of monogrammed seat belts to Ohio Gov. Michael Di- 
Salle. The presentation is made in behalf of Goodyear by C. H. Pulley, president, 
Irvin Air Chute Co., who is also president of the American Seat Belt Council. Also 
participating are, from left, E. S. Colluci and J. W. Barnett, Goodyear representatives 
in Columbus, and F. P. Gavigan, fiber marketing department, Allied Chemical Corp. 
Allied Chemical's caprolan nylon is the fiber used in the belts. 


Highways & Safety... 
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Tax-Diversion Bids 


OST attempts to divert high- 
way-user tax revenues to non- 
highway use were defeated in 
states where such legislation was 
introduced, according to the Na- 
tional Highway Users Conference. 

However, the NHUC said “dis- 
turbing inroads” were made in 
several states, and added that the 

overall impression was that the 
forces behind these efforts were 

intensifying their campaign. 

Among the bright spots in the 
legislative year, according to the 
NHUC, were the numerous changes 
made in driver-licensing laws to 
bring about closer conformity to 
the Uniform Vehicle Code, and the 
increased interest shown in driver- 
education courses. 

Legislatures in Utah, Louisiana, 
Missouri, Idaho, Massachusetts, 
Texas, North Dakota, Oregon and 
Michigan passed bills protecting 


ne 





Lose in Most States 


highway funds, the conference said. 
“Outright diversion of highway 
funds was most flagrant in New 
Jersey, where a one-cent gas-tax 
increase was enacted expressly for 
budget balancing and commuter- 
service purposes,” the NHUC said. 
+ * od 
AX-DIVERSION measures also 
were approved in Arkansas and 
Illinois, it added. 
Stricter driver licensing and reg- 





Fire Destroys Dealership 

DARDANELLE, Ark.—Fire de- 
stroyed the building housing Tri- 
County Motor Co. in downtown 
Dardanelle. A station wagon, three 
cars and a new two-ton dump truck 
were damaged, according to R. E. 
Warren, the owner, who estimated 
damage at more than $25,000. 





long-wearing points and rubbing block. Most likely, they'll just notice that their cars are performing 
better than they expected. And you'll get all the credit—which is all right with ur. Delco Remy 
automotive parts are distributed nationally through Omited Delco. 





DELCO-REMY * Division of General Motors Corporation * Anderson, Indiana 


37 


ulation were adopted in the follow- 
ing states: 

Minnesota, Nebraska, New 
York, North Dakota, Maryland, 
Massachusetts, Hawaii, Utah, 
Missouri, Florida, North Carolina, 
District of Columbia, Arkansas, 
Vermont, Tennessee, Connecticut, 
Pennsylvania, Wisconsin, Geor- 
gia, Kansas, Montana, Oregon, 
Washington, Nevada, Oklahoma 
and California. 

Highway speed limits were raised 
in eight states. They are: 

Maine, 70 miles per hour on the 
Interstate System; 60 on state 
roads; Michigan, 70 on express- 
ways, 60 at night; Nebraska, 75 on 
freeways and Interstate System (65 
for trucks and combinations); 60 in 
daytime and 50 at night for trucks 
and combinations on hard-surfaced 
roads. 

North Dakota, 75 in daytime and 
65 at night for passenger cars on 
Interstate System (60 for trucks 
day and night); Oklahoma, 70 on 
four-lane divided highways open to 
traffic for at least five miles, 50 for 
combinations weighing 48,000 
pounds or more; Oregon, 55 for 
school buses; Texas, 70 for vehicles 
on turnpikes; 60 in daytime and 55 
at night for cars and buses on other 
roads; Vermont, 50 for trucks, 
buses and combinations. 


Retarded Children 
Ride in a Car | 
Donated by Dealer 


The principal of a Virginia school 
says she “tells everyone about Mr. 
Carwile.” 

Sounds bad, in a way, but what 
Cornelius T. Carwile did wag not. 
This vice-president and manager 
of Merrimac Motors in Hampton 
loaned a 1952 four-door Plymouth 
sedan last school year to the Penin- 
sula Preschool for Retarded Chil- 
dren. 


The preschool is a Red Feather 
agency serving the metropolitan 
area of Newport News and Hamp- 
ton, and funds are often limited. 

With nothing in her budget for 
a car, Mrs. Kecha Kashouty, the 
principal, walked into a nearby 
dealership—M errimac Chrysler- 
Plymouth—and asked Carwile, ‘Do 
you have a car you could give me?” 


In two weeks the youngsters had 
the car they needed for field trips. 
The vehicle was elderly, but it had 
a new motor and new paint job and 
it didn’t use any oil. All the school 
had to provide were license, insur- 
ance and gas. Merrimac serviced it. 

Carwile said he loaned it on a 
“courtesy basis” with no thought 
of any tax deduction. 

“It only cost me $50 a month 
and that’s not much,” he said. 

The gesture is personally gratify- 
ing and should be profitable, based 
on the goodwill engendered by 
the principal, employes’ word-of- 
mouth advertising, and the fact 
that it cost relatively little as a 
project. 


Standard Oil 


Promotes Belts 


Standard Oil Co. of California 
has joined state and national safety 
organizations in promoting the use 
of safety belts in passenger cars. 
The oil company is instituting a 
four-phase program: 

Installation of safety belts in 
company cars and trucks already 
under way. 

An educational program on the 
advantages of using safety belts. 

A special introductory discount 
to employes on their purchase of 
belts for personal] autos. 

Addition of safety belts to the 
line of accessories sold and in- 
stalled by Standard and Chevron 
dealer service stations. 





Northwestern U. Publishes 


Book on Vehicle Law 


A new book, Vehicle Traffic Law, 
has been published by the Traffic 
Institute, Northwestern University, 
Evanston, Il. 


The 468-page volume, priced at 
$10, is intended as a digest and re- 
view of existing traffic laws and 
regulations. 
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Highway Setup Is Important... 


Looking for a Dealership Site? 


By L. H. Houck 
Travelling Correspondent 

JEFFERSON CITY, Mo. If 
you’re looking for a profitable deal- 
ership to buy, be leery of deals 
where competition does not exist 
or towns in which there are only 
one or two dealers. Be even more 
leery of setting up in a town where 
there are no new-car dealers. 

In spite of the annual hullaba- 
loo about the number of dealers 

going out of business, dealers 
who are mad at the factory and 
dealers who are netting less than 
one percent, the retail auto busi- 
ness is a profitable one. If you 
don’t believe this, try to buy an 
old, established dealership. 

But the sure-thing location may 
be nothing more than a town with- 
out any dealers, or a town where 
the last dealer is throwing in the 
sponge. 

There are lots of towns of more 
than 3,000 population without deal- 
ers or with only one or two, and 
there are likewise thousands of such 
towns which have dealers for most 
makes, most of whom are making 
money. 

Take Galena, Kans. There are no 
auto dealers in Galena, and none 
has been able to exist for 20 years 
because of Joplin, Mo., only 10 miles 
away, a town of 50,000 or more, 
always has had plenty of dealers. 
Joplin is a trading center for a 
large area. 

Another town without a new-car 
dealer is Pleasant Hill, Mo. 

Pleasant Hill is a fine little town 
of more than 3,000 population, some 
50 miles from Kansas City, 12 miles 
from Harrisonville, Mo., and a little 
farther from Lee’s Summit, Mo. 
Lee’s is in the shadow of Kansas 
City. 

Pleasant Hill hasn’t had a Ford 
dealer in 20 years. The last deal 
was Chrysler-Plymouth which 
folded about two years ago. It 
now has a used Car lot. 

Pleasant Hill is unfortunately lo- 
cated as far as auto dealers are 
concerned because more aggressive 
dealers in Harrisonville claim it for 
their territory, and some dealers in 
Lee’s Summit claim it’s in their 
territory. If closed territories ever 
come back Pleasant Hill might be 
split in the middle by the territorial 
line. 

Lee’s Summit Ford dealers once 
put a display of Fords in Pleasant 
Hill, but the Harrisonville dealer 
complained and the operation was 
discontinued. 

The day of the prosperous village 
auto dealer has pretty well ended. 
This deal was killed by good roads 
which funneled the buyers into the 
next larger town. 

If you’re looking for a good place 
to locate a dealership, watch the 
new limited-access highways. Study 
the map of the highways around the 
proposed location and the business 
history of the area. 

Right now, limited-access high- 
ways are relocating business enter- 
prises by causing a shift in buying 
population. 

In St. Louis, hundreds of road- 
side businesses closed when ex- 
pressways left them with only 
the old road and a connection 
with the new artery. Most of them 
were eating places, service sta- 
tions and other small operations. 

The limited-access highway, the 
freeway and the toll road are here 
to stay, and the man looking for a 
business to buy must be careful 
that he is not left holding the bag 
on an almost abandoned highway. 

Missouri has just completed a 
limited-access highway between 
Kansas City and St. Louis. The 
route formerly went through the 
northern business area of Warrens- 
burg. 

There have been as many as three 
auto dealers on the old road, half 




























transact business at a metropolitan 
destination. 

Many owners of businesses on old 
highways start making plans to sell 
out when they learn that new free- 
ways are bypassing them. 

The trouble with business loca- 
tions that are exclusive with no 
competition is that usually 
there’s no traffic problem either. 
And business usually is where 
the traffic is because you’ve got 
to have people to make a business 
go. 

It’s all very well to have a policy 
of going out and hunting buyers, 
but the fact remains that profit 

often is wrapped up in the drop-in 
customer. 

This is especially true of the auto 
buyer. There are dealers on busy 
interstate highways who reap a 
substantial amount of business from 
the highway. Some motorists have 
car trouble and trade for a new one 
on the spot. 

National finance companies and 
national credit cards make this 
easier than ever before. The resi- 





dent of Burbank, Calif., can buy a 
car from a dealer in a small Mis- 
souri town just as easily as he can 
buy at home. 

The thing to seek in buying a 
dealership is a location where traffic 
interchanges or where the heavy 
traffic arteries unload. 

Count the traffic as the chain 
store locator does. New-car dealers 
are seldom found in shopping cen- 
ters. A good shopping center or an 
area near one could prove to be 
one of the best locations for a 
dealer. 

On a recent trip, I found a dealer 
in a village 50 miles from a metro- 
politan area who has been extremely 
successful for 35 years. He draws 
most of his trade from the city. 

In a similar town, a dealer in the 
Same make was doing less than .5 
percent of the other’s business and 
was about to call it a day. 

The traffic pattern was different 
in the two towns. For the unsuc- 
cessful firm, the traffic was locked 
in a limited-access highway al- 
most from the time it left the 
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might be displayed at the dealer. 
ship. He misses all of this untjj he 
gets off the turnpike. 

Another thing to watch igs the 
population of the area around the 
proposed dealership. Be carefy] not 
to get the people mixed up with 
the wealth of the county. A coun 
might have exceptionally high per. 
capita wealth, but the Population 
might be four wealthy farmers with 
big acreage. 

Great population shifts are tay. 
ing place in the United States, Jug 
remember, when you want to buy 
a dealership, that it takes people to 
buy cars. Go where the competition 
is, “there’s no business where jt 
ain’t.” 


°39 Chevy Owner Claims 
He’s Driven 768,000 Miles 


FLOYDADA, Tex.—Marvin Stiles, 
a Floyd County farmer, is sgtijj 
driving a 1939 Chevrolet which he 
claims has logged 768,000 mileg in 
a 22-year span. 





“How many horses?” 





city. In the other location, the 
highway was an access road 
almost from the big-city limits. 

Of course, anyone can get off a 
limited-access highway almost any- 
where, but the point is that the 
driver who would make a good cus- 
tomer is too comfortable going to 
his destination to stop. 

Also, the driver is not subjected 
to any impulse advertising that 


Oden Chevrolet Co. here, decided 
against trading in the car when he 
purchased a ’61 pickup recently, 
He said there still are miles of 
travel left in the ’39 car, whose 
first engine was replaced after 
525,023 miles. 








simply say Delco 


AND YOUR SERVICE BUSINESS !S BET- 
TER ORGANIZED, EASIER TO PERFORM, 


MORE PROFITABLE! There’s money for you... 
in batteries, tune-up and lighi repair, and 


BIG money... 


glance you know exactly what parts you have in stock. And 
your United Delco supplier checks all these cards periodi- 
cally to relieve you of inventory problems. m DELCO 
CATALOG INFORMATION helps you do a better job, 
easier and more efficiently. No more guesswork ... you 


Stiles, who bought the car from |) 


a dozen restaurants and eight or 
10 service stations, a couple of re- 
pair shops and two supermarkets. 
Most of these businesses derived 
more than half their volume from 
the traffic on the highway; some 
derived as much as 75 percent. 
In theory, these customers will 
drive off the expressway to see their 
old friends, but the trouble is, it’s 
too comfortable to keep right on 
driving at 70 miles per hour and 





United Delco can show you the way. @ UNITED DELCO 
cabinets for stocking parts, for one thing. There's one to 
exactly fit your needs with shelves and drawers 
organized and clearly marked for efficient parts storage. 
They pack broad-coverage, fast-moving parts for most 
tune-up and light repair services—stats, bearings, ignition 
parts, carburetor parts, shocks, and dozens of others. 
@ DELCO INVENTORY CONTROL... handled through 
Inventory Control Cards that come with your cabinet. At a 


always have the latest application information at your finger 
tips. @ DELCO SERVICE TRAINING is free, through your 
United Delco supplier. You and your employees can receive 
practical, scientific schooling at a nearby GM Training 
Center. @ DELCO PACKAGING has a bright look... 
brilliant and color-keyed to simplify your displays, sales and 
inventory. # DELCO ADVERTISING is everywhere—net- 
work TV, radio, magazines, outdoor boards... all pounding 
home the Delco action phrase “Simply Say Delco” to car 
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amount received for the vehicle at 


During the last year, it was re- 
ported, 45 AALA members have 
queried Jess Raban, AALA gen- 
eral counsel, concerning prob- 
lems involving the Cohn case 


Lyons emphasized that the AALA 
is attempting to obtain favorable 
results in each case where attention 
has been called to the association 
by the member being checked. 

Although the Internal Revenue 
Department has never made a pub- 


“sib ie 
aler. ° 
ihe | AALA Seeks Tax Relief... 
ation Rul 
| Depreciation kule 
With 
unty 
=| Plagues Lessors 
on | 
with | 
2 By John E, Walsh 
tak. Staff Writer the time of sale. 
Just HE depreciation principle in- 
buy volved in the so-called Cohn 
le to case continues to plague automo- 
ition tive leasing companies, according 
e it to Ellis Lyons, Washington tax I 
counsel to the American Leasing with revenue agents. 
Assn. 
He told the 
group’s annual 
A Look pre-model-y ear 
iles, at meeting in Chica- 
Still ° go that internal 
1 he Leasing revenue agents 
s in still are withhold- 





a ing approval of 


rom some long-term lessors’ tax returns 
ided unless the firms agree to the ap- 
whe | plication of the Cohn case. 

= Under the Cohn case application, 
rose Lyons said, the tax agency has 
fter ruled there will be no depreciation 


in the year of sale if the book value 
of a vehicle is lower than the 





Owners in your area, reminding them that you’re the quality 
headquarters for skilled tune-up and light repair service. 
‘ @ DELCO LINES are well-known products, manufactured 
for years by many General Motors Divisions. All these lines 
are distributed through United Delco: Delco Remy, Delco 
Batteries, Delco Rochester, Delco Packard, Delco Products, 


sa toa 





lished ruling in the Cohn case, 
Lyons said, tax agents “are apply- 
ing and even extending its implica- 
tions during regular audits of the 
long-term lessors,” 
* * * 
Schoen Commended 


E COMMENDED Armund J. 
Schoen, 
president of Wheels, Inc., Chicago 








Tax Counsel Speaks— 


Ellis Lyons, Washington tax counsel to 
the American Automotive Leasing Assn., 
reported on current tax and legal prob- 
lems at the association's pre-model year 
meeting in Chicago. 

ee 
lessor, for his testimony before the 
House Ways and Means Commit- 
tee. 

He said Schoen presented docu- 
mentary evidence against the 
proposed Kennedy administration 


AALA chairman and| plan to discontinue “the capital 


gains privilege of the tax laws 


as it pertains to excess over de- 

preciation realized on the sale of 
cars that have been under lease.” 

Schoen’s testimony was credited 
by Lyons for delaying at least until 
1962 further consideration of this 
feature of the tax legislation. 

In other reports at the meeting, 
AALA accountants presented their 
latest cost statistics, 

Based on a comparison of com- 
plete 1960 figures released at the 
annual convention last January 
with figures available for the first 
nine months of ’61, AALA lessor 
records show a gain of 76 cents per 
month in the cost of operating an 
average fleet car under long-term 
lease. 

* * * 


Some Costs Drop 


{INANCE, repairs and mainte- 
nance and delivery expenses 
were down, the accountants report- 
ed, but make-ready, licenses and 
taxes and general administrative 
costs were in excess of last year. 
Costs per month have averaged 
$102.06 thus far in 1961, they said, 
compared with $101.32 for the full 
year in 1960. 

With most lessors running their 
vehicles into the second model year, 
the accountants predicted an aver- 
age price difference of $1,186 on the 
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Delco Harrison, Delco Hyatt, Delco New Departure, Delco 
Guide, Delco Moraine, Delco Appliance, Delco Radio, AC 
Service Parts, and Hydra-Matic. ™ Your United Delco 
Supplier will be happy to explain in full the answer to your 
question, ‘‘What'’s in it for me?” Call him right now ... it’s 
sure worth checking into. Umited Delco 


UNITED MOTORS SERVICE, Division of General Motors 
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trade of a ’60 Chevrolet for a dupli- 
cate of the ’62 Chevrolet. 

The average life of a leased ve- 
hicle is now 20 months, they re- 
ported. 

James Fuerst, Cars for Com- 
merce of Chicago, reported on his 
methods of used-car disposal. 

He claimed an average difference 
of $108 in his favor by trading cars 
instead of the traditional outright 
sales prevalent in the leasing in- 
dustry. 

Judicious choice and fair rela- 
tionships with delivering dealers 
accounted for this unusually high 
rate of difference, he said. His com- 
pany also believes in reconditioning 
units before tradein where neces- 
sary, he added. 

* 


* * 


Dealer Members Report 


ALA members who also are 

Ford, Chevrolet and .Pontiac 
dealers indicated that few changes 
are being planned in mode of oper- 
ation or type and make of cars to 
be delivered to their customers in 
1962. 

Compact deliveries are still 
being held to a minimum and are 
being discouraged as over-the- 
road fleet vehicles, they said. 

It was announced that the annual 
AALA convention will be held at 
the Eden Roc Hotel in Miami 
Beach Jan, 9-12. 

7 


aK * 


Lease Plan Reports Records 


ECORD revenues and income 
have been reported by Lease 
Plan International Corp. for the 
first half of 1961. : 
H. L. Meckler, president, said 
operating revenues totalled $12,208,- 
277, an increase of 60 percent over 
the first six months last year, while 
net after taxes was $318,701, an in- 
crease of 144 percent over that a 

year ago. 

a cd 


Bell of Canada Switches 


ELL TELEPHONE CoO. of Can- 
ada, Montreal, operator of Can- 
ada’s largest fleet of privately 
owned vehicles, has launched a 
five-year program to replace nearly 
all its 5,700 cars and trucks with 





smaller autos and economy vans. 
The company said it expects 

the program to save 25 or 30 

percent in operating costs and 

capital expenditures. 

In announcing that it will switch 
to small European-made cars or to 
American compacts and economy 
vans in place of half-ton installa- 
tion units, Bell said it will buy no 
large passenger cars in the remain- 
der of 1961 or 1962. 

* * * 
Insurance Plan Streamlined 


HARDWARE Mutuals-Sentry 
Life has introduced a stream- 
lined leased-fleet insurance pro- 
gram it says will permit auto deal- 
ers entering the leasing field to 
make immediate deliveries with 
full insurance coverage to lessees 
once an account has been accepted. 

Under the program, said William 
M. Kraus,’ marketing vice-presi- 
dent, commercial lines, all under- 
writing, claims and sales decisions 
will be made in the insurance 
group’s 44 branch offices rather 
than in the home office in Stevens 
Point, Wis. 





Turbeville Expands 


HOUSTON. — Charles F. Turbe- 
ville, owner of Turbeville Motors in 
San Antonio, has formed a partner- 
ship here with Barney Garver to 
do business as Garver-Turbeville 
Ford. 











A Comprehensive Book— 
“THE AUTOMOBILE 
DEALER" 


By Martin H. Bury 
Revised third edi- 
tion just publish- 
ed. Contains the 
answers to most 
dealer problems. 


320 pages, $6.30 p.p. 





PHILPENN PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 21, Pa. 


Send_____copy (copies) of the new book, 
"The Automobile Dealer" 


| | 
| | 
| | 
| | 
| C1 Check enclosed at $6.30 each i 
| [] Send books C.O.D., plus postage | 
| ! 
| ! 
| | 
| | 


Name 


Street 





Zone___ State_ 
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How They're Pushing Sales... 





Dealer Ad Ideas 


N OPPORTUNITY to earn “ex- 

tra money” accompanied invita- 
tions to attend the premiere show- 
ing of the ’62 models at Downtown 
Ford Sales, Detroit. 

The invitations to old customers 
included a “cash book” containing 
five business-reply cards on which 
the guest is asked to write the 
name of a person interested in pur- 
chasing a new or used car. 

“If that party is sold within 30 
days by us (provided the prospect’s 
name is not already on our active 
file), we will mail you a check 
immediately upon delivery of car 
to customer,” Downtown Ford said. 
It did not specify how much the 
supplier of the name would receive. 

The card provides spaces for the 
salesman to whom it is to go, the 
name, address, phone number and 
present car of the prospect, the 
kind of vehicle in which he is in- 
terested and a space for additional 
information. 

There also are spaces for the 
sender’s name and address, and two 
boxes in which he can _ indicate 
whether or not he wishes Down- 
town Ford to use his name in fol- 


lowing up the lead. 
* * ok 


Buy at Home, Bank Urges 
HE First National Bank, Hun- 
tington, Ind., ran a display ad 

urging Huntington citizens to buy 

their autos from Huntington deal- 
ers. 

“Look beyond the deal to the 
dealer,” the ad was headed. “Their 
aim is to satisfy you in every way, 
so that they can serve you again in 


the future,” the copy said. 
* * * 


‘Not Even a Hot Dog’ 

7 some dealers featuring a 
wide variety of free gimmicks 

to increase the sales, Mishawaka 

Gates (Chevrolet) captioned a 

newspaper ad: “Not Even a Hot 

Dog.” 

The copy said “33-year-old Mish- 
awaka Gates, locally owned and 
operated deals in just one commod- 
ity—the automobile business. We do 
not offer the public ox roasts, horse 
racing, free family dinners or a trip 
to the moon. We have faith in the 
buying public’s intelligence and 
common sense. 

“We believe customers are smart, 
They know that the more money 
the dealer spends on so-called ‘free’ 
gimmicks, the less value the pur- 
chaser will realize on his car. We 
want to put all the value in the car 
deal. We know that healthy. dealex- 
consumer relationship is only at- 
tained when the buyer is satisfied 
with the transaction and service 
after sales.” 

* * ¥ 


Illustrated Sale 
OUR Ford dealers in Richmond, 
Va., combined to publish a two- 
page newspaper ad announcing a 
“supermarket sale of A-1 used 
cars.” 

The ad featured pictures of 84 
used cars, complete with descrip- 
tion and price. 

The pictures were taken with a 
Polaroid camera. 

Dealers participating were Lay- 
field Ford, Universal Ford, Com- 
monwealth Ford and Richmond 
Motor. 


* * * 


‘Pedigreed Tradeins’ 
ARY WALSH, Chrysler-Plym- 
outh dealer in St. Petersburg, 
Fla., is advertising his used cars 
as “pedigreed tradeins.” 

The firm has increased its used- 
car business by offering customers 
special services, Walsh said. If re- 
quested, the name and address of 


‘‘OUT OF ROUND” 
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the former owner is given so that 
the customer may call and ask 
questions about the car. 

Walsh also allows a prospect to 
take the car to a mechanic of his 
choice and have it inspected before 
he buys. 

If, after seven days, the customer 
who has bought a “pedigreed trade- 
in,” decides he does not like it, he 
can return it and receive full cred- 
it on any other car of equal value 
in the dealer’s inventory. 

* * * 


Telling the Service Story 
OU VILLA PONTIAC, a new 
dealer in the Elmira (N. Y.) 
area focused attention on its serv- 
ice operation with an unusual 
newspaper ad devoted entirely to 
the service department. 

The ad was built around the 
theme, “This Way to the Cleanest 
Service Department in the South- 
ern Tier,” and described its service 


operation. 
As a special traffic puller, the 


dealership invited motorists to have 
their cars thoroughly checked free, 
including a detailed report on the 
car’s mechanical condition. 

Ke x * 


Pitch for History 
ye BRUNT MOTORS, Elmira, 
N. Y., tied in with the 125th an- 
niversary of Chemung County 
with an institutional newspaper ad 
stressing that its service to the 
community goes back for a period 
of 30 years. 

“And we have $500,000 worth of 
faith in the future,” said the ad, 
which featured photos of the deal- 
ership and its officials. 

cd + & 


Powers Joins Stamp Plan 
HE service department of Pow- 
ers Oldsmobile is giving Dune- 
din (Fla.) merchants’ trading 
stamps, a local savings plan. 
Customers who buy from anyone 
of 41 local merchants using the 
plan receive one stamp for each 
dime spent. Instead of turning in 
a full book at a redemption store 
for a gift, the customer turns in 
his full book to any of the par- 
ticipating merchants who will give 
him either $2.50 in merchandise or 
cash, or apply the amount to his 
next purchase. 





Demonstration of Strength— 


UniGard construction which combines body and frame in one unit is credited fo, 
the success of this demonstration of the strength of a door on a 1962 Simca ‘5" sedan, 
Steve Brodie, 200-pound sales manager of Whittier Imports, Inc., Whittier, Calif, 
rests his weight on the door which closed normally afterwards. Peter Nunez, center, 
general sales manager, United States Simca Sales, Export-Import Division, Chrysler 
Corp., and C. L. Chafe, Whittier president, are interested spectators at the Los Angeles 
dealer meeting where the new Simca was previewed by West Coast dealers. 
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WANT TO TUNE UP MORE CARS WITH FEWER 
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ly say Delco 


Delco Remy and Delco Rochester and Delco Packard. Put this popular team of 
Delco parts up-front in your modern Tune-Up Center... and watch your inventory and 
overhead problems melt before a sunnier profit picture. Why? Because Delco Remy 
Ignition Parts, Delco Rochester Carburetor OK Kits and Delco Packard Ignition 
Leads are fast turnover items. = Delco is a brand name that customers know and trust. 
And these quality lines are long on coverage, short on inventory. Take, for example, 
just 16 Delco Remy contact sets. That's all you need to service 97% of all cars regis- 
tered. For a quick, quality carburetor tune-up of popular U.S. cars and trucks 
Delco Rochester Carburetor OK Kits fill the bill with gaskets, needle and seats, 
pump plungers. It’s the same story with the new Delco Packard individual ignition 
leads. From only 12 TVRS leads or seven 440 copper core cable leads, you give 
service coverage to nearly all American cars. # The United Delco tune-up ‘Pattern 
For Profits” has this whole money-making story . . . efficient coverage, impressive 
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What's New... 





CHICAGO. — Rising personnel 
cost was the major contributing 


factor to the decrease in whole- 
salers’ net profits during 1960 as 
revealed by the 1961 edition of the 
Automotive Service Industry 
Assn’s “Financial Operation and 
Performance Analysis for Automo- 
tive Wholesalers.” 

The report, based on 1960 oper- 
ating figures supplied to the as- 
sociation’s marketing research de- 
partment, covers such items as 
annual operating ratios, costs of 
doing business, leading lines for 
automotive wholesalers, sales vol- 
ume by months and quarters and 
average sales volume of firm per 
employe and per salesman. 

Average net profit for all volume 
classifications before income taxes 
dropped from 3.68 percent in 1959 
to 2.94 percent in 1960. Personnel 
expenses consumed 62.44 percent of 
wholesalers’ gross margin of profit, 








In Parts and Accessory Distribution 


with other operating expenses ac- 
counting for 27.84 percent. 

“In view of these facts, automo- 
tive wholesalers should take a close 
look at personnel costs within their 
own business operations,” caution- 
ed J. L. Wiggins, executive vice- 
president of the association. 

The best sales month for auto- 
motive wholesalers in 1960 was 
October, which accounted for 9.28 
percent of sales for the year as 
compared with 9.85 percent dur- 
ing 1959. Annual stock turnover 
was at a rate of 3.86 times and 
represents a slight improvement 
over the 3.73 turns in the previous 
year. 


* * * 
Ignition Parts Merchandiser 
FOND DU LAC, Wis. — New 


Capac Ignition Cabinet Merchan- 
disers designed to provide dealers 
w'th a full-scale tuneup depart- 
ment, complete with equipment for 








automotive electrical analysis and 
correct parts installation, have 
been announced by Wells Mfg. 
Corp., here. Assortments of Capac 
ignition parts are contained in each 
cabinet merchandiser. 


Pacific Show 
To Open Doors 
One Day Early 


PORTLAND, Ore. — The 1962 
Pacific Automotive Show, to be 
staged in Portland’s Memorial Col- 
iseum next March, will introduce 
several innovations. 

These “firsts” were discussed at 
a dinner meeting here attended by 
members of the general committee 
appointed by PAS President Har- 
old Littrell, Littrell Parts Co., Med- 
ford, Ore.. who presided at the 
meeting. Leonard Gibson, execu- 


PARTS FROM A SINGLE QUALITY SOURCE? 





tive manager of the PAS, was host 
for the dinner. 

Among the innovations of the ’62 
show will be the length of time 
it will be held—five days, instead 
of four, as in the past. Previously 
it had been announced that the 
show would open on March 22, but 
at the dinner meeting it was an- 
nounced that it had been decided 
to open a day earlier—on March 21. 

Another “first” for the 1962 PAS 
will be the staging of “New Dimen- 
sions in Management” on the morn- 
ings of March 21-23 in conference 
rooms in the Coliseum, with the 
show proper to open at 1 p.m. on 
these days. 

The sponsorship fee for the ’62 
PAS for automotive wholesalers 
within the area of the 13 Western 
states, Western Canada and Mex- 
ico—the area served by the PAS 
—will be $10 per sponsor, regard- 
less of location of stores within the 
area or number of employes. 

All wholesalers from outside this 
area will be guests of 1962 PAS 
Sponsoring Wholesalers without 
payment of sponsorship fee. 

The Show Committee is headed 
by Orval L. Butler, who also was 
designated as assistant to the pres- 
ident. Butler is general manager of 
Stevens Corp. Also serving on the 
committee are Everett R. Benge 














advertising, training, application and service information. Ask your United Delco Supplier for details. = 
Better yet, take 15 minutes and let him show you the substantial profit opportunity you have in the tune-up busi- 
ness when you simply say Delco. Delco Remy Electrical and Ignition Parts, the complete line of 
Delco Rochester carburetor service and replacement parts,and Delco Packard 
Ignition Leads are distributed nationally through Umited Delco. 





UNITED DELCO, Products of General Motors 





Barker’s Auto Supply; H. E. Chase, 
H. E. Chase Co.; Leonard W. Hinds, 
Minnesota Mining & Mfg., and 
George W. Gardner, Federal- 
Mogul Service, all of Portland; 
Jack Dowling, manufacturers’ rep- 
resentative, Seattle; W. A. Regalia, 
Regalia Auto Parts, Seattle, and 
Harlan Hawkins, Albany Auto 
Parts, Albany, Ore. 


* ok * 
Motor Supply Acquired 
By American Parts 


SAVANNAH, Ga.—Motor Supply 
Co., which operates nine wholesale 
automotive parts outlets in Georgia 
and South Carolina, hag been ac- 
quired by American Parts Co., 
parts division of Gulf & Western 
Industries, Inc, according to 
Thomas F. Plant, president of 
American Parts. 


Motor Supply had annual sales of 
$1.7 million in 1960. Direction of 
Motor Supply’s outlets will be 
under Clyde E. Hawkins, presi- 
dent of Patten Sales Co., Jackson- 
ville, Fla, 

* a * 


Slip-On Opens Houston Depot 


CLEVELAND. — Slip-On Corp., 
manufacturer of appearance pan- 
els, has opened a warehouse in 


Houston. 
x * oe 


Georgia Wholesalers 


To Convene Dec. 3-4 


ATLANTA.—The Georgia Auto- 
motive Wholesalers Assn., Inc., will 
gather for its 10th annual conven- 
tion Dec. 3-4 at the Heart of At- 
lanta Motel. 

President is Walter Shonhor, At- 
lanta. The association recently ap- 
pointed its first fulltime executive 
secretary, Thomas A. Mote. It has 
moved its headquarters to 523 
Simpson St., N.W. 

* * * 
American Parts Acquires 


Motor Supply in Southeast 


HOUSTON.—American Parts Co., 
division of Gulf and Western In- 
dustries, Inc., has acquired Motor 
Supply Co., which operates nine 
wholesale auto parts outlets in 
Georgia and South Carolina. 

The Savannah-based Motor Sup- 
ply Co., a distribution division of 
Hastings Mfg. Co., had annual 
sales of $1.7 million in 1960. 

* * a 


Zac-Lac Names Ross 


ATLANTA. — Zac-Lac Paint & 
Lacquer Corp, announces the ap- 
pointment of William P. Ross sr., 
Louisville, as automotive sales rep- 


resentative. 
* * * 


Ryan Auto Organizes 


Indianapolis Branch 


INDIANAPOLIS. — Ryan Auto 
Co. has opened a branch parts 
store at 5432 N. Keystone Ave. 

Ryan, a 20-year-old firm, is a 
United Delco wholesaler and han- 
dles other original equipment parts. 
Cc. W. Higginbotham is president. 

* * 


Weatherhead Picks Dyke 


PITTSBURGH. Dyke Motor 
Supply has been appointed a cen- 
tral warehouse for the distribution 
of imported-car parts marketed by 
Weatherhead Co. 

* * 


* 


Foster Elected President 


DENVER.—Stockholders and di- 
rectors of Foster Auto Supply Co., 
550 Acoma St., have elected J. W. 
Foster to the presidency. 

* * * 


New Network Planned 


CLEVELAND. — Jack & Heintz 
Division of Siegler Corp. announc- 
ed it would establish a national net- 
work of distributors for its new 
line of standard industrial typce 
quick-connect couplings. 








SELL 4x4 VEHICLES? 
Sell the best!... 


HUSKY 
HUB! 


Millions of customer proven miles have made Trade 
Winds the largest manufacturer of free-wheeling hubs. 
The Husky is self-engaging, never requires rocking 
or rolling. Unlike others, the Husky can’t bind through 
abuse. Never requires tools, just a twist of the fingers 
... because its engineered with all operating condi- 
tions in mind. Model for any vehicle. Keep your 
customers happy with his 4x4... . sell the best! Write 
for literature and name of nearest representative to: 
TRADE WINDS, INC., Box 976g, Boulder, Colorado 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


59 °60 59 =°60 
Nov. Dee. 


"60 
Oct. 


Prices of ’61s added and ’53s dropped in November, 1960. Prices of '60s and '52s dropped in December, 1959. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


* * * 


MINNEAPOLIS 


Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of Sept, 27. 
Supply short. Wholesale soft, retail very 
quiet. Sold 45 cars from 79 consignments. 
BUICK—’56 Century 4-dr. Riviera, $405* 

(ps). 
’55 Super 2-dr. Riviera, $300*. 
"54 Special 2-dr. Riviera, $260*; 4-dr., 


$130* (ps). 
CHEVROLET—’60 Corvair (6) 4-dr., $1,- 
050. 
’58 Bel Air (8) 4-dr., $1,010*. 
’57 Two-ten (8) 2-dr., $665*; 4-dr., 


$615; Two-ten (6) 2-dr., $295*, 
’53 One-fifty (6) 2-dr., $125. 
’52 Two-ten (6) station wagon 4-dr., 


$180. 
CHRYSLER — '56 Windsor 2-dr. hardtop, 
$450*. 

’54 Windsor 4-dr., $130*. 
DeSOTO—’56 Firedome 4-dr., 
DODGE—’'60 Matador (8) 4-dr., 

(ps). 

’58 Sierra (8) 4-dr., $630*. 

’56 Coronet (6) 4-dr., $155*. 
FORD—’58 Fairlane (6) 2-dr., $565. 

’57 Fairlane (8) 4-dr. Victoria, $575*; 
Fairlane (6) 4-dr., $425*. 
’56 Custom (6) 4-dr., $315*; 

(6) conv., $270* (ps). 
’54 Crest (6) 2-dr. Victoria, $160*; Crest 
(8) 4-dr., $105. 
"53 Crest (8) 2-dr, Victoria, $150. 
MERCURY — ’57 Monterey 4-dr. hardtop, 
$575*. 
OLDSMOBILE—’54 (88) Super 2-dr. Holi- 
day, $245*; (88) 4-dr., $155*, $140*. 
PLYMOUTH—’'56 Savoy (8) 4-dr., $360*. 
‘55 Plaza (6) Suburban 2-dr., $145*. 


DOTHAN, ALA. 


The Auto Auction. Sale every Wednesday. 
Prices are for sale of Sept. 27. Had good 
consignment of late model cars but need 
more buyers. 

BUICK—’59 Special 2-dr. Riviera, $1,810* 


$475*. 
$1,425* 


Fairlane 


(ps). 
’57 Special 4-dr, Riviera, $720*; 4-dr., 
$540* (ps), $360*; Century 4-dr., $545* 


(ps). 
CADILLAC—’61 (62) 4-dr. hardtop, $4,- 
525* (ps). 

a (60) Special 4-dr. hardtop, $1,300* 
Ps). 

CHEVROLET—’60 Impala (8) sport coupe, 
$1,740* (ps). 

"58 Impala (8) 4-dr., $1,130* (ps); Del- 
day (8) 2-dr., $670*. 

’57 Bel Air (8) 4-dr., $770*. 

’56 Bel Air (8) 4-dr., 2 at $470*, $320; 
Two-ten (6) 4-dr., 2 at $350*, $345; 
Two-ten (8) 4-dr., $200*, 

DeSOTO—’56 Firedome 2-dr. hardtop, 
$340* (ps). 
DODGE—’57 Coronet (6) 4-dr., $565. 

56 Coronet (8) 4-dr., $390*, 

FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$2,850* (ps); Galaxie (8) 4-dr., $1,- 
460* (ps); Falcon (6) Deluxe 4-dr., 
$1,175; 2-dr., $1,010; Fairlane (8) 4- 
dr., $940. : 

*59 Galaxie (8) 4-dr., $1,190; Custom 
300 (6) 4-dr., $770*; Fairlane (8) 4- 
dr., $565*. 

’58 Fairlane 500 4-dr., $620* (ps). 

’57 Custom 300 (8) 4-dr., 3 at $390*, 2 
at $335*, $305* (ps). 

’56 Country Sedan (8) 4-dr., 2 at $400* 
(ps), $360*; Fairlane (8) 2-dr., $360*; 
4-dr., $265; Fairlane (6) 2-dr., $255; 


Parklane (8) 4-dr., $350; Custom (6) 
2-dr., $320; Custom (8) 4-dr., $150; 
Ranch Wagon (8) 2-dr., $220. 
MERCURY — ’57 Monterey 4-dr., $660* 
(ps). 
OLDSMOBILE — '59 (88) 4-dr., $1,285* 
(ps). 
"58 (8) 2-dr. Holiday, $875* (ps). 
’57 (98) 2-dr. Holiday, $550* (ps); (88) 
4-dr. Holiday, $520* (ps). 
56 (88) 4-dr. Holiday, $245* (ps). 
PACKARD—’57 Clipper 4-dr., $205* (ps). 


PLYMOUTH—’59 Fury 2-dr. hardtop, $1,- 
075* (ps). 

’56 Belvedere (8) 4-dr., $255* (ps). 
PONTIAC—’56 Star Chief 4-dr., $340*. 
RAMBLER—’57 Custom (6) 4-dr., $530. 

56 Custom (6) 4-dr., $525. 


ALBANY 


Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Sept. 25. 
High prices are slowly slipping away from 
the car market while extra nice used cars 
are still bringing fancy prices and will con- 
tinue to do so, but there will soon be more 
of them. Sold 79 cars from 100 consign- 
ments. 

BUICK — ’'56 Super 2-dr. $400* 
(ps). 


Riviera, 


"60 =*61 "60 
March A 


60 ~(’61 
Feb. 


"60 °61 
Jan. 


"60 =+’61 


"60 61 Saly 


May 


"61 
pril 


Figures alongside bars represent dollars. 


’55 Super 2-dr. Riviera, $255* (ps); 2- 


dr., $150* (ps). 
CHEVROLET—’61 Impala (8) sport sedan, 
$2,280*. 

’60 Bel Air (6) sport coupe, $1,650*; 4- 
dr., $1,525*, $1,400; Bel Air (8) 4-dr., 
$1,525*; Brookwood (8) 4-dr., $1,- 
510* (ps). 

’59 Impala (6) sport coupe, $1,255*; Bel 
Air (6) 4-dr., $1,125; Parkwood (8) 
4-dr., $1,100*. 

’58 Bel Air (8) 4-dr., $1,010 *(ps); Bis- 
cayne (6) 4-dr., $760. 

’57 Bel Air (8) 4-dr., $930*, $750*, $625*, 
$620. 

’56 Two-ten (6) sport coupe, $690*; sta- 
tion wagon 4-dr., $410*; Two-ten (8) 
4-dr., $565*. 


’55 Two-ten (6) sport sedan, $410*; 2- 
dr., $200; Bel Air (6) conv., $330*. 
’54 Two-ten (6) 4-dr., $215. 
DODGE—’59 Coronet (8) 4-dr. hardtop, 
$1,000* (ps). 
FORD—’60 Galaxie (8) Starliner, $1,650* 


$1,450*; Fairlane 500 (8) 4-dr., $1,- 
250*; Fairlane 500 (6) 2-dr., $1,100. 

’59 Galaxie (8) 4-dr., $1,200*; Fairlane 
500 (8) 4-dr., $1,010* (ps); Custom 
(8) 4-dr., $930*; Custom 300 (6) 2-dr., 
$880. 

’58 Fairlane (6) 2-dr., $700. 

’57 Fairlane 500 (8) conv., $620* (ps); 
Fairlane (8) 2-dr. Victoria, $425*; 
Custom (8) 2-dr., $210. 

’56 Ranch Wagon (8) 2-dr., $380; Fair- 
lane (8) 4-dr., $370*; 2-dr. Victoria, 
$350*; 2-dr., $310*. 

’55 Ranch Wagon (6) 2-dr., $270, $160; 
Country Sedan (6) 4-dr., $190; Cus- 
tom (6) 4-dr., $120. 

LINCOLN—’58 Premiere 4-dr. hardtop, $1,- 
200* (ps). 

MERCURY — ’57 Voyager 4-dr., $660* 
(ps); Commuter 4-dr., $220*. 

’56 Custom station wagon 4-dr., $360*; 
Monterey 2-dr. hardtop, $180*. 

’55 Monterey 4-dr. station wagon, $230*. 


NASH—’57 Ambassador (8) 2-dr. hardtop, 
$400*. 


760 61 
Sept. 


60 ="61 
Aug. 
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OLDSMOBILE — ’'61 (88) $2,280* 
ps). 
’59 (88) Super 4-dr. Holiday, $1,400* 
(ps). 
’57 (88) Super 2-dr., $750* (ps); conv., 
$575* (ps). 
PLYMOUTH—’60 Fury (8) conv., $1,510*. 
’59 Belvedere (8) 4-dr., $890*. 
’58 Savoy (8) 4-dr., $675*; 2-dr., $530*; 
Savoy (6) 4-dr., $460. 
‘57 Belvedere (8) 4-dr., $550*; 
(6) 4-dr., $440. 
'56 Savoy (8) 2-dr., $260*, $170; Subur- 
ban (6) Custom 4-dr., $160*. 
’55 Plaza (6) Suburban 2-dr., $185*. 
PONTIAC—’60 Catalina 4-dr., $1,700*. 
’56 Chieftain (870) 2-dr. Catalina, $460*, 
$370*. 
RAMBLER—’57 Super (6) 4-dr., $470*. 
’56 Super (6) Cross Country 4-dr., $650; 
Custom (6) 4-dr., $260* (ps). 
STUDEBAKER—’61 Hawk (8) 2-dr. hard- 
top, $1,800. 
59 Lark (6) 2-dr., $810. 
MISCELLANEOUS—’60 Ford 


4-dr., 


Plaza 


%-ton pick- 





—____ 


up, $1,000. 
’57 Dodge %-ton pickup, $450, 
’56 Chevrolet %-ton pickup, $3509, 


FONTANA, WIS. 


Fontana Auto Auction. Sale every Thur, 
day. Prices are for sale of Sept. 28. Prices 
steady on all sharp units. Shortage of Used 
cars in dealers’ hands still prevails Sold 
189 cars from 276 consignments, r 
BUICK—’57 RM 4-dr. Riviera, $809+ (ps), 

$725* (ps); Super 4-dr. Riviera, Stine 
(ps); 2-dr. Riviera, $705*; Special 2. 7 
dr. Riviera, $570*; 4-dr, Rivierg 
$555*; 4-dr., $540*. F 
"55 Special 4-dr. Riviera, $455*; Centur 
2-dr. Riviera, $320* (ps), y 
CADILLAC—’57 (62) Coupe de Ville, $1,- 


saan) 


285* (ps); Sedan de Ville, $1,29%+ 
(ps); conv., $1,085* (ps), ri i 
"55 (62) 2-dr. hardtop, $675* (ps); (60) | 
Special 4-dr., $590* (ps). Z : 
’49 (62) Custom 4-dr., $680", 
CHEVROLET—’'61 Brookwood (6) 4.q, 


$2,125. 

60 Impala (8) 4-dr., $1,940*; cony., $1. 
840*, $1,700* (ps); Brookwood (8) 4. 
dr., $1,670* (ps); Brookwood (6) 4. 
dr., $1,630; Biscayne (6) 4-dr,, $1,. 
460*, $1,375; Corvair (6) 4-dr,) §y'. 
205, $1,195*; 2-dr., $1,095. c 

59 Parkwood (6) 4-dr., $1,520*; Impala 
(8) sport sedan, $1,395* (ps); 4-qp 
$1,380* (ps); Biscayne (6) 4-dr, $1. 
080; 2-dr., $1,040*. nace 

’58 Impala (8) conv., $1,030*, gog5- _ 
(ps); Bel Air (8) sport coupe, $895+ 
(ps); Bel Air (6) 4-dr., $675*; Bis. 
cayne (8) 2-dr., $870; Delray (6) 9. 
dr., $730; Nomad (6) 4-dr., $730, 

’57 Two-ten (6) 4-dr., $805*; 2.ar 
$715*, $700*, $680*; One-fifty (6) 2: 
dr., $515*, 

"56 Bel Air (6) 4-dr., $580*; Bel Air (g) 
4-dr., $520* (ps). 

’55 Bel Air (8) 4-dr., $480*; Two-ten 
(8) 4-dr., $315*, $215*; Two-ten (6) 


2-dr., $260*. 

’54 Two-ten (6) 2-dr., $250. 

’53 One-fifty (6) 4-dr., $295; Bel Air 
(6) 4-dr., $285*; Two-ten (6) 4-dr, 
$275. - 


COMET—’60 Comet (6) 2-dr., $1,175. 

DeSOTO—'59 Fireflite 2-dr., $1,200* (ps), 
$1,180* (ps). 

DODGE—’60 Pioneer (8) 4-dr., $1,350", 

*58 Coronet (8) 4-dr., $670*. 

’57 Royal (8) 2-dr. hardtop, $510* (ps), 
EDSEL—’60 Ranger 4-dr., $1,180*. 
FORD—’60 Country Sedan (8) 4-dr., $1, 

330; Fairlane (8) 4-dr., $1,280*; 2-dr,, 
$825*; Custom (6) 4-dr., $1,200*; Fal- 
con (6) 2-dr., $1,135; station wagon, 
$1,050. 

’59 Ranch Wagon (8) 4-dr., $1,050*; 

Fairlane (8) 2-dr. Victoria, $1,275, 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 

150. 


(Continued on Page 43, Col. 1) 


(ps); Falcon (6) station wagon 4-dr., 
re ra tse niin nlm itemise eet nea 


ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782i 
SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our [5th Year of 
Continuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, inc. 
Warehouse Point, Conn. 





FLORIDA 


| DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


MARYLAND 
BEL AIR—Bel Air Auto Auction. Ti- 


NEW JERSEY 





tles, checks guaranteed. ante Minutes from New York City 


ed. Thur., 12 noon. Establish 


MICHIGAN 


Aptco 
DETROIT'S 


Oldest, Largest and Very Best 
Wednesday ct Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


NEW JERSEY 


N-A-D-E 


eat a 


600 CARS|..>.. 


EVERY WEEK LANES 


tion of Penna and N J Turnpikes 
Route 206 South, Bordentown, N. J 
Exit 7, N Turnpike « AXminster 8-3400 








Jun 





Overstocked? Inventory Unbalanced? 


Top Heavy with H 


ard-to-Sell Items? 


Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation’s top auto auctions. 








EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND. 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
INSURANCE AGENCY, 
ingham, Alabama 


EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 


AUCTION 
Birm' 





NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 
Albany 5, N. Y. 


Every Monday — II O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 


ih) sh) lo 
SNL 
NU ays 


Insured Checks and Titles 
EVERY WEDNESDAY at NOON 


















NORTH CAROLINA 





RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U. S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 








PENNSYLVANIA 


ALLENTOWN, PA. (in Kuhnsville) 
EVERY MONDAY AT NOON 





WE DIDN'T GROW 
LIKE "TOPSY" 


Topsy "just grew.'' We've grown, too. 
In fact, Manheim is the largest auto auc- 
tion in the world. 

But we know why we've grown. Satisfied 
customers have told us. - 

They appreciate our policy of fairness 
with both buyers and sellers. 

Plan to attend next Friday's sale and 
learn, firsthand, why we've become f 
largest auto auction in the world. 


Manheim Auto Auction, Inc. 


Route 72 me Manheim, Pa- 
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le, $1,. 
$1,229* 
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Used-Car Auction Prices 
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157 Custom (6) 4-dr., $575*, $480*, 
$431 ie 
56 «Country Sedan (8) 4-dr., $475*; 
Fairlane (8) 2-dr, Victoria, $405*, 
iso Thunderbird (8) 2-dr, hardtop, $1,- 
150 Fairlane (8) 2-dr. Victoria, $335*; 
4-dr $320*, $285*. 
IMPERIAL . '55 Imperial 4-dr., $410* 
(ps) : 
MERCI RY—'57 Montclair conv., $660* 
(ps). a 
“ Monterey 4-dr., $250* (ps), $240 
(ps Montclair 2-dr. hardtop, $300*. 


’55 Monterey 4-dr., $210*. 
154 Monterey 4-dr., $295* (ps). 


OLDSMOBILE '59 (98) convy., $1,785* 
(ps); (88) 4-dr., $1,445* (ps). z 
58 (S88) 2-dr. Holiday, $1,130* (ps); (88) 
Super 2-dr. Holiday, $1,050* (ps). 
157 «4(88) 2-dr. Holiday, $785*, $660* 
(ps), $600*; (98) 2-dr., $620*, 
55 (SS) 2-dr., $495* (ps). 
PLYMOUTH 59 Belvedere (8) 4-dr., 
oAk* 
os Placa (8) 4-dr., $390*; Suburban (8) 


Deluxe 4-dr., $700*. 
157 Belvedere (8) 4-dr., $545* (ps), $415* 


(ps). 


PONTIAC—’61 Catalina sport coupe, §$2,- 
300°". 
eo Catalina conv., $2,280* (ps), 
59 Bonneville 4-dr., $1,580*. 
57 Chieftain 2-dr. Catalina, $640*; conv., 
$350* (ps). : 
RAMBLER—’60 American (6) station wag- 
on 2-dr., $1,605* (ps). 
59 Super (6) station wagon 4-dr., $1,- 
160, $1,100*. 
57 Custom (6) Cross Country 4-dr., 
$705*. 
‘55 Custom (6) Cross Country 4-dr., 
$475 
STUDEBAKER—'60 Lark (8) 4-dr., $1,- 
060*; Lark (6) 4-dr., $1,000*, 
59 Lark (6) 4-dr., $850. 
155 Champion (6) 2-dr., $290. 
MISCELLANEOUS— 57 Ford %-ton pick- 





up, $690, $500. 
56 Ford 1%4-ton pickup, $500. 
55 Ford %-ton pickup, $325. 


EBENSBURG, PA. 


Ebensburg Auto Auction, Sale every 
Thursday. Prices are for sale of Sept. 28. 
Market excellent. Trading was very brisk. 
Had surprisingly large consignment in spite 


of new-car showings, Sold 85 percent of 
100 consignments. 
BUICK—’58 Super 4-dr. Riviera, $785*. 

’57 Super 2-dr. Riviera, $540*; RM 4- 
dr., $520* (ps). 

’56 Super 4-dr., $375* (ps). 

’55 Special 4-dr., $300*. 

CADILLAC—’60 (62) 4-dr. hardtop, $3,- 
400* (ps). 

56 (62) 4-dr., $785*. 

’52 (62) 4-dr., $300*. 

CHEVROLET—’61 Bel Air (8) 4-dr., $1,- 
830*. 

’59 Bel Air (8) 2-dr., $985*. 

’58 Biscayne (6) 2-dr., $875*, $830; 4- 
dr., $750*; Bel Air (8) 4-dr., $830* 
(ps); Delray (6) 2-dr., $700. 

’57 Bel Air (8) station wagon 4-dr., 
$775*; 2-dr., $725*; Two-ten (8) 2-dr., 
$680". 

’56 Bel Air (8) 2-dr., $550*; 4-dr., $510*, 
$500*, $470*; Two-ten (8) 4-dr., $480*. 

’55 Bel Air (8) 2-dr., $310*, $305*; Bel 
Air (6) 4-dr., $300*; Two-ten (6) 2- 
dr., $295*; 4-dr., $260*; Two-ten (8) 
2-dr., $250*, 

DODGE—’60 Dart (6) 2-dr., $1,285. 

’57 Coronet (8) 4-dr., $515*; Royal (8) 

4-dr., $500*. 


’56 Coronet (8) 4-dr., $435*. 
’55 Royal (8) 2-dr., $330*; Coronet 
4-dr., $235*, 
FORD—’60 Falcon (6) 4-dr., $1,285. 
’59 Custom 300 (8) 2-dr., $1,025*, $990*; 


(8) 


Fairlane (8) 4-dr., $1,000*. 

’58 Fairlane (8) 4-dr., $860*, $820*; 2- 
dr., $800* (ps). 

’57 Fairlane (8) 2-dr., $595*; Country 
Sedan (8) 4-dr., $510*. 

"56 Custom (8) 2-dr., $320. 

’55 Fairlane (8) 2-dr. Victoria, $375*; 
2-dr., $295*; Custom (8) 2-dr., $250*. 

OLDSMOBILE — ’60 (88) 2-dr., $1,695* 

(ps). 


"57 (88) 2-dr., $700*. 

*56 (88) 2-dr., $490* (ps), $450*. 

’5S (88) 2-dr., $300*; 4-dr., $295*. 

PLYMOUTH—’60 Valiant (6) 4-dr., $1,300. 

’59 Fury (8) 2-dr., $810* (ps). 

58 Belvedere (8) conv., $530*; Savoy (8) 
2-dr., $650*. 

"57 Belvedere (8) 
(8) 4-dr., $465*, 

*56 Savoy (6) 2-dr., $365*; Savoy (8) 2- 


4-dr., $500*; Savoy 


dr., $310*. 
PONTIAC—’57 Chieftain 4-dr., $730* (ps), 
$500*. 
RAMBLER—’61 Super (6) 4-dr., $1,450*. 
*60 Super (6) 4-dr., $1,130. 
STUDEBAKER—’60 Lark (6) 2-dr., $1,- 


005. 
59 Lark (8) station wagon 2-dr., $890*. 


55 President (8) 4-dr., $300. 
MISCELLANEOUS—’56 Ford (8) % -ton 
pickup, $470; Chevrolet (6) %-ton 
pickup, $445. 
DETROIT 


Aptco Auto Auction, Sale every Wednes- 





day, Prices are for sale of September 27. 

BUICK—'60 LeSabre 4-dr. hardtop, $2,- 
040* (ps); Invicta conv., $1,945* (ps). | 

59 LeSabre 4-dr., $1,325* (ps). 
"58 Century 4-dr., $825* (ps). 
57 Special 4-dr. Riviera, $775* (ps). 
"56 Special 4-dr., $265*. 

CADILLAC *61 (62) conv., $4,500 (ps). 
59 (62) 2-dr. hardtop, 2,835* (ps). 
"58 (62) 2-dr. hardtop, $1,870* (ps); 
conv., $1,780* (ps). 

CHEVROLET—’61 Corvette (8) conv., $2,- 
935; Impala (8) sport coupe, $2,210* 

(ps), $2,085*; Brookwood (8) 4-dr., 
,,.91,860*; Biscayne (6) 2-dr., $1,565. 
60 Impala (8) conv., $1,925* (ps); Im- 
Pala (6) conv., $1,765*; Biscayne (6) 
2-dr., $1,375, $1,325*, $1,280; Corvair 
(6) 4-dr., $1,225. 
'59 Impala (8) 4-dr., $1,450* (ps), $1,- 
330* (ps); conv., $1,255* (ps); Brook- 
wood (6) 4-dr., $1,215*, $1,130*. 


*58 Nomad (8) 4-dr., $1,135; Impala (8) 
Sport coupe, $1,015*; Impala (6) conv., 








$1,000 (ps); Bel Air (8) 4-dr., $910 
(ps); 2-dr., $640*, $625; Biscayne (6) 
eo dr., $720*. 
57 Bel Air (8) sport coupe, $1,015* 





(ps); sport sedan, $50*; 2-dr., $915*; 
Bel Air (6) 2-dr., $655*; Two-ten (8) 
2-dr., $680*. 

’56 Bel Air (8) 4-dr., $570* (ps); 2-dr., 
$340*; Two-ten (6) 2-dr., $430; 4-dr., 
$215". 

CHRYSLER — ’57 Windsor 4-dr., $615* 
(ps). 
DeSOTO—’59 Firedome 4-dr., $1,350* (ps). 

’56 Firedome 4-dr. hardtop, $430* (ps). 

DODGE—’60 Valiant (6) 4-dr., $1,250*, 
$1,075; Seneca (6) 4-dr., $1,510* (ps); 
2-dr., $1,105; Pioneer (8) 4-dr., $1,- 
425°. 

"58 Coronet (8) 4-dr., $740* (ps). 

’57 Royal (8) 4-dr., $420* (ps); Coronet 


(8) 4-dr., $300*. 


FORD—’61 Galaxie (8) 4-dr., $2,050* (ps); 
Country Sedan (8) 4-dr., $2,015 (ps); 
Fairlane 500 (8) 2-dr., $1,700; Falcon 
(6) 2-dr., $1,450. 

’60 Thunderbird (8) 2-dr, hardtop, $2,- 
600* (ps); conv., $2,515*° (ps); Gal- 
axie (8) 2-dr., $1,685* (ps); Starliner 
$1,425*; Country Sedan (8) 4-dr., $1,- 
475; Fairlane 500 (8) 4-dr., $1,350* 
(ps); Fairlane 500 (6) 4-dr., $1,100; 
Custom 300 (8) 2-dr., $1,185; Falcon 
(6) 2-dr., $1,110, $1,100. 

’°59 Galaxie (8) 4-dr., $1,300, $1,270* 
(ps); 2-dr. Victoria, $1,255* (ps); 
Fairlane 500 (8) 4-dr., $960*; Ranch 
Wagon (8) 4-dr., $950; Custom 300 
(6) 4-dr., $750*. 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 





























850 (ps); Fairlane 500 (8) 4-dr., $700*, aiet ten $830* (ps); Super 4-dr., 
$685, $650* (ps); Custom (8) 2-dr., 815* (ps). 
$650. a‘ Model Breakdown 56 ae” $555*; Super 2-dr, Ri- 
’57 Fairlane 500 (8) 2-dr., $645*; 4-dr., . viera, : 
$610°; Country Sedan (8) 4-dr., 9680° Of Auction Averages | capmuac—'si (62) 2-ar. haratop, $4,- 
(ps); Custom 300 (8) -dr., $515*, A 200* (ps). 
$505*. sien: Sole alee 1981 '60 (62) 4-dr, hardtop, $3,500* (ps). 
’55 Fairlane (8) 4-dr., $390* (ps). ’56 (62) 2-dr., $705* (ps); 4-dr., $535* 
ae ten) Continental 2-dr. hardtop, $2,291 $2,378 (ps). 
‘ ps). 1,829 1,797 | OHEVROLET—’61 Co ~ 
mOotTRY ; , ’ c UE rvette (8) conv., $3, 
“tite o_o 1,417 «1,428 115; Nomad (8) 4-dr., $2,505* (ps); 
’58 Commuter 2-dr., $650*; Monterey 956 984 Impala (8) sport coupe, $2,100*; Cor- 
4-dr., $625 612 641 vair (6) Monza 2-dr., $1,930, $1,885, 
eo or. ge $1,865. 
a aaooaeet Sar’ wandece gebe* (ps) 432 421 *60 Impala (8) sport sedan, $1,925* (ps); 
wae cae , , 4-dr., $1,770* (ps); 2-dr., $1,800* 
OLDSMOBILE “ * 4-dr., $2,525*. 310 320 (ps), $1,785 (ps); Parkwood (6) 4- 
60 (88) 4-dr., $2,210* (ps). 220 205 dr., | $1,7 00; 
’ r., $1,700*, $1,400; Parkwood (8) 
ES Cae) Punta bar. BL100" Cher; & Overall 4-dr., $1,600; Biscayne (8) 4-dr., $1,- 
85 § ep , ’ *. w - 
ar. $1,050" (ps); 4-dr.. $890°. Average $1,025 $1,008 $1,021 SS Sue - ae me gi. 
’57 (88) 4-dr. Holiday, $850* (ps). Y ; 5 a 
’ ~ $1,245*, $1,200*; Corvair (6) 500 2-dr., 
56 (88) 2-dr., $470*. 
$955. 
54 (88) 4-dr., $175*. ’58 American (6) Deluxe station wagon ’ vi . 
PLYMOUTH—'59 Belvedere (6) 2-dr, hard- im ae . Ge Parkwood (8) 4-dr., 91,3008 (ps); 
900: roy (6 d $870 r., ' . Parkwood (6) 4-dr., $1,245*; Impala 
Bh usar Cay Crate dete gp7ge | "56 Custom (8) 4-dr., $300. (8) sport sedan, $1,345*; 4-dr., $1,- 
57 Suburban (8) Custom 4-dr., $575* | onuyneEBAKER—’57 Commander (8) 4-dr., 235* (ps); conv., $1,335" (ps); sport 
(ps); Belvedere (8) ore $370* (ps); $135 coupe, $1,335* (ps); sport coupe, $1,- 
y io *. o 2 , , ’ , , 
a tebe. 2-dr., $320*; Plaza (6) 4-| wiscELLANEOUS—’60 Ford F-100 pickup, 285*; Bel Air (8) 4-dr., $1,075*, $1.- 
eekae 50 2 $770. 050*; Biscayne (6) 2-dr., $985, $950, 
PONTIAC —'61 Bonneville 4-dr. Vista, $2, '55 Chevrolet 6500 Platform, $425. $900. 
ua Aiwos, S anes CE SE, ese re '58 Impala (8) conv., $1,200* (ps); Bel 
’60 Bonneville conv., $2,400* (ps); 4-dr. Air (8) 2-dr $995": eae $940*; 
nw a (ps); sport coupe, $2,- FLINT Bel Air (8) 4-dr $950* $860": 2-dr., 
070* (ps). ; f : A : » $860*; " 
59 Catalina conv., $1,625* (ps); 4-dr., _Flint Auto Auction, Sale every Wednes $825*; Brookwood (6) 2-dr., $765, 
; | day. Prices are for sale of Sept. 27. Sold $740, $715, $705. 
$1,465°; Bonneville 4-dr. Vista, $1,610° | 167° cars from 278 consignments. 57 Bel Air (6) 4-dr., $900*; 2-dr., 
(pa), $2,500" (pe). nCK—’ . $855*; Two-ten (8) 4-dr., $815* (ps) 
’58 Chieftain 2-dr., $1,080* (ps). BUIC K— 61 LeSabre conv., $2,575 (ps); $800*, $645*: Two-ten (6) 2-dr $550": 
’57 Chieftain 4-dr, Catalina, $860* (ps), Special 4-dr., $2,125* (ps), $2,065* Seeseaen (8) 4-dr $810: One-fitty 
$750* (ps). (ps). a “ ; 
’5S Chieftain 2-dr. Catalina, $490*. ’60 LeSabre 4-dr. hardtop, $2,200* (ps); ‘ewok a) 2-dr., $470*: Delra 
RAMBLER—’60 Rebel (8) Deluxe 4-dr., 4-dr., $1,850* (ps), $1,700; conv., $2,- $375*; 4-dr.. $290*: Two-ten’ (6) = 
$980*; 2-dr., $910*. 150* (ps); 2-dr. hardtop, $1,800*; In- | ti w ea dr "$450: 2-d $380; 
°59 Super (6) 4-dr., $1,120*; American victa 4-dr, hardtop, $2,150* (ps). ee ere : =-GF., ; 
(6) Deluxe station wagon 2-dr., $770. ’5S RM 2-dr., $1,045* (ps); Special 2- (Continued on Page 45, Col. 1) 








NOW-— BIGGER, BETTER ADVERTISING 
TO SEND BATTERY SALES BOOMING! 


simply say Delco 


Pe 


DRY CHARGE 
BATTERY 





. . . because again this year the new Delco Battery advertising program gives you the most 
powerful sales support in the battery business. Just look it over! 


TELEVISION—NFL “Pro Football Game of the Week,” on CBS Saturdays, 4:30-5:30 p.m. 
Plus telecasts of eight major bowl games. 


RADIO—NBC ‘News on the Hour,” “Monitor,” “News of the World” and “Emphasis”... 
42 commercials each week. 


OUTDOOR BILLBOARDS—Colorful, hard-selling battery advertising in key markets from 
coast to coast. 


MAGAZINES—The Saturday Evening Post, Look and Reader’s Digest—convincing full page 
battery sales messages in full color. 


POINT-OF-SALE MATERIAL—To tie you in with the selling power of Delco advertising. 
Be sure you cash in on this bigger-than-ever program... call your Delco Battery Wholesaler now. 


Delco Batteries are distributed nationally through Umited Delco 


UNITED MOTORS SERVICE, Division of General Motors 
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The Man Behind the Wheel... 





Sales Testing the ‘62 Buick Special 


By L. H. Houck 
Travelling Correspondent 

Eprror’s Note: This is another 
in a series of articles exploring 
the selling features of current 
domestic models. 

PUT the new Buick Special 

with the V-6 engine and 

15-inch optional wheels through its 

paces for a week and found it 
something special. 

It has “scat” unexpected, and 
better to this driver than “scat” 
was an almost indescribable 
feeling of liveliness. 

There is not a great deal of back- 
ground engineering information 
available yet on this lively V-6 but 
it doesn’t take an engineer to real- 
ize that the new engine contributes 
mightily to the Special’s outstand- 
ing performance. 


The V-6 is a 90-degree, valve-in- 
head engine, displacing 198 cubic 
* * * 





em 


Something Special for 1962— 


inches. Compression ratio is 8.8 
to 1. 

It has a maximum torque of 205 
pounds-feet at 2,400 revolutions per 
minute and that’s taking the read- 
ing off at a low RPM, which gives 
an accurate figure on usable power. 
Horsepower is 135 at 4,600 RPM. 
Oil system ig high-pressure, 33 
pounds at 2,400 RPM. It is com- 
bined with splash, making an ideal 
combination for long life and in- 
suring adequate lubrication at slow 
speeds. 

* * * 

ARBURETOR is two-barrel, 

which contributes to economy, 
and a mechanical fuel pump pulls 
the juice from a 16-gallon tank 
with electric fuel gauge on the 
dash. Of interest to many is the fir- 
ing order on a V-6 which is 1-6-5- 
4-3-2. 

This writer particularly liked 
the optional 15-inch wheels on 

cd cd 





L. H. Houck, travelling correspondent for Automotive News, checks the 1962 V-6 
Buick Special after a thousand miles of test driving. Houck praised the Special’s 
nimble action, comfort and design of V-6 engine. 


Canadian Steel Closing In 
On Lucrative Auto Market 


HAMILTON, Ont. Canadian 
steelmakers at last have some hope 
of penetrating a major market that 
has been just beyond their grasp 
in the past—the thousands of tons 
of steel stampings and forgings 
that go into Canadian automotive 
production. 

United States steel companies 
have held this lucrative market 
for more than 50 years. Nearly 
400,000 cars and trucks were pro- 
duced in Canada last year and 
their steel content represented at 
least one ton of stampings and 
components for each unit—a big 
percentage of which came from 
the U. S. 

The reason? Die costs were so 


15 New Dealers 
To Sell Mercedes 


SOUTH BEND. — Mercedes-Benz 
Sales, Inc., has announced that it 
has signed 15 new Mercedes-Benz 
dealerships. They are: 

Mosby-Mack Motor Co., 614 Van 
Buren, Topeka; Salter Automotive 
Imports, Inc., 16222 Chagrin Blvd., 
Shaker Heights, O.; A. F. L. Motors, 
Inc., 1900 W. North Ave., Milwau- 
kee; King Chevrolet Co., 325 Read- 
ing Rd., Cincinnati; Diehl] Motors, 
Inc., Route No. 2, Waynesboro, Va.; 
Gaston Andrey of Framingham, 
Inc., 100 Worcester Rd., Framing- 
ham, Mass.; Lewis Wolfe, Inc., Ed- 
wardsville, Pa.. and Park Motors, 
Inc., 2520 Park Ave., Chico, Calif. 

Robert H. Holmes, Inc., 170 W. 
Michigan Ave., Battle Creek, Mich.; 
Homer F. Herndon, 3901 Florida 
Ave., Tampa, Fla.; West Bay Mo- 
tors, Inc., 123 California Dr., Bur- 
lingame, Calif.; James River Mo- 
tors, Inc., 115 Oakley Ave., Lynch- 
burg, Va.; Pagan-Lewis Motors, 
Inc., 924 N. Water St., Corpus 
Christi, Tex.; Imported Cars, Inc., 
d/b/a Murdaugh Motors Imported 
Cars, 1063 Morrison Dr., Charleston, 
S. C., and Smith Auto Sales, Inc., 
6 Mascoma St., Lebanon, N. H. 





high that the automotive manufac- 
turers said it was not economical 
to set up duplicate stamping plants 
in this country. And Canadian com- 
panies couldn’t supply the wide 
sheet steel required until recently. 

The scene is changing, however. 
Car manufacturers have gone just 
about the limit in Canadian con- 
tent and they are now looking to 
steel to push them through the pre- 
vailing ceiling of 65 percent. 

One manufacturer reported his 
company offers an outlet for 100,000 
tons annually if the steel manufac- 
turers can cut through customs red 
tape on both sides of the border. 

The solution? Ship Canadian 
Steel across the line under bond for 
stamping and forging on a customs 
basis, Finished body panels and 
parts would be liable to tax on 
their U. S. content (work costs). 

Canadian steelworkers would 
benefit to the extent of about 30 
percent of the mill price of the 
steel, and consumers could look 
for price cuts resulting from the 
tariff savings, adjusted for the 
amount spent on shipping. 

There is plenty of justification for 
the Canadian automotive manufac- 
turers to intensify their study of 
steel components as the logical 
booster for domestic content. 

Much of the iron ore that goes 
into the production of steel is 
mined in this country and by 1965, 
when the Wabush Lake Labrador 
project is in full production, the 
two Hamilton basic steelmakers 
should be almost free of reliance 
on foreign ores. 

Some observers say all steel in 
Canadian cars should be hall- 
marked “Canada” if the basic pro- 
ducers, automobile manufacturers 
and Federal customs authorities 
cooperate. 

Studebaker-Packard has pioneer- 
ed in getting Canadian steel into 
Canadian cars and those produced 
by its parent company at South 
Bend, Ind., through the manufac- 
ture of more parts in this country. 


which 6.00 by 15-inch tires were 
mounted, as compared with the 
standard 4.60 by 13-inch. 

While its performance on the 
open road was superb, this writer 
thought it especially distinguished 
itself in heavy traffic. Part of this 
feeling is no doubt due to its size, 
but it’s not a small compact. 

No prophet is required to prediét 
it will become a most popular car— 
an owner’s car, a long-lived car. It 
is 188.4 inches long overall, on a 
wheelbase of 112.1 inches. The test 
car was what Buick calls a coupe. 
It was 70.9 inches wide, 52.4 inches 
high, front and rear tread 56 inches, 
with a surprising amount of leg- 
room in front—44% inches—and 
37 inches of legroom in the rear. 

cs ok a 
—_ Special has a fully unitized 
body, independent ball-joint 
front suspension, coil springs front 
and rear and direct acting hy- 
draulic shock absorbers. 

Propeller shaft, which Buick 
calls a Hide-away shaft because 
it doesn’t make much of a hump, 
is a quality piece of construction 
with angled sections connected 
by an expensive constant-velocity 
universal joint that eliminates 
vibration from the power transfer 
to the semi-floating rear axle and 
the hypoid gears of the differ- 
ential. Automatic transmission 
gear ratio is 3.08-to-1. 

Brakes are powerful and sensi- 


|} tive. You can get power brakes, 


but who needs ’em? Big air-cooled 
cast iron brake drums front and 
rear provide 129.87 square inches 
of braking surface, making an extra 
light pedal for manual brakes. The 
screw cap on the master brake cyl- 
inder has been discarded and to fill 
or check fluid level now you take 
out a small, hand-locked stopper— 


a definite improvement. Steering 
* * * 


Car Tested: 
"62 BUICK 
SPECIAL 


Model: 1962 two-door coupe. 

Engine: Displacement, 198 
cubic inches; V-6, cast-iron 
biock; torque, 205 pounds-feet at 
2,400 revolutions per minute; 135 
horsepower at 4,600 RPM; com- 
pression raio, 8.8 to 1; two-bar- 
rel carburetor. 

Chassis: 129.87 square inches 
of braking surface; independent 
ball-joint front suspension, coil 
springs front and rear; Hide- 
away prop shaft has angled sec- 
tions connected by constant ve- 
locity universal joints. 

Capacities and dimensions: 
Fuel tank, 16 gallons; crank- 
case, four quarts; wheelbase, 
112.1 inches; overall length, 188.4 
inches; tread, front and rear, 56 
inches; overall height, 52.4 
inches. 

Tire size: 6.00 by 15 (6.50 by 
13 standard). 


At Home with Buick's V-6— 


Shorter engine of V-6 in 1962 Buick 
Special permits better design under the 
hood and provides good working space 
for service. V-6 provided plenty of ‘‘scat,”’ 
said L. H. Houck, who Sales-Tested new 
compact. 












is manual, too, but easy and sensi- 
tive, with the well known low-fric- 
tion recirculating ball. Steering 
ratio is 26.18-to-1, 

Extra dividends for the owner 
include a heater and defroster as 
standard equipment, as is a single- 
speed electric wiper. A two-speed 
electric wiper is available at extra 
cost. fo 


* 

ILE the Special had almost 
no miles on the clock at the 
beginning, it had somehow collect- 
ed a little more than 1,000 by the 
time to turn it back—and could be 
tested for open road speeds. Suffice 
to say that the needle on the speed- 
ometer can climb past 90 in a sur- 

prisingly short time. 

Roadability on good highways 
at 70 and 80 was outstanding and 
the Special has an easy and eco- 
nomical cruising speed of 70 to 75 
miles per hour without the feel- 
ing of pushing it. 

This is a young and spirited car 
that will start older folks looking 
for road maps. 


/ 






Ready to Go— 

Driver's side of the Buick Special js 
inviting and comfortable with its neat and 
clean-cut dash and wheel and carpeted 
floor. 


Used Import Car Prices 


Bordentown, N. J. 
Metropolitan—’60 conv., $750, $740. 
Peugeot—’60 station wagon, $810. 
Triumph— 52 2-dr., $175. 
Volkswagen—’59 2-dr., $655. 

’58 2-dr., $770. 


Caldwell, N. J. 
Fiat—’58 2-dr., $235. 
Metropolitan—’61 2-dr. hardtop, $910. 
Porsche—’58 2-dr., $1,445. 
Simca—’59 4-dr., $395. 
Volkswagen—’61 2-dr., $1,360. 
’60 sunroof, $1,100. 


Chicago 
Jaguar—’57 2-dr., $650. 
’56 conv., $650. 


Detroit 
Mercedes—’56 conv., $1,275. 
Opel—’59 2-dr., $730. 
Vauxhall—’60 station wagon 4-dr., $825. 
Volkswagen—’60 station wagon, $1,215. 


Dothan, Ala. 
MG—’60 2-dr., $1,110. 
Renault—’58 4-dr., $220. 
Simca—’61 4-dr., $780. 
59 4-dr., $195, 


Dyer, Ind. 
Renault—’59 4-dr., $400. 
Volkswagen—’59, $365. 


Ebensburg, Pa. 
Volkswagen—’61 2-dr., $1,450. 


Fontana, Wis. 
Volkswagen—’59 Microbus, $825. 
’56 Microbus, $615, 


Lafayette, N. J. 
Fiat—’5S station wagon 4-dr., $280. 
MG—’59 roadster, $900. 
Simca—’59 Aronde 4-dr., 
Vauxhall—’58 4-dr., $410. 
Volkswagen—’61 Karmann-Ghia 2-dr., $1,- 
700; 4-dr., $1,700. 
’59 Microbus, $610. 


Los Angeles 

Hillman—’60 Minx 4-dr., $800. 
Peugeot—’59 4-dr. sunroof, $765. 
Renault—’60 Dauphine 4-dr., $700. 

’59 Dauphine 4-dr., $500, 
Riley—’51 4-dr., $450. 
Simea—’57 Versailles 4-dr., $330, $235. 
Volkswagen—’60 Kombi, $1,110. 

’59 sunroof, $1,030. 

’58 2-dr., $720. 


’56 Karmann-Ghia 2-dr., $925; 2-dr., 
$690. 
Volvo—’59 2-dr., $1,025. 
Zephyr—’53 4-dr., $125. 
Manheim, Pa. 

Austin—’61 Healey conv., $2,065. 

’58 2-dr., $850. 

’57 conv., $975. 
Borgward—’59 station wagon 2-dr., $570. 


Fiat—’60 conv., $1,200. 
’59 conv., $1,000. 
Ford (English)—’61 Anglia 2-dr., $980. 
Hillman—’60 4-dr., $840. 
’59 conv., $800. 
’58 conv., $535. 
Jaguar—’62 2-dr., $5,850; conv., $5,800. 
’60 Mark IX, $1,300. 
’55 4-dr., $760. 
52 4-dr., $380. 
MG—’61 conv., $1,450. 
Mercedes—’57 conv., $2,625. 
Metropolitan-—’58 2-dr., $545. 
Morris—’60 Minor station wagon, $500. 
Opel—’60 2-dr., $710. 
Peugeot—’ 60 4-dr., $860. 


'| Porsche—’ 62 2-dr., $3,300. 


Renault—’ 61 4-dr., $750. 

’59 4-dr., $560; Dauphine 4-dr., 
Simea—’60 4-dr., $470, $400. 
Triumph—’61 roadster, $1,850; TR-3 conv., 

$1,750. 

60 roadster, $1,325. 


$420. 


‘| Volkswagen—’62 2-dr., $1,685. 


’61 Karmann-Ghia, $1,775; 2-dr., $1,570, 
$1,525, $1,505, $1,440; 4-dr., $1,545. 
’60 sunroof, $1,160. 
’59 2-dr., $710; sunroof, $700. 
’58 4-dr., $775. 
Volvo—’61 2-dr., $1,525, $1,300. 
"57 2-dr., $400. 


Sacramento 
Ford (English)—’59 station wagon 2-dr., 
$470; 2-dr., $280. 
’5S station wagon 2-dr., $445. 
’56 2-dr., $200. 
Goliath—’60 2-dr., $440. 
MG—’58 roadster, $820. 
’51 roadster, $285. 
Opel—’59 2-dr., $555. 
Renault—’59 4-dr., $320. 
Toyopet—’ 59 4-dr., $295, $280. 
’58 4-dr., $320, $320, $215. 





Vauxhall—’58 4-dr., $330. 

Volkswagen—’60 2-dr., $1,030. 
"56 2-dr., $580. 

Volvo—’59 2-dr., 


$1,050, $875. 
"58 2-dr., $725. 


West Palm Beach 


Borgward—’57 2-dr., $375. 
Ford (English)—’59 2-dr., 
$550. 
Fiat—'60 4-dr., $680. 
Hillman—’58 conv., $440. 
MG—’57 conv., $815. 
Morgan—Plus 4 conv., $1,150. 
Opel—’ 60 2-dr., $775. 
Peugeot—’ 60 4-dr., $850. 
Renault—’58 4-dr., $420. 
Volkswagen—’60 2-dr., $1,135. 
’58 Karmann-Ghia, $900. 


$625; conv., 





Proxmire Calls 
For Restrictions 


On SBA Loans 


WASHINGTON. — The govern- 
ment’s loan program to small busi- 
ness—greatly accelerated under the 
New Frontier—has come in for 
sharp criticism from Senator Wil- 
liam Proxmire, Wisconsin Demo- 
crat and member of the Senate 
Banking Committee. 


Proxmire began his attack when 
emergency funds were needed by 
the Small Business Administration 
to keep its lending business going. 
Both houses of Congress came 
through with the money, but Prox- 
mire is expected to continue the 
battle to slow down the pace of 
SBA and at least restrict the size 
of loans. 

On the eve of Congress’ adjourn- 
ment, the Wisconsin Democrat put 
in a bill to reduce SBA’s maximum 
loan from $350,000 to $100,000. (In 
1953 when the agency was created, 
the limit for a single loan was 
$150,000 and it was gradually in- 
creased until in 1958, when the 
agency became permanent, it was 
set at the present level.) 

Proxmire pointed out that while 
only about 10 percent of all busi- 
ness loans were over $100,000, they 
involved about 46 percent of the 
dollar volume, Proxmire described 
this situation as “bad public poli- 
cy” (1) because a single large loan 
can absorb as much money 4s 
many smaller ones and (2) be- 
cause the “bigger loans tend to be 
to the larger concerns.” 

Over the years SBA’s definition 
of small business has been extended 
so as now to include more than 95 
percent of all U. S. firms. Proxmire 
contends that these “subsidized 
loans” should be more strictly lim- 
ited. Although he says a case can 
be made for limiting help to “genu- 
inely small” concerns, he suggests 
limiting only the size of loans which 
“would tend” to accomplish the 
Same end. 


Resolute Insurance Offers 


Disability Benefits to Buyers 


HARTFORD, Conn.—A “bonus” 
accident and sickness protection 
afforded by a new policy of Reso- 
lute Credit Life Insurance Co, 
Hartford, Conn. 

Under its terms, should illness oF 
accident disable a buyer so that 
he is unable to work, Resolute 
makes his payments from the first 
day of disability until he is able 
to return to work. 
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Bel Air (6) 4-dr., $260*; Parkwood 
(8) 4-dr., $350. A iia 
: Adventurer 4-dr., J 
pesoTo — ‘60 
(ps). “ea $1.- 
pODGE—'60 Dart (6) Seneca Fis a 
* 
tS] Coronet (8) 2-dr., $490*; Royal (8) 
” 85*. 
a Thunderbird conv., $3,440* 
(ps), $3,250* (ps), $3,200* (ps), $3,- 
tans 1,550* 
’ Country Sedan (6) 4-dr., $1, , 
ten ; Galaxie (8) 2-dr., $1,385*; 


1,370*; Falcon (6) station wag- 
aa er-; $1,350"; 4-dr., $1,200; Fair- 


4-dr., $1,210*. 
iat doamay Sedan (8) 4-dr., $1,160° 
(ps); Fairlane 500 (8) 4-dr., $1,125° 
(ps); Ranch Wagon (8) 4-dr., $1,055*; 
Galaxie (8) 4-dr., $1,030* (ps); Cus- 
tom 300 (8) 4-dr., $950*; 2-dr., $690; 
Custom 300 (6) 2-dr., $815, $750. : 
158 Fairlane 500 (8) conv., $790* (ps); 
Custom 300 (6) 2-dr., $550*; Custom 


) 2-dr., $535. 
1) Peiriane 500 (8) 4-dr., $640* (ps); 
Fairlane (8) 2-dr., $440*; Custom 300 
(6) 4-dr., $420*. 
56 Fairlane (8) 4-dr., $325°. 
154 Custom (8) 4-dr., $240*. 
LINCOLN — '59 Premiere 2-dr. hardtop, 
,630* (ps). 
MERCURY —"59 Monterey 4-dr., $1,320*; 
2-dr., $1,130*. 


SMOBILE — '61 (98) conv., $3,315* 
en: (88) 2-dr., $2,130* (ps). 
60 (98) 4-dr., $2,325* (ps), $1,880 


(ps); (88) 4-dr., $2,210* (ps), $2,050* 
(ps), $1,850*; conv., $1,750. is 


59 (98) 4-dr. Holiday, $1,605* 
or 88) 2-dr. Holiday, $1,570* (ps); 2- 
dr., $1,330*. 


158 (88) 4-dr., $1,050* (ps); (88) Super 


4-dr., $885* (ps); Fiesta 4-dr., $725* 
(ps). 

+57. (98) 4-dr., $665* (ps); (88) 4-dr., 
$560*. 


56 (98) 4-dr. Holiday, $395* (ps); (88) 
4-dr. Holiday, $345*. 

154 (88) 2-dr. Holiday, $220* (ps). 

PLYMOUTH—’61 Savoy (6) 2-dr., $1,675. 

"60 Savoy (6) 2-dr., $780. 

58 Suburban (8) Custom 4-dr., $660. 

’57 Fury (8) 2-dr. hardtop, $470; Bel- 
vedere (8) 4-dr., $400*; Savoy (8) 4- 
dr., $310. 


PONTIAC—’60 Bonneville 4-dr. Vista, $2,- 
200* (ps); conv., $2,200* (ps); Cat- 
alina Safari 4-dr., $2,100* (ps); 2-dr., 
$1,580*. 


’59 Star Chief 4-dr., $1,565* (ps); Cat- 
alina 4-dr. Vista, $1,500* (ps). 

58 Chieftain conv., $1,000*; 4-dr., $740*. 

56 Chieftain 2-dr., $170*. 

‘55 Chieftain 4-dr. Catalina, $220*, 

RAMBLER—’61 Ambassador (8) Custom 

4-dr., $2,105* (ps); Classic (6) 4-dr., 
$1,750*. 

60 American (6) Deluxe station wagon 
2-dr., $1,400; Super 4-dr., $1,400, $1,- 


225. 
59 American (6) Deluxe 4-dr., $765, 
$650. 
"58 Deluxe (6) 4-dr., $610. 


STUDEBAKER—’60 Lark 6) Deluxe sta- 
tion wagon 2-dr., $1,015. 
MISCELLANEOUS — ’53 Chevrolet %-ton 
pickup, $350. 
’49 Chevrolet 1%-ton pickup, $135. 


LOS ANGELES 


Los Angeles Dealer Auto Auction, Sale 
every Tuesday, Prices are for sale of 
September 26. 

BUICK—’60 Invicta conv., $2,300* (ps). 

59 Electra 4-dr, hardtop, $1,735* (ps); 

LeSabre 2-dr. hardtop, $1,705* (ps), 
$1,490* (ps); 4-dr. hardtop, $1,700* 
(ps); 2-dr., $1,485* (ps); Invicta 4-dr. 
hardtop, $1,600* (ps). 


’58 Super 2-dr. Riviera, $1,030* (ps); 
RM 4-dr. Riviera, $1,000*; Special 
4-dr. Riviera, $1,000*. 

’57 Century conv., $685* (ps); Special 
conv., $610* (ps); 4-dr., $490*. 

‘56 Century 2-dr. Riviera, $560* (ps), 


$445* (ps); 4-dr. Riviera, $465* (ps); 
sg 2-dr, Riviera, $435* (ps), $410* 
Ps). 

’5S5 Super 2-dr. Riviera, $430* (ps); 
4-dr., $265* (ps); Special 4-dr., $410*; 
2-dr., $225*; Century 2-dr. Riviera, 
$330* (ps), $310* (ps). 

’54 Special 4-dr., $200. 

*53 Super 2-dr. Riviera, $135* (ps). 

CADILLAC—’60 (60) Special 4-dr., $4,- 
285* (ps); (62) 2-dr. hardtop, $4,050* 
(ps), $3,875* (ps); 4-dr, hardtop, 





Coming Events 


(Continued from Page 14) 


%& Feb. 21-25—National Autorama, Con- 
necticut State Armory, Hartford, 

Ozt. 19-28 — 1962 National Auto Show, 
Cobo Hall, Detroit. 


General 


Oct. 8-13—American Trucking Assn. An- 
nual Convention, Statler and Mayflower 
Hotels, Washington, D. C. 

Oct. 19-20—I6th Midwest Conference of 
the American Society for Quality Con- 
trol, Chase-Park Plaza Hotel, St. Louis. 

Oct. 23-26—Fleet Maintenance Exposition, 
Private Truck Council of America, Inc., 
New York Coliseum, New York. 

Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 

Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, tos Angeles. 

Dec. 9-11—8th Annual Auto Trim Show- 
Convention, Hotel Ambassador, Los An- 
geles, 


Jan. 11-12—Maintenance committee, Reg- 
ular Common Carrier Conference, Hotel 
Tuller, Detroit. 

Jan. 29-31—Automotive Accessories Manu- 
facturers of America, McCormick Place, 

icago, 

Feb. 28-March 3—International Automotive 
Service Industries Show, Navy Pier, Chi- 


cago, 

March 21-25— Pacific Automotive Show, 
Memorial Coliseum, Portland. 

April 1!-13—Canadian Automotive Service 
Show, Canadian National Exhibition 
rounds, Toronto. 


Used-Car Auction Prices 














(Continued from Page 43) 


$4,000* (ps), $3,700* (ps); conv., $3,- 
885* (ps). 


"59 (62) conv., $3,175* (ps), $3,020* 
(ps); 4-dr. hardtop, $3,135* (ps), $3,- 
100* (ps). 

"58 (62) 2-dr. hardtop, §$2,100* (ps); 
Coupe de Ville, $2,065* (ps), $1,975* 
(ps). 

"57 (62) Sedan de Ville, $1,650* (ps); 
Coupe de Ville, $1,625* (ps); (60) 
Special 4-dr., $1,620, $1,300. 

’56 (62) Sedan de Ville, $1,300* (ps); 
4-dr., $985* (ps); conv., $935* (ps); 
Eldorado conv., $885* (ps). 

’55 (62) Coupe de Ville, $1,010* (ps), 


$985* (ps), $660* (ps); 4-dr., $635*. 
’54 (62) Coupe de Ville, $705* (ps), 
$6207. 
’53 (60) Special 4-dr., $230. 
’52 (62) Coupe de Ville, $255* (ps). 
’51 (62) Coupe de Ville, $230*. 
"50 (60) Special 4-dr., $210. 


CHEVROLET—’61 Impala (8) conv., $2,- 


585* (ps), $2,410* (ps), $2,135* (ps); 
Corvair (6) Monza 2-dr., $2,050*, $2,- 
015*; Corvair (6) 700 4-dr., $1,765*. 
’60 Kingswood (8) 4-dr., $2,110* (ps); 
Kingswood (6) 4-dr. (9 pass.), $1,885* 
(ps); Impala (8) sport sedan, $2,085* 
(ps); conv., $2,070* (ps), $1,935* (ps); 


Parkwood (8) 4-dr., $2,030* (ps); 
Parkwood (6) 4-dr., $1,760* (ps); 
Corvair (6) Monza 2-dr., $1,690*; 


Corvair 700 4-dr., $1,400*; Corvair (6) 
500 4-dr., $1,365; Biscayne (6) 2-dr., 
$1,235. 





’59 Corvette (8) conv., $2,315; Impala 
(8) conv., $1,765* (ps), $1,755* (ps), 
$1,755* (ps), $1,700*, $1,425*, $1,375*; 
Parkwood (6) 4-dr., $1,435*; Biscayne 
(8) 4-dr., $1,250* (ps), $1,125*, $1,- 
085; 2-dr., $1,135, $1,030, $1,005; Bis- 
cayne (8) 4-dr., $1,250* (ps), $1,190. 

’58 Impala (8) conv., $1,410* (ps), $1,- 
370* $1,300* (ps), $,115* (ps), 

(ps); Impala (6) conv., §$1,- 

(ps), $930*; Bel Air (8) 2-dr., 

$1,230* (ps); 4-dr., $1,130* (ps), 
$920*; Yeoman (6) 2-dr., $850*; Del- 
ray (6) 4-dr., $520. 

‘57 Bel Air (8) sport coupe, $1,050*; 
sport sedan, $885*; 4-dr., $810*, $695*, 
$610*; Two-ten (8) 4-dr., $875* (ps); 
2-dr., $625*; One-fifty (6) 4-dr., $615*, 
$575. 

’56 Two-ten (8) 4-dr., $590*; Two-ten 
(6) 2-dr., $435; One-fifty (6) 2-dr., 
$400. 

’55 Bel Air (8) sport coupe, $660*; 2-dr., 
$485* (ps); 4-dr., $575* (ps), $460 
(ps); Bel Air (6) sport coupe, $450*; 
Two-ten (8) station wagon 4-dr., 
$525, $485* (ps), $485* (ps), $425*; 
4-dr., $395*; 2-dr., $390*; Two-ten 
(6) 4-dr., $400, $375; One-fifty (6) 
4-dr., $350*. 

’54 Two-ten Delray, $295*; 4-dr., $260; 
Bel Air 4-dr., $275*; sport coupe, $275. 

CHRYSLER — ’60 (300F) conv., $3,700* 

(ps). 

*58 Windsor 4-dr., $800* (ps). 

’57 Windsor 4-dr., $775* (ps). 

’55 Windsor 2-dr. hardtop, $200* (ps). 

DeSOTO — ’'57 Adventurer 2-dr. hardtop, 

$1,000* (ps); Firesweep 2-dr, hardtop, 
$500* (ps). 

DODGE—’59 Sierra (8) 4-dr., 

(ps). 

’57 Custom Royal (8) 4-dr., $700* (ps); 
Coronet (8) 2-dr. hardtop, $615*; 4- 
dr., $555*. 

’56 Royal (8) 4-dr., $435*. 


$1,530* 





Simpson’s Auto Auction 


Opens in Detroit 


DETROIT. — Simpson’s Auto 
Auction has been opened by Clar- 
ence W. Simpson at 19745 Ral- 
ston, site of the old State Fair 
Auto Auction, Inc. 

Simpson at one time owned and 
operated State Fair but sold it 
last spring. The new owners were 
forced into bankruptcy in mid- 
August and Simpson bought the 
auction from the receivers on 
Aug. 31, Sales will be held at 11 
a.m, Tuesdays, with checks and 
titles insured, Simpson said. 





’55 Coronet (8) Suburban 4-dr., $550* 
(ps). 

FORD—'61 Thunderbird (8) conv., §$3,- 
625* (ps), $3,580* (ps); Galaxie (8) 
4-dr. Victoria, $2,325* (ps); Falcon (6) 
2-dr., $1,560*. 

’60 Thunderbird (8) conv,, $2,810* (ps); 
Ranch Wagon (6) 4-dr., $1,650*; Fair- 
lane (8) 4-dr., $1,535* (ps); Fairlane 
500 (8) 4-dr., $1,480* (ps), $1,475* 
(ps); Fairlane 500 (6) 4-dr., $1,430* 
(ps); Faleon (6) Deluxe 2-dr., $1,450*, 
$1,395*, $1,360*, $1,355*, $1,330; Fal- 
con (6) Standard 4-dr., $1,365; 2-dr., 


$1,135. 
‘59 Country Sedan (8) 4-dr., $1,690* 
(ps), $1,510* (ps), $1,445*, $1,420*; 


Country Squire (8) 4-dr., $1,575* (ps); 
Galaxie (8) conv., $1,450* (ps); 4-dr. 
Victoria, $1,450* (ps); Ranch Wagon 


(8) 2-dr., $1,250; Custom 300 (8) 2- 
dr., $1,065. 

’58 Country Sedan (8) 4-dr., $1,100* 
(ps); Fairlane 500 (8) 4-dr. Victoria, 
$980* (ps), $925* (ps), $905* (ps); 
conv., $900* (ps), $835* (ps); Custom 
300 (8) 2-dr., $755*. 

’57 Fairlane 500 (8) 4-dr. Victoria, $780* 
(ps), $750* (ps), $710* (ps), $700* 
(ps), $660* (ps), $655*; Custom 300 
(8) 2-dr., $685* (ps); Custom 300 (6) 
2-dr., $415*; Country Sedan (8) 4-dr., 
$685*; Ranch Wagon (8) 2-dr., $450*. 

56 Thunderbird (8) conv., $1,365* (ps); 
Fairlane (8) Crown Victoria, $675* 
(ps); 4-dr. Victoria, $605* (ps); 2-dr. 
Victoria, $460*; Country Sedan (8) 4- 
dr. (9 pass.), $535* (ps); Fairlane (8) 
2-dr. Victoria, $460*; Custom (8) 2- 
dr., $360. 

55 Fairlane (8) 4-dr., $495*, $395*; 
Ciuntry Sedan (8) 4-dr. (9 pass.), 
$385, $385*; Ranch Wagon (8) 2-dr., 
$360* (ps); Custom (8) 4-dr., $250; 
Main (6) 2-dr., $200. 

‘54 Ranch Wagon (8) 2-dr., $235* (ps); 
Custom (8) 4-dr., $190*. 

*563 Ranch Wagon (6) 2-dr., $185*. 

Be — (8) 2-dr., $135; Main (6) 2-dr., 
120. 

IMPERIAL—’59 Crown 4-dr. hardtop, $2,- 
800° (ps). 


LINCOLN — ’57 Premiere 2-dr.; $1,035* 
(ps); conv., $725* (ps). 

MERCURY — ’58 Monterey 4-dr., $725* 
(ps). 


’57 Colony Park 4-dr. (9 pass.), $1,085* 
(ps); Monterey 2-dr., $735* (ps); 


Montclair 4-dr., $725* (ps); 2-dr., 
$610* (ps), $590* (ps). 

’56 Custom station wagon 4-dr., $410* 
(ps); Medalist 2-dr., $290* (ps). 

*55 Montclair 2-dr., $625* (ps), $375*; 


Monterey station wagon %-dr. (9 pass.), 
$495* (ps); 2-dr., $455*, $450*. 


(Continued on Page 46, Col. 1) 


“Oil and lube business up... 
more satisfied customers every year” 


““We have used Pennzoil exclusively for over 
four years. It has hrought us a host of 
satisfied customers . . . and a comfortable 
increase in our oil and lube 

business. And we haven’t 

had any valve lifter trouble 

since we began using and 

recommending Pennzoil 

to our customers.” 


L. G. PERRY, Service Manager 
Boyle Motor Company, Tampa, Florida 





You, too, can cash in on Pennzoil’s 


“BIG 3” profit plans. One, or all, of these plans, 
backed by Pennzoil performance, makes you more money. 


PLAN 1 


Follow-up Promotion 
System brings in 
customers oftener 
for more services. 


You get these advantages when you handle Pennzoil: supreme-quality 
Pennsylvania oils and lubricants; and merchandising that helps brighten 
your whole profit picture—in new- and used-car sales, and in bigger 


service orders. 


Pennzoil performance in your customers’ cars insures the 
satisfaction that makes it possible to capitalize fully 
on the business-getting programs built around it. 


Choose the money-making Pennzoil plans that best 
fit your problems. Write: Pennzoil, Oil City 2, Pa. 


PLAN 2 


to your service 


Lifetime Lubrication 
Program ties customers 


for life of their cars. 


PLAN 3 


Custom-Tailored 


you sell more cars 
at better prices. 


Warranty Program helps 


an 
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’54 Monterey 2-dr., $200*, $180. 
OLDSMOBILE—’61 (88) Fiesta 4-dr., $2,- 
965* (ps). 


ton pickup, $1,350. 


MISCELLANEOUS—’61 Chevrolet (6) 
’60 Falcon (6) Ranchero, $1,520, $1,500, 


AUTOMOTIVE NEWS, OCTOBER 9, 1961 


$505*; 2-dr. hardtop, $360*; Savoy (8) 
4-dr., $160*. 













2-dr., $640; Delray (6) 4-dr., $280. 
’57 Bel Air (8) sport sedan, $900* (ps); 


tion wagon 4-dr., $520. 
’56 Two-ten (6) 2-dr., $335. 
’55 Two-ten (6) 4-dr., $230*, 







’58 Windsor 2-dr. hardtop, $860* (ps). 
’57 NY 4-dr., $820* (ps). 
56 Windsor 2-dr. hardtop, $470* (ps). 


%- 


’58 Chieftain 2-dr. Catalina, $940*, 
’57 Super Chief 2-dr., $740* (ps). 
’55 Chieftain 4-dr., $160. 


015. 
’58 Super (6) 4-dr., $575. 
’55 Super (6) Cross Country 4-dr., $205*. 





iy 


’57 Windsor 4-dr., $795* (ps), 
54 NY 2-dr., $175*. 


4-dr., $750*, $675* (ps); conv., $600; ’56 Plaza (8) 4-dr., $205. COMET—’60 (6) 4-dr., $1,400*. 
2-dr., $525; One-fifty (8) station wag- | PONTIAC—’60 Bonneville 4-dr. Vista, $1,- | DeSOTO — ’'57 Firesweep 4-dr hardtop 
on 2-dr., $565* (ps); Two-ten (8) sta- 890* (ps). $750* (ps). : 


’56 Fireflite 2-dr. hardtop, $440* (pg). 
DODGE—’59 Coronet (8) 4-dr., $1,195 
(ps). 


, = ’53 Chieftain 4-dr., $100*. ’57 Coronet (8) 4-dr., $440*. 
Cee eabt (hobs NY deit., $1,280" cp), | RAMBLER—'60 Rebel (8) 4-dr., $1,380*; | °55 Coronet (8) conv., $240* (ps), 
5 4 om ‘ * Custom (6) station wagon 2-dr., $1,- | EDSEL—’58 Bermuda 4-dr., $575* (pg). 


FORD—’61 Thunderbird (8) conv., $3 609+ 
(ps); Country Sedan (8) 4-dr., go. 
100*; Galaxie (8) 4-dr., $1,840* (ps) 





60 (98) 2-dr. Holiday, $2,660* (ps); (88) $1,285. ‘66 Windsor 4-dr., $290° (ps). ; 1,775* (ps); Galaxie (6) 4-dr, 
4-dr. Holiday, $2,310* (ps); conv., $2,- ’59 Ford (6) %-ton pickup, $1,050. DODGE—'60 Seneca (6) 4-dr., $1,130°; | MISCELLANEOUS — 58 Chevrolet - 1-ton eNioon (8) station wagon ieee 
200* (ps). 58 Ford (8) Ranchero, $800*; Interna- Seneca (8) 4-dr., $1,065°. of boke a 1, $340: Chevrolet 660; 2-dr., $1,475%, $1,425; 4-dr., $1’. 

59 (88) Super 4-dr., $2,425* (ps); (88) tional (6) %-ton, pickup, $650. 57 Coronet (8) 2-dr., $375*; Royal (8) Of Sere tae Bene, -S6ne: Kearns sae “» $1,- 
2-dr. Holiday, $1,810* (ps), $1,660*| '57 Ford (8) %-ton pickup, $680, $670; 4-dr., $305*; Sierra (8) 4-dr., $220. i-ton panel, $100; Ford %-ton panel,/ 60 "thunderbird (8) 2-dr, hardtop $2 
(ps). Chevrolet (8) %-ton pickup, $735. ’56 Custom Royal (8) 2-dr. hardtop, ak Chee pibis pedal, ith 420* (ps); Galaxie (8) 4-dr. Victoria. 

’58 (88) 2-dr. Holiday, $1,175* (ps), $1,- ’56 Ford (8) %-ton pickup, $590, $470; $225*. : ; $1,500* (ps); Country Sedan (8) 4.qr’ 


170* (ps); 4-dr., $890* (ps), 


57 (98) 2-dr. Holiday, $785* (ps); 4-dr. 
Holi- 
day, $710* (ps); 2-dr. Holiday, $520*. 
’56 (98) 2-dr. Holiday, $735* (ps); (88) 
2-dr. Holiday, $625* (ps); 2-dr., $360*; 


Holiday, $690* (ps); (88) 4-dr. 


4-dr., $460*, $365*. 

’55 (88) 4-dr. Holiday, $460* (ps); 2-dr. 
Holiday, $410* (ps), $405*. 

"54 (88) 2-dr. Holiday, $270*, 

53 (88) 2-dr., $180*; (88) Super 2-dr. 
Holiday, $105. 


PLYMOUTH—’60 Suburban (8) Custom 4- 


dr., $1,800* (ps). 

"59 Belvedere (6) 4-dr., $1,005*. 

58 Suburban (8) Sport 4-dr., $1,055* 
(ps), $1,010* (ps); Fury (8) 2-dr. 
hardtop, $1,005* (ps); Plaza (8) 4-dr., 


$455. 

°57 Belvedere (8) sport coupe, $705* 
(ps); 4-dr. hardtop, $635* (ps); 4-dr., 
$565*, $410*; Suburban (8) Custom 
4-dr., $555*, $405*; Savoy (8) 4-dr., 
$410; Plaza (8) 4-dr., $405*. 

56 Suburban (8) Custom 4-dr., $580* 
(ps); Belvedere (8) 4-dr., $380*; Savoy 
(8) 4-dr., $360. 

"55 Belvedere (8) 4-dr., $205*. 

*51 Suburban 2-dr., $135. 

PONTIAC—’61 Bonneville sport coupe, 
$3,150* (ps). 

’60 Bonneville Safari 4-dr., $2,985* (ps); 
sport coupe, $2,650* (ps), $2,535* (ps) ; 
4-dr. Vista, $2,550* (ps); Ventura 2- 
dr., $2,325* (ps). 

"59 Bonneville Safari 4-dr., $2,335* 
Star Chief 4-dr. Vista, $1,855* 
Catalina 4-dr., $1,225*, 

’58 Bonneville sport coupe, $1,590* (ps), 
$1,390* (ps); conv., $1,285* (ps). 

°57 Super Chief 4-dr., $555*. 

°56 Chieftain 2-dr. Catalina, $500* (ps), 

; 4-dr. Catalina, $425* (ps), 
Star Chief 4-dr. Catalina, 
$375* (ps), 

55 Chieftain Safari 4-dr., $390*; 
Chief 2-dr. Catalina, $345*, 

"54 Chieftain 4-dr., $135*. 

'53 Chieftain 2-dr. Catalina, $130* (ps). 

RAMBLER—’60 American (6) Custom sta- 
tion wagon 4-dr., $1,665*. 

*58 Rebel (8) Cross Country 4-dr., $985* 
(ps). 

’57 Super (8) 4-dr., $530. 

"56 Super (8) 4-dr., $475*. 

55 Custom (6) Cross Country 4-dr., 
$390*. 

STUDEBAKER—’59 Lark (6) 
dr., $960, $735*, 


(ps) ; 
(ps) ; 


Star 


Deluxe 2- 










%-ton pickup, $325. 
’55 Chevrolet (8) %-ton pickup, 
Dodge (6) %-ton pickup, $535. 
’54 Ford (8) %-ton pickup, $440, 
’51 Chevrolet %-ton pickup, $285; %-ton 
Pickup, $285. 
’46 Chevrolet %-ton pickup, $215. 
’41 Chevrolet %-ton pickup, $160. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Sept. 26. Mar- 
ket still active but more selective. Sharp 
cars still bringing premium prices. Sold 
205 cars from 274 consignments. 


BUICK—’59 LeSabre 2-dr. hardtop, $1,- 
525* (ps), $1,100* (ps); Estate Wagon 
4-dr., $1,245* (ps). 

"58 Century 4-dr., $1,025* (ps). 

’57 Super 4-dr. Riviera, $720* (ps), $325* 
(ps); Century conv., $590* (ps); 2-dr. 
Riviera, $560* (ps); Special 4-dr., 
$310* (ps). 

’55 Super conv., $285* (ps). 

’54 Super 4-dr., $100* (ps), 

CADILLAC—’60 (62) conv., $3,685* (ps). 

’59 (62) 2-dr. hardtop, $2,780* (ps). 

"56 (62) conv., $650* (ps); 4-dr., $620* 
(ps), $410* (ps), 

"55 (62) conv., $340* (ps). 

’52 (62) Coupe de Ville, $100* (ps). 


CHEVROLET—’61 Bel Air (8) 4-dr., $1,- 
910* (ps); Corvair (6) 4-dr., $1,390*. 
*60 Impala (8) sport sedan, $1,890* (ps). 
$1,850* (ps); sport coupe, $1,840* (ps), 
$1,600* (ps); conv., $1,790* (ps); 4- 
dr., $1,550* (ps); Parkwood (8) 4-dr., 
$1,675*; Bel Air (8) 4-dr., $1,515*, 
$1,505* (ps), 3 at $1,500*, $1,400* 
(ps); 2-dr., $1,445*; Bel Air (6) 4-dr., 
$1,500*, $1,460*, $1,440*, $1,425*, $1,- 
425, $1,410*, $1,405*, $1,400, 2 at $1,- 
350; Brookwood (6) 4-dr., $1,375, $1,- 
260; Biscayne (8) 2-dr., $1,300*; Cor- 
vair (6) 4-dr., $1,230*. 

’59 Impala (6) sport sedan, $1,450* (ps); 
Impala (8) 4-dr., $1,150* (ps); Park- 
wood (8) 4-dr., $1,350* (ps); Park- 
wood (6) 4-dr., $1,160, $1,105, $1,075, 
$1,050*; Bel Air (8) 4-dr., $1,280*, 
$1,125*; 2-dr., $970, $955; Bel Air (6) 
4-dr., $1,090*, $1,055*, 2 at $1,025, 
$1,000, $975, $905; 2-dr., $870; Brook- 
wood (6) 2-dr., $1,100; Two-ten (6) 2- 
dr., $925, $905; Biscayne (6) 4-dr., 
$920*; 2-dr., $855. 


$675; 


’58 Bel Air (6) sport coupe, $1,050* 
(ps); Impala (8) conv., $960* (ps); 
sport coupe, $930* (ps); Yeoman (6) 


PLYMOUTH—’61 Fury (8) conv., 


FORD—’61 Falcon (6) 4-dr., $1,705*, $1,- 


700*, $1,535*, 
760 Galaxie (8) 2-dr., $1,450* (ps); 
Country Sedan (8) 4-dr., $1,330* (ps); 


Fairlane 500 (8) 4-dr., 2 at $1,300*, 
$1,260*; 2-dr., $1,300*, $1,230*, $1,- 
225*; Falcon (6) 4-dr., $1,235*. 

"59 Galaxie (8) conv., $1,070* (ps); 


Fairlane (8) 2-dr., $960*; 4-dr., $905*; 
Ranch Wagon (6) 2-dr., $885. 

’58 Fairlane (8) conv., $750* (ps). 

’57 Country Sedan (8) 4-dr., $525* (ps); 
Fairlane 500 (8) 4-dr., $510* (ps). 

’56 Fairlane (8) conv., $310*, $290* 
(ps), $170; 4-dr., $225*, $175*; 2-dr. 
Victoria, $150*, 

’55 Fairlane (8) 4-dr., $390* (ps), $180; 


Main (6) 2-dr., $160; Custom (8) 4- 
dr., $145*. 

54 Custom (8) 2-dr., $160*, $140; 4-dr., 
$100* (ps). 

'53 Custom (8) 4-dr., $100*. 


°31 Town Sedan (4) 4-dr., $400. 
HUDSON—’53 Jet (6) 4-dr., $115. 
IMPERIAL ’56 Imperial 4-dr., 





$500* 
$2,- 





(ps). 
LINCOLN—’60 Capri 4-dr. 
910* (ps). 
’59 Premiere 4-dr., $1,920* (ps), 
’57 Capri 4-dr. hardtop, $700* (ps). 
MERCURY—’59 Monterey 2-dr., $1,165* 
(ps). 

’58 Montclair conv., $960* (ps); Mon- 
terey 4-dr., $870* (ps); Standard 4-dr. 
Taxi, $330*. 

’57 Montclair 2-dr. hardtop, $725* (ps), 
$390* (ps); Monterey 4-dr., $350* (ps). 

OLDSMOBILE—’60 (88) Super 4-dr. Holi- 
day, $2,030* (ps). 

’59 (88) Super 2-dr. Holiday, $1,630*. 

’58 (88) 4-dr, Holiday, $1,090*, $725*; 
(98) 4-dr., $1,050* (ps). 

’57 (88) 2-dr. Holiday, $705*; 4-dr. Holi- 
day, $605* (ps). 

"56 (88) 4-dr., $500* (ps); 4-dr, Holiday, 
$420* (ps). 

’55 Super (88) 2-dr. Holiday, $280* (ps); 
(88) 4-dr. Holiday, $220*. 

$2,060* 


(ps), $1,950* (ps), $1,910* (ps), $1,- 

900* (ps); 4-dr., $1,900* (ps), $1,870*; 

Valiant (6) 4-dr., 2 at $1,590* (ps). 
’60 Fury (8) 2-dr. hardtop, $1,370* (ps). 


hardtop, 


"59 Belvedere (8) 4-dr., $1,030*, $980* 
(ps), $950*, $780*; Savoy (8) 4-dr., 
$820* (ps). 


’58 Suburban (6) Deluxe 4-dr., $535*; 
Savoy (8) 2-dr. hardtop, $530*; 2-dr., 
$330*; Plaza (8) 2-dr., $230*. 


’57 Belvedere (8) 4-dr., $685*; 2-dr., 


CHRYSLER—’58 Windsor 4-dr. 


WEST PALM BEACH 


West Palm Beach Auto Auction. Sale 
every Thursday, Prices are for sale of 
Sept. 28. Very active sale; good selection 
of clean cars. Buyers and sellers are ex- 
pecting a good year ahead. 71 percent sold. 


BUICK—’60 LeSabre 2-dr., $1,840* (ps). 
’59 Invicta 4-dr., $1,425* (ps); LeSabre 
2-dr., $1,300*; 4-dr. hardtop, $1,135. 
58 RM 4-dr,. hardtop, $1,070* (ps), 
’57 RM 4-dr. hardtop, $660* (ps). 
56 RM 2-dr. hardtop, $550; 4-dr. hard- 


top, $405* (ps); 4-dr., $350* (ps); 
Special 4-dr. hardtop, $270*. 
’54 Super 2-dr. Riviera, $325*, 
CADILLAC—’61 (62) conv., $4,100* (ps). 


60 de Ville 2-dr. hardtop, $3,700* (ps); 
(62) 4-dr. hardtop, $3,650* (ps), $3,- 
525* (ps); (60) Special 4-dr, hardtop, 
$3,200* (ps), 

"59 (62) 4-dr. hardtop, $2,800* (ps); de 
Ville 2-dr. hardtop, $2,500* (ps). 

’58 (60) Special 4-dr. hardtop, $1,925* 
(ps); (62) conv., $1,650* (ps), $1,575* 
(ps). 


’57 Eldorado Seville, $1,150* (ps); (62) 
conv., $1,075* (ps). 

56 (60) Special 4-dr, hardtop, $790* 
(ps). 


’55 Eldorado conv., $475*. 

’54 (60) Special 4-dr., $475* (ps); (62) 
4-dr., $300* (ps), 

"50 (61) conv., $260*. 

CHEVROLET—’ 61 Impala (8) sport sedan, 
$2,490* (ps); sport coupe, $2,285* 
(ps). 

’60 Bel Air (8) 4-dr., $1,725* (ps); Bis- 
cayne (6) 2-dr., $1,290; Corvair (6) 2- 


dr., $1,055. 
’59 Brookwood (8) 4-dr., $1,175*; Brook- 
wood (6) 2-dr., $1,000; Impala (8) 


conv., $1,430* (ps); 4-dr., $1,330*. 
’58 Impala (8) sport coupe, $965*; conv., 
$820*; Bel Air (8) sport sedan, $870* 


(ps); Biscayne (6) 4-dr., $730, $730* 
(ps). 
’57 Bel Air (8) conv., $905*, $780*; Two- 


ten (6) 2-dr., $700; Two-ten (8) 4-dr., 
$650*; One-fifty (8) station wagon 2- 
dr., $650*. 

’56 Bel Air (8) conv., $575*; Two-ten 
(8) station wagon 4-dr., $565*, 

’55 Bel Air (6) conv., $505*. 

’54 Bel Air sport coupe, $170. 

’53 Bel Air 2-dr., $315*; One-fifty 2-dr., 
$190. 

*50 2-dr., $270*. 

hardtop, 

$875* (ps). 


$1,425* (ps); Fairlane (6) 2-dr. Vie. 
toria, $1,205*; Fairlane (8) 4-dr. gy. 
165*, $1,145*; Falcon (6) 2-dr., $y’. 
190*, $1,160*, $1,095; 4-dr., $1,055, ' 

’59 Galaxie (8) conv., $1,340* (ps); 4. 
dr. Victoria, $1,325* (ps); Ranch Wag. 
on (8) 4-dr., $1,030*; 2-dr., $920 
(ps); Custom 300 (8) 2-dr., gg4os 
(ps); Custom 300 (6) 2-dr. Victoria, 
$575. 

’58 Fairlane (8) 4-dr., $740*. 

’57 Country Sedan (8) 4-dr., $650*; Cys. 
tom (6) 2-dr., $615*; Custom (8) 4-dr, 
$310*; Fairlane 500 (8) 2-dr. Victoria, 
$575*; Ranch Wagon (8) 2-dr., $520: 
Fairlane (8) 4-dr., $520* (ps); 2-dr. 
Victoria, $405*. 

’56 Fairlane (8) conv., $550*; 4-dr. Vic. 
toria, $380* (ps); 2-dr., $190*; Custom 
(6) 2-dr., $425; Country Sedan (8) 4. 
dr., $330*; Country Sedan (6) 4-dr,, 
$365; Ranch Wagon (6) 2-dr., $349 
(ps); Ranch Wagon (8) 2-dr., $180*, 

’55 Fairlane (8) conv., $410* (ps); 4-dr,, 


$350". 
’54 Crest (8) 2-dr., $300*; 4-dr., $260*, 
IMPERIAL — ’58 4-dr. hardtop, $1,325* 
(ps), $1,310* (ps). 
’57 4-dr. hardtop, $1,040* (ps). 
LINCOLN—’58 Capri 4-dr. hardtop, $1,- 
275* (ps), $1,230* (ps). 
56 Premiere 4-dr., 2 at $650* (ps), 


’55 Capri 4-dr., $400*. 
MERCURY—’59 Monterey conv., $1,285*, 

’58 Monterey 4-dr. hardtop, $650*. 

’57 Montclair 2-dr. hardtop, $575* (ps); 


Monterey 2-dr, hardtop, $575* (ps). 
’56 Custom 2-dr., $275*. 
55 Montclair 2-dr., $405*; conv., $230* 


(ps); Monterey station wagon 4-dr,, 
$170*. 
’54 Monterey 2-dr, hardtop, $170*, 


’53 Monterey 2-dr. hardtop, $345. 
OLDSMOBILE—’60 (88) Fiesta 4-dr., $1,- 


950* (ps). 

’59 (88) 4-dr. Holiday, $1,875* (ps), 
$1,595* (ps); 2-dr. Holiday, $1,540; 
4-dr., $1,350*; (88) Super 2-dr. Holi- 
day, $1,840* (ps), $1,675* (ps). 

’58 (98) 4-dr. Holiday, $1,075* (ps), 
$880* (ps); (88) 4-dr., $870*, 

’57 (88) Fiesta 4-dr., $755* (ps), $750; 


conv., $700* (ps); 4-dr. Holiday, $700* 
(ps); 4-dr., $605* (ps), $515* (ps); 
(88) Super 4-dr, Holiday, $760* (ps); 
(98) 4-dr. Holiday, $665* (ps). 

"56 (88) 4-dr., $440*; (98) 4-dr. Holiday, 
$285* (ps). 

"55 (88) 4-dr., $415* (ps), $295; 2-dr. 

(Continued on Page 47, Col. 1) 











57 Commander (8) 4-dr., $435*, $335*. 





You’re on a one way street 
leading to car sales when you 
flag down the horn-honkers 
with an advertisement in the 
Buffalo Evening News. Four- 
fifths of the breadwinners in 
the nation’s 14th largest mar- 
ket area earn $4,000 to 
$10,000 a year or more. And 
they’re ready to buy. 





In a recent independent sur- 
vey, 88% of those families 
who planned to buy a car 
within the year are NEWS 
readers. Only 53% of those 
planning to buy, read the 
morning paper. 35% MORE 
of your prospects will be 
accelerated to car dealer’s 
showrooms and used car lots 


by automobile ads in the 
NEWS. 

When the horn-honker wants 
the beep-beep of a compact 
or the throaty basso of a 
standard size car, be there 
when the light turns green. 
Get 35% more of the car 
buyers with your campaign 
in the Buffalo Evening News. 





you reach more horn-honkers 
when you use NEWS power 





NEWSpower is graphically shown in a recent independent study of the Buffalo Market. 


Write for your copy. No obligation. 


BUFFALO EVENING NEWS 


Represented nationally by 


KELLY-SMITH CO. 


750 Third Ave., New York 17, N. Y., 








YU 6-4433 


218 MAIN STREET e 


One of America’s Great Newspapers 


BUFFALO 2, N. Y. 
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Used-Car Auction Prices 


(Continued from Page 46) 


Ville 4-dr. hardtop, $3,580* (ps), $3,- 
450* (ps); (62) conv., $3,200* (ps), 
$3,200*, $3,150* (ps). 

’59 de Ville 4-dr. hardtop, $2,950* (ps), 


liday, $340°, 
an 08) 9-dr. Holiday, $410. 


PACKARD—’55 Clipper 4-dr., $180* (ps). 


153 4-dr., $190. f : $2,950* (ps); 2-dr, hardtop, $2,875* 
mate a oe (6) 4-dr., $1, (ps), $2,700* (ps), $2,565* (ps), $2,- 
' as 415* (ps). 
159 Belvedere 8) eae ees Belvedere} "58 (60) Special 4-dr., $1,800* (ps). 
4-dr., p ae "49 (62) 2-dr. hardtop, $765*, 


(6) 4-dr., $865* (ps); Savoy (8) 4-dr., 

0*, $585*. 

at Bavoy (8) 4-dr., $620* (ps); Belve- 
dere (8) 2-dr. hardtop, $580. 

57 Savoy (8) 2-dr. hardtop, $495*; Sa- 
voy (6) 2-dr. hardtop, $300*; Belvedere 
(8) 4-dr. hardtop, $440* (ps). 

156 Belvedere (6) 2-dr., $400*, $395*; 
Plaza (6) 4-dr., $345. . 

54 Belvedere (6) 2-dr, hardtop, $140*. 

PONTIAC—’61 Catalina conv., $2,750* 


(ps). 


CHEVROLET—’61 Impala (8) conv., §$2,- 
050, $2,025*; Biscayne (6) 4-dr., $1,- 
855*; Biscayne (8) 4-dr., $1,495; Bel 
Air (6) 4-dr., $1,855*, $1,715; Park- 
wood (6) 4-dr., $1,720. 

’60 Impala (8) conv., $1,870* (ps), $1,- 
870* (ps), $1,830* (ps); sport coupe, 
$1,750* (ps); Brookwood (6) 4-dr., 
$1,600*; Bel Air (6) 2-dr., $1,290. 

’59 Impala (8) sport sedan, $1,500* (ps), 
$1,475* (ps), $1,335* (ps); conv., $1,- 


$ ee | $1,805* (ps); a 

50 Bonneville inl andr. $i,400°, $1,370°, | 1850 (De), §1.455° “Fobecet te < 
58 Chieftain 2-dr,. Catalina, $710. p dr., $1,425* (ps); "Bel Air (6) sport 
57 Chieftain Safari 4-dr., $645* (ps); sedan, $1,390*; Brookwood (6) 4-dr., 


Star Chief 4-dr., $725* (ps). 


1 ’ ° , ° ° ‘ 
156 Chieftain 4-dr, Catalina, §470*; 4- $1,285, $1,280, $1,180° (ps) 


’58 Impala (8) conv., $845* (ps); Yeo- 





dr., $440*. 
154 Chieftain 2-dr., $180*; 4-dr., $140*. 
RAMBLER — 60 Ambassador (8) 4-dr. 


hardtop, $1,400* (ps); Cross Country 
(6) 4-dr., $1,400. ; 

59 Cross Country (6) 4-dr., $1,175; Su- 
per (6) 4-dr. hardtop, $1,010; 4-dr., 
$925, $700; American (6) 2-dr., $755. 

58 Super (6) 4-dr., $770. 

56 Custom (6) station wagon 4-dr., 

5* 


Iowa Assn. Opens 
District Parleys 


D&S MOINES.—The Iowa Auto- 
mobile Dealers Assn. has scheduled 
10 district meetings, starting Mon- 
day (Oct. 16) at Mason City. 

The various meetings will be 
under the chairmanship of either 
M. O. Kahn jr. (Chrysler), of New- 
ton, president of the ‘association; 
Frank Potts (Chevrolet - Buick- 
Olds), Marengo, association first 
vice-president; Karl Jorde (Ford- 
Mercury), Osage, association dis- 
trict delegate, or C. J. Murray, 
Sioux City, Iowa’s NADA director. 

In addition to the Mason City 
meeting the others scheduled are: 

Ottumwa, Oct. 19; Lake Okoboji, 
Oct. 23; Sioux City, Oct. 24; Fort 
Dodge, Oct. 25; Waterloo, Oct. 26; 
Des Moines, Oct. 30; Dubuque, Nov. 
2; Cedar Rapids, Nov. 6, and Atlan- 
tic, Nov. 9. 

The Cedar Rapids meeting will 
include a special Vince Baker pre- 
sentation at 10 a.m. The other 
meetings all will start at 2 p.m. 


158 Custom (6) station wagon 4-dr., 


95. 
sTUDEBAKER—’60 Lark (6) conv., $975. 
59 Lark (6) station wagon 2-dr., $815; 
4-dr., $705. 
MISCELLANEOUS—’58 International cab 
& chassis, $600. 
47 Chevrolet walk-in, $185. 


CHICAGO 


Greater Chicago Auto Auction, Sale every 
Thursday. Prices are for sale of Sept. 28. 
A cold day—but a red hot sale. Sharp cars 
still bring the top dollar. Sold 405 cars 
from 643 consignments. 

CK—’61 Special 4-dr., $1,585. 
wT LeSabre 2-dr. hardtop, $1,990*. 

’59 Invicta 2-dr., $1,425* (ps); LeSabre 

4-dr, hardtop, $1,220* (ps). 

’58 Special 4-dr. Riviera, $900* 

Super 4-dr. Riviera, $875* (ps). 

’57 Super 4-dr. Riviera, $740* (ps); RM 

4-dr. Riviera, $670* (ps), $505* (ps). 

’56 Super 4-dr. Riviera, $415* (ps); 2-dr. 

Riviera, $400* (ps). 


CADILLAC — ’62 de Ville 2-dr. hardtop, 
$5,750* (ps). 

’61 (62) conv., $4,600* (ps), $4,500* 
(ps), $4,300* (ps); 4-dr. hardtop, $4,- 
135* (ps); de Ville 2-dr. hardtop, $4,- 
550* (ps). 

"60 (60) Special 4-dr., $3,940* (ps); de 


(ps) ; 


man (6) 4-dr., $550. 

’57 Bel Air (8) sport sedan, $645* (ps); 
an (6) 2-dr., $530; Two-ten (6) 
-dr., s 

’56 Two-ten (8) 4-dr., $475*; Bel Air (8) 
4-dr., $410* (ps). 

’55 Bel Air (8) sport coupe, $415*. 

CHRYSLER—’59 NY 4-dr. hardtop, 

625* (ps). 


DeSOTO—’60 Fireflite 4-dr., $1,560* (ps). 
’59 Fireflite 4-dr. hardtop, $1,180* (ps). 
’57 Fireflite 2-dr. hardtop, $775* (ps). 


DODGE—’60 Dart (8) Pioneer station wag- 


$1,- 


on 4-dr., $1,645*; Seneca (6) 4-dr., 
$1,280*, $1,040*, 
’58 Coronet (8) 2-dr. hardtop, $690* 
(ps). 


’57 Custom Royal (8) 4-dr., $495*; Coro- 
net (8) 2-dr, hardtop, $460*. 
EDSEL—’58 Pacer 2-dr. hardtop, $760* 
(ps); Roundup 4-dr., $440* (ps); 2- 
dr., $345*. 
FORD—’61 Galaxie (8) 4-dr., $1,985* (ps). 

’60 Thunderbird (8) conv., $2,635* (ps), 
$2,430* (ps), $1,925*; Galaxie (8) 
starliner, $1,600* (ps), $1,550* (ps), 
$1,550* (ps); Custom 300 (8) 4-dr., 
$1,485*; Ranch Wagon (8) 4-dr., $1,- 
250*; Fairlane 500 (8) 2-dr., $1,200; 
Fairlane (6) 4-dr., $1,200. 

’59 Thunderbird (8) 2-dr. hardtop, $1,- 
930* (ps); Fairlane 500 (8) 2-dr. Vic- 
toria, $1,370*, $1,190*; 2-dr., $885*; 
Galaxie (8) conv., $1,185, $1,150*, $1,- 
140*, $1,035*; 2-dr. Victoria, $1,080*; 
Ranch Wagon (6) 4-dr., $1,010; Cus- 
tom 300 (6) 4-dr., $1,000, $620; 2gdr., 
$750*. 

’58 Country Sedan (8) 4-dr., $795* (ps); 
Fairlane 500 (8) 2-dr. Victoria, $675*, 
$645*; Ranch Wagon (6) 4-dr., $620*, 
$525*; Fairlane (8) 2-dr. Victoria, 
$440*. 

’57 Fairlane 500 (8) skyliner, $655* (ps) ; 
2-dr. Victoria, $630*, $525* (ps), $415* 
(ps); 2-dr., $565*, $425*; 4-dr. Vic- 
toria, $560* (ps); 4-dr., $510*, $475*, 
$300* (ps); Ranch Wagon (6) 2-dr., 
$575* (ps). ; 

’56 Fairlane 500 (8) 2-dr., $445; conv., 
| (ps); Ranch Wagon (8) 2-dr., 

6 


IMPERIAL—’59 Imperial conv., $2,150* 
(ps). 
’57 Imperial 4-dr, hardtop, $975* (ps); 
conv., $905* (ps). 


LINCOLN—’61 Continental 4-dr. hardtop, 
$4,605* (ps). 
’60 Continental Mark V conv., $3,250* 
(ps). 


’59 Premiere 4-dr. hardtop, $1,675* (ps). 

’58 Premiere 4-dr. hardtop, $1,495* (ps); 
2-dr., $1,380* (ps). 

’57 Premiere 4-dr, hardtop, $950* (ps), 
$940* (ps). 

MERCURY—’60 Meteor 4-dr. hardtop, $1,- 
935* (ps); Monterey conv., $1,660* 
(ps), $1,440* (ps). 

’59 Commuter 4-dr., $1,210; Monterey 4- 
dr., $1,095*, 
’57 Commuter 4-dr., $555*; Monterey 2- 
(88) conv., 


dr., $335. 
OLDSMOBILE— 61 $2,690* 
(ps); 4-dr., $2,000. 

'60 (88) 2-dr. Holiday, $2,300* (ps), $1,- 
800* (ps); 4-dr. Holiday, $2,225* (ps); 
(98) 4-dr. Holiday, $1,950* (ps). 

’59 (98) 2-dr. Holiday, $1,640* (ps); 4- 
dr., $1,615* (ps); (88) 2-dr, Holiday, 
$1,640* (ps); conv., $1,555* (ps); 4- 
dr., $1,440* (ps). 


A vacuum cleaner, that could 
be installed under the dashboard, 
was an automobile accessory in 
the early 1920s. 





"58 (88) 4-dr., $910* (ps); 4-dr. Holiday, 
$810* (ps). 

’57 (98) 4-dr. Holiday, $800* (ps), $605* 
(ps); (88) 4-dr., $735* (ps); 4-dr. 
Holiday, $735* (ps); 2-dr. Holiday, 
$650* (ps), 

’56 (88) 4-dr, Holiday, $545* (ps); (98) 
4-dr. Holiday, $525* (ps). 


PLYMOUTH—’60 Savoy (8) 4-dr., $1,090*. 

’59 Fury (8) 2-dr. hardtop, $1,320* (ps); 
Suburban (8) Custom 4-dr., $1,190*, 
$850*; Belvedere (8) 2-dr. hardtop, 
$1,150*, $1,000*, $815; 4-dr., $790. 

’58 Savoy (8) 2-dr., $680* (ps), $440*; 
Plaza (6) 2-dr., $495*, 

’57 Belvedere (8) 2-dr. hardtop, $530*; 
4-dr. hardtop, $445*, $440*. 


PONTIAC—’61 Bonneville conv., $2,885* 
(ps); sport coupe, $2,710* (ps); Cata- 
lina conv., $2,350* (ps); 4-dr, Vista, 
$2,180* (ps); Ventura sport coupe, 
$2,305; Tempest (4) 4-dr., $1,700. 

"60 Bonneville conv., $2,105* (ps); sport 
coupe, $2,105*; Catalina sport coupe, 
$1,945* (ps); 4-dr. Vista, $1,845* (ps); 
Star Chief 4-dr. Vista, $1,885* (ps)‘ 

’59 Bonneville 4-dr, Vista, $1,815* (ps); 
sport coupe, $1,740* (ps), $1,550* (ps); 
conv., $1,420* (ps), $1,410* (ps). 

’58 Star Chief 2-dr. Catalina, $595* (ps), 
$430* (ps). 

RAMBLER—’61 Super (8) 4-dr., $1,525. 

"60 Super (8) 4-dr., $1,585* (ps), $1,- 
480* (ps); American (6) Deluxe 4-dr., 
$1,125*. 

°59 Super (8) station wagon 4-dr., $810*. 


STUDEBAKER—’60 Lark (6) Deluxe 4- 





dr., $1,000. 
‘59 Lark (6) Deluxe station wagon 2-dr., 
$800*; 2-dr., $600. 
* * 7 


— Auctions in Brief — 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday (Sept. 27), New-car 
showing top activity at N, A. D. E, Second 
car selling continues as earlier models were 
completely sold out, 


* * * 


CHICAGO 


Arena Auto Auction, Sale every Tuesday 
(Sept. 26), Good sale, Sold 363 cars from 
631 consignments. 


* * * 
MANHEIM, PA. 
Manheim Auto Auction, Sale every Fri- 


day (Sept. 29), Weather: Clear, Sold 74 
percent of 797 consignments. 


Oklahoma Alters 
Collection of Tax 
On Optional Items 


OKLAHOMA CITY.—A new pro- 
cedure is being followed in Okla- 
homa in the collection of taxes on 
accessories and optional equipment 
on a new motor vehicle at the time 
of sale. 


Dealers have received from the 
Oklahoma Tax Commission new 
forms which will be used for mak- 
ing application for title certificates. 
The form must be signed by the 
dealer or a representative. 


On the form dealers must give a 
description of optional equipment 
and accessories, listing the manu- 
facturer’s trade name for each 
item. 

Roy Tant, manager of the Okla- 
homa Automobile Dealers Assn., 
said the total delivered price will 
be the actual total delivered price 
based on the factory delivered 
price, plus the suggested retail sell- 
ing price of all optional equipment 
and accessories on the vehicle, less 
freight and dealer make-ready 
charge. 


A 2 percent excise on extra 
equipment and accessories will be 
collected by the motor license agent 
at the time the purchaser makes 
application for title at the agent’s 
office, Tant said. 
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acts Boost Share a Third... 





Output for 


9 Months 


Declines 25 Percent 


(Continued from Page 1) 


and Checker Motors, up 0.01 
points. 

Losing ground from a year ago 
were Chrysler Corp., off 5.19 points; 
American Motors, 0.48 points, and 
Studebaker-Packard, 0.41 points. 


No corporation showed a gain in 
numerical output over 1960, 
a ok ” 
IGHLIGHT of the first three 
quarters of this year was the 
capture of 36.47 percent of total 


Bendix Division 
Formed to Serve 
Aftermarket Field 


DETROIT.—A new division call- 
ed Bendix Automotive Service has 
been established by Bendix Corp. 
as part of a long-range program to 
strengthen and 
consolidate fur- 
ther the after- 
market activities 
of eight divisions, 
according to 
George E. Stoll, 
executive vice- 
president. 

Stoll said the 
new division re- 
sulted from the 

F “highly success- 
T. A. Kreuser ful operation” of 
an automotive service section 
formed late last year. It enabled 
the company to build more efficient 
sales and service facilities for dis- 
tributors and dealers through a 
“unified and well-coordinated sales, 
advertising, training and service 
program,” he said. 

He also announced the appoint- 
ment of T. A. Kreuser, formerly 
manager of the section, as general 
Manager of the new division. 
Kreuser will make his headquar- 
ters at South Bend. 

The products being made avail- 
able through the Automotive Serv- 
ice Division include brakes, power 
brakes, brake lining, power steer- 
ing, fuel pumps, carburetors, filters, 
universal joints, ignition systems 
and starter drives. 

The manufacturing divisions sup- 
plying these products include Ben- 
dix Products, South Bend; Zenith 
Carburetor and Bendix Filter, De- 
troit; Eclipse Machine, Elmira, 
N. Y.; Lakeshore, St. Joseph, Mich.; 
Marshall-Eclipse, Troy, N. Y.; Scin- 
tilla, Sidney, N. Y., and Red Bank, 
Eatontown, N. J. 


62 Ramblers Get 
‘Typhoon’ Test 


DETROIT.—American Motors 
Corp. has announced that all 1962 
Ramblers will be subjected to a 
“typhoon water-spray test’ to as- 
sure the absence of water leaks. 

Each car body is sent through 
a 50-foot-long tunnel in which 3,000 
gallons of water are sprayed under 
high pressure from all angles—top, 
front, rear, sides and bottom—dur- 
ing the four minutes the body is 
in the tunnel. 

An inspector rides inside each 
body to check for water traces. He 
then makes a report on each car. 
Since the seats are not installed 
until after this operation, the in- 
spector can check not only the pas- 
senger compartment, but the trunk 
as well. 

E. W. Bernitt, automotive opera- 
tions vice-president, said the four- 
minute deluge is equal to 15 inches 
of rainfall. 





Ex-Dealer to Get U. S. Post 


WASHINGTON.—Tully Reynolds, 
former Gilmer (Tex.) auto dealer, 
will be appointed United States 
marshal for the Eastern District 
of Texas, according to a White 
House spokesman. He had been a 
Chevrolet and Buick dealer in Gil- 
mer. 


industry output by the compacts. A 
year ago, with Lancer, Special, F’-85 
and Tempest just getting under 
way, the compacts accounted for 
only 27.80 percent. 

Showing percent-of-industry 
gains over a year ago were Cor- 
vair, up 2.66 points; Falcon, 2.57; 
Tempest, 2.14; Special, 1.45; F-85, 
1,02; Comet, 0.93, and Lancer, 
0.42. 

Losers in percentage ground 
among the compacts were Valiant, 
off 1.66 points; Rambler, 0.48, and 
Lark, 0.36. 

Compact makers that built more 
cars in the first nine months of this 
year than in the same period a 
year ago were Corvair, up from 
181,833 to 233,393; Lancer, from 
26,144 to 34,909; Special, from 6,021 
to 58,095; Tempest, from 53 to 
78,145, and F-85, from 7,526 to 
43,012. 

Off in numerical output from a 
year ago were Rambler, from 
357,858 to 248,445; Valiant, from 
197,351 to 85,782; Falcon, from 386,- 
049 to 381,256; Comet, from 140,522 
to 138,787, and Lark, from 76,457 to 
43,619. 

* * * 

UTPUT in the low-price stand- 

ard class was off 5.19 percent- 
age points from a year ago as only 
Ford and Checker showed percent- 
of-industry gains — Ford, up 0.84 
points, and Checker, up 0.01 points. 

Losers of percentage ground 
from a year ago were Dart-Po- 
lara, off 3.41 points; Chevrolet, 
1.97; Plymouth, 0.57, and Stude- 
baker Hawk, 0.36. 

Overall, this group took 42.87 per- 
cent of total industry output dur- 
ing the first three quarters of this 
year, compared with 48.02 percent a 
year ago. 

None of the low-price standard 
makers showed a gain in numerical 
output over the first nine months 
of 1960—Chevrolet, being off from 
1,209,791 to 825,424 assemblies; 
Ford, off from 659,010 to 522,109; 
Dart-Polara, from 308,183 to 103,- 
538; Plymouth, off from 195,289 to 
124,397; Hawk, off from 4,747 to 
1,826, and Checker, from 5,508 to 

it. 


’ 
* * * 


id ery medium-priced group took 
17.20 percent of total industry 
output this year, compared with 
21.35 percent a year ago. The re- 
sult was a 4.15 percentage-point 
loss from 1960. 

Only gainers in percentage 
ground among the mediums were 
Chrysler, up 0.46 points and 
Thunderbird, up 0.35 points, Los- 
ers were standard Pontiac, off 
2.50 points; standard Oldsmobile, 
1.24; standard Buick, 0.67, and 
Mercury, 0.20. 

None of the mediums showed nu- 
merical gains—Chrysler, being off 
from 65,297 to 65,250; Thunderbird, 
from 68,909 to 64,307; Mercury, from 
114,246 to 77,463; standard Buick, 
from 193,135 to 118,532; standard 
Oldsmobile, from 272,969 to 157,202, 
and standard Pontiac, from 327,- 
639 to 151,388. 

* cd ok 
| a THE highest priced class, Cad- 
illac and Lincoln both showed 
percent-of-industry gains, Only 
* * * 


© 


Lincoln showed a boost in numer- 
ical output. 

Cadillac increased its percent- 
of-industry take 0.38 points and 
Lincoln, 0.33 points. Imperial was 
off 0.08 points. 

Numerically, Lincoln jumped 
from 13,194 to 21,972 assemblies, 
while Cadillac was off from 115,762 
to 100,170 units, and Imperial fell 
from 11,568 to 5,668, 

The luxury class as a whole pick- 
ed up 3.46 percent of total industry 
output this year, compared with 
2.83 percent a year ago. The result 
was a 0.63 percent-of-industry gain 
for the highest-priced class during 
the first nine months of this year. 

+ * * 


N THE commercial-car field, five 
truck makers and the miscel- 
laneous group showed percent-of- 
industry gains over 1960. Six others 
suffered losses. 

Gainers were Ford, up 2.99 
points; International, 2.75; Dodge, 
0.34; White, 0.24; Willys, 0.11, and 
miscellaneous, 0.03. 

Losers were Chevrolet, off 3.00 
points; GMC, 2.64; Studebaker, 
0.40; Mack, 0.30; Divco, 0.07, and 
Diamond T, 0.07, 

Numerically, the only gainer was 
International, which boosted its 
output from 97,646 to 106,733 trucks. 

Losing ground from a year ago 
were Chevrolet, off from 300,859 to 
234,673 trucks; Ford, from 269,178 
to 256,449; Willys, from 100,389 to 
87,425; GMC, from 82,386 to 49,388; 
Dodge, from 55,354 to 50,474; Mack, 
from 11,649 to 7,642; White, from 
12,662 to 12,841; Divco, from 2,732 
to 1,767; Diamond T, from 2,189 to 
1,340; Studebaker, from 10,211 to 
5,555, and miscellaneous, from 4,271 
to 3,903. 


Chrysler-Plymouth 
Division 
Chrysler 
DeSoto 
Imperial 
Plymouth 
Valiant 

Dodge Division 
Dart-Polara 
Lancer 

FORD MOTOR 

Ford Division .... 
Falcon 
Ford (Std.) 
Thunderbird 

L-M Division 
Comet 
Lincoln 
Mercury 

GENERAL MOTORS 

Buick Division 

Buick (Std.) 





Total Cars, U. S. 





How Each Car Maker Fared... 


Nine Months Output—'6l vs. ‘60 





Output, 
1961 
AMERICAN MOTORS 
IN sodsiitetiiaeisiusidoxsoccessee 248,445 
CHRYSLER CORP. .............. 419,544 












Nine Months Pet. of Nine Months Pct. of Gain 
Total Output, Total or 
Output 1960 Output Loss 

6.73 357,858 7.21 — 4g 
11.37 821,345 1656 — 519 
7.62 487,018 9.82 — 2.99 
1.78 65,297 1.32 + 04g 
anek 17,513 0.35 — O35 
0.15 11,568 0.23 — gg 
3.37 195,289 3.94 — 057 
2.32 197,351 3.98 — 16 
3.75 334,327 6.74 — 2.99 
2.80 308,183 621 — 34 
0.95 26,144 0.53 + 0.42 
32.65 1,381,930 27.85 + 49 
26.19 1,113,968 22.45 4+ 3.4 
10.33 (386,049 7.738 + 2.55 
14.12 659,010 13.28 + 0.84 
1.74 68,909 1.39 + 0.35 
6.46 267,962 5.40 + 1.06 
8.76 140,522 2.83 + 0.93 
0.60 13,194 0.27 + 033 
2.10 114,246 2.30 — 0,20 
47.90 2,314,729 46.63 + 1,27 
4.79 199,156 4.01 + 0.78 
3.22 193,135 3.89 — 0.67 
MID sdicditasscsctearsicnts 1.57 6,021 0.12 + 1.45 
EN oss clas: tin nen sissisevessbeon 2.71 115,762 2.33 + 0.38 
Chevrolet Division ............ 1,060,401 28.73 1,391,624 28.04 + 0.69 
TIEN hs \okas eck pres tiesosd cencavie 233,393 6.32 181,833 3.66 + 2.66 
Chevrolet (Std.) ............ 827,008 22.41 1,209,791 24.38 — 1.97 
Oldsmobile Division .......... 200,214 5.43 280,495 5.65 — 0,22 
EMD sath etexevineoerdaitaesaviniie 43,012 117 7,526 0.15 + 1.02 
Oldsmobile (Std.) ........... 157,202 4.26 272,969 5.50 — 1.24 
Pontiac Division ................ 230,145 6.24 327,692 6.60 — 0.36 
Pontiac (Std.) ...... 151,388 4.10 327,639 6.60 — 2.50 
ONIONE osistccesssivciss 748,757 2.14 we Pah + 2.14 

S-P CORP. ........ 45,445 1,23 81,214 1.64 — 041 
PUNE © cde eiccchdckecckns costcbecerroustes 1,826 0.05 4,757 0.10 — 0.05 
MIRA Nid adievenieeth onkaijcaeevesivtvecsstane 43,619 1.18 16,457 154 — 0.36 

CEIED: sessccconceeszavacsinoseaoions 4,287 0.12 5,508 0.11 + 0.01 


























4,962,584 








62 Sales Spurt; Crowds Off 


(Continued from Page 24) 


Ford everything points to a bet- 
ter year upcoming and we had a 
pretty good one this past year. 
I’m sure the Falcon, improved as 
it is, will continue the best com- 
pact seller, not only here but in 
the nation.” 

Rambler, which hadn’t been 
shown Officially at press time, was 
a hot seller anyway. Eli Crespi, of 
Luby Rambler, has been taking or- 
ders for cars he expects to get and 
reported early in the week he had 
36 orders for retail delivery on 
opening day. 

Burt Kahn, of Colonial Pontiac, 
said he had never seen so much 
buying interest in a new model. 
He claimed 46 actual orders in the 
first week and he is extremely opti- 
mistic for a record-breaking year. 

L. D. Bolton, of J. D. Ball Ford, 
reported a continuous stream of 
buying-minded visitors over the 
weekend. He was especially high on 
prospects for the new Fairlane line. 

Many shoppers in Miami ex- 
pressed surprise that prices had 
not been advanced. 

“Everything else is going up,” 
said one. “I simply can’t understand 
why cars haven’t been raised. 
Maybe I'd better buy now before 
the price does go up.” 

Another said, “The only thing 
that bothers me is the great num- 
ber of exotic names for different 
models. Used to be one chose be- 
tween coupes, sedans, converts and 
station wagons. Now we have the 
Futurama Eleganti Fortissimo 





How Each Truck Maker Fared... 


Nine Months Output—'6! vs. ‘60 


Nine Months 
Output, 
1961 


234,673 
1,340 
1,767 





49,388 
106,733 


INTERNATIONAL 
MACK 
STUDEBAKER 
WHITE 

WILLYS 


3,903 


Total Trucks, U. §, ....818,190 





Pet. of 
Total 
Output 


31.68 


Nine Months 
Output, 
1960 


300,859 
2,189 
2,732 

55,354 
269,178 
82,386 
97,646 
11,649 
10,211 
12,662 

100,389 

4,271 


Pct. of 
Total 
Output 
28.68 
0.16 
0.22 
6.17 
31.34 
6.04 
13.05 
0.93 
0.68 
1.57 
10.68 
0.48 





100.00 949,586 


Model 336 XI of the Bombo Group 
Mark XXVII. 

“What it is I don’t know until] I 
see it.” 

Some Miami dealers advertised 
door prizes, some provided coffee 
and doughnuts but these were 
distinctly in the minority. Most 
dealers left the presentation an- 
nouncements to the factory. 

Charles Bradshaw, of Tropical 
Chevrolet, said, “We could have 
sold and delivered quite a few 
Chevy IIs, in which there was great 
interest, but we were handicapped 
in having only one model to show, 
the same as all other Chevrolet 
dealers here. 

“This car may prove to be a 
whirlwind this year, and most vis- 
itors were amazed at the low price.” 

Coleman Munroe, of Munroe- 
Zeder, handling Chrysler products, 
predicted that this year would be 
a record breaker. “Plymouth es- 
pecially will sell good in this mar- 
ket,” he said. 

Pete Schaeffer, of Gables Lin- 
coln-Mercury, reported that for 
some unaccountable reason the 
Lincoln factory did not announce 
presentation day and consequently 
there were few visitors on that 
day, Sept. 27. However, the Mer- 
cury show day Sept. 29 was well 
advertised and floor traffic was ex- 
cellent, he said. 

“We made more bona fide sales 
of Mercurys and Comets over the 
weekend than ever before in my 
experience,” Schaeffer said. 

Andrew Nelson, sales manager 
for Nolan-Brown Cadillac, said a 
number of owners of ’60 and ’61 
models were in to examine the ’62s 
and evidently would be early buy- 
ers. Interest has been above normal 
at both the Miami and Miami 
Beach branch, he said. 

* * ok 


New Orleans 


EW ORLEANS dealers went all 
out in introducing their ’62 
models. Never before had so many 
dealers held an ‘open house’ and 
spruced up their showrooms with 
flowers and made such large ex- 
penditures on give-away favors. 
Two dealers went so far as to 
have jazz bands and one had “Miss 
New Orleans” at his establishment. 
Two other dealers had red and 
white canopies from the street to 
the entrance of the showroom. 
Every dealer, without excep- 
tion, was enthusiastic about his 
individual line. The dealers liked 
the idea of all cars being intro- 





ed during the introduction period, 
there was a steady flow of traffic, 
Dealers were encouraged by the | 
assistance and cooperation of the 
factories on advertising. : 


volume in 1962 than in 1961, One 
ble his sales in ’62. Salesmen were 


comments were heard right down 
the line from showroom visitors. 
o* 








duced in a 10-day period. They 
said the “real selling session” 
starts after the public has had 
an opportunity to see all the new 
cars. 

While showrooms were not pack- 


All dealers predicted better sales 
dealer predicted that he would dou- 


also enthusiastic and favorable 


* ca 


St. Louis 


RAP weather in St. Louis damp- 
ened new-car buyers’ enthusi- 
asm for the ’62s and generally the 
showings were below dealer ex- 
pectations. There were some eX- 
ceptions, where the openings “were 
the best since 1958.” 

Noteworthy of the announce 
ments was a higher ratio of “seri- 
ous buyers” in comparison to “look- 
ers, tire kickers and requesters of 
literature.” Heavy newspaper ad- 
vertising supported the showings. 

General Motors dealers appeared 

(Continued on Page 59, Col. 1) 


A Fashion First— 


Two imported cars, driven into the 
lobby of the Bank of the Southwest Build- 
ing in Downtown Houston, furnished back- 
ground for the first fashion show ever held 
in the office of a brokerage firm, Good- 


body & Co. The firm held the fashion m 
show “in honor of the feminine investor, ( 
featuring styles suitable for the woman 8 
on Wall Street. The Jaguar and the MG Fi 


Midget were furnished by Houston Motors, 
Inc., and Sports Cars, Inc., respectively: 





Aluminum triggers another revolution. (0... occ. joc 


which promises to cut the cost of nearly everything you buy. e Now, huge shipping containers of Alcoa®* Aluminum can be loaded with 
goods, locked and sealed, then carried anywhere by truck or train or ship or plane—or any combination of these four—to greatly speed 
up deliveries. e More impressively, these containers practically eliminate rehandling, pilferage and damaged goods—expenses now reflected 
in the prices you pay. @ Why was aluminum elected for the job? Obviously for its light weight and outstanding corrosion resistance. @ Also 
its strength. e On board a ship, these Alcoa containers can stand the stresses of a 30-degree roll in heavy seas. In a freight train, they can 
take a 1G longitudinal shock when two flatcars couple head on. @ But then, 

aluminum’s ability to absorb impact is no revolutionary new development. 

Aluminum pistons in autos have taken hard knocks since 1914. So have ALCOA ALUMINUM 
aluminum bumpers on cross-country buses for 15 years and 7% billion 
miles. e Aluminum. Murmur the word aloud. This is the metal that sounds BEATEN SOE AEN Sor Renee 


gentle but acts tough. 


For complete sports coverage listen to ‘‘SPORTS SHOW” with Bob Reynolds, 6:15 to 


6:30 p.m. every weekday on WJR, Detroit WORLD’S LEADING PRODUCER OF ALUMINUM 
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Kimnach Ford to Move 


Out of South Norfolk 
NORFOLK, Va.—Kimnach Ford, 
Inc., South Norfolk, is moving its 
entire dealership operation to Vir- 
ginia Beach Blvd. in Norfolk. 
The move, which is expected to 
be completed by October, will bring 
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to three the number of authorized 
Ford dealers in Norfolk and will 
leave South Norfolk without a new- 
car franchise. 

The South Norfolk dealership 
dates back approximately 30 years 
and was operated until four years 
ago as Peebles Ford, Inc. 











Who 


buys 


the new Cars in 
New York? 





gan’s Survey Research 


Chaikin, Inc. Ask your Scripps-Howard 


representative about it. 


*Hint: The one quality newspaper of the eve- 
ning field, the World-Telegram, gives you the 
better-income, car-buying families who are 
divided—in the a.m.—between the two quality 
morning papers. It is, by all odds, the econo- 
my buy of the New York market. 


You’re really selling the market when you’re in the 


New York World- -Telegram 
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Here, complete, 
year’s study of new car buy- 
ing trends in the world’s 
richest market: the World- 
Telegram’s exclusive study 
of who” s buying the standard cars and the com- 
pacts... who the frequent car buyers are, and 
the multi-car families...and how best to sell 
this entire buying market" at lowest cost. Quite 
a handbook, and researched by two nationally 
respected authorities—the University of Michi- 


Scripps-Howard General Advertising Offices: 
230 Park Avenue, New York City + Chicago +» San Francisco 
Detroit » Cincinnati + Philadelphia +» Dallas + Los Angeles 


is a full 


Center, and Bennett- 








Checking Stock— 


Robert F. Anderson, left, 
marine department at Chief Pontiac-Cadil- 
lac Co., Bay City, Tex., checks stock of 
reconditioned outboard motors with a me- 


chanic. 


motors for every new one. 
.. ee 





head of the 


He said the firm sells two used 





New Franchises 
Signed by Three 


In Vancouver 


area. 
Georgia, Ltd., 


tors Western, Ltd., 
address. 


dealerships, 


tors, Ltd., Port Coquitlam. 


Bud Woodford heads the Wood- 
ford deal and Elmer Kusick and 
Norman Dietrich are partners in 


Metropolitan. 


Peugeot Distribution, Ltd., 


St. Dale Bardon is manager. 
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Texas Dealer Offers Tips on Marine Operation .. . 


Boat Sideline Calls for Close Study 


By Ruel McDaniel 
Staff Correspondent 

BAY CITY, Tex.—When a new 
industry bursts upon the horizon, 
or an established one takes on sud- 
den new vigor and expansion, near- 
ly everybody seemingly wants to 
get into the act. 

That is what has happened to 
the boat and motor business, The 
postwar boom in boating was 
phenomenal, and a lot of people 
became marine dealers. Some 
made money and are still making 
money. Others found there was 
no magic, even during the boat- 
ing boom, in making money with 
boats and motors without some 
judgment and work, and fell by 
the wayside. 

Some auto dealers have added 
marine departments, and some are 
making money. Others have found 
the supposed bonanza _ illusionary 
and have dropped the department. 
There doubtless are many dealers 
who have not as yet taken the 
plunge but who still are trying to 
make a decision. 

The experience and observations 
of a successful small-city auto deal- 
er who has handled boats and mo- 
tors for 16 years should be of some 
practical value in making a de- 
cision. 

This dealership is Chief Pontiac- 
Cadillac Co., owned by Robert F. 
and Thomas J. Anderson, The con- 
cern sells about $50,000 worth of 
boats and motors annually, they 
said. 

Three major factors should be 
considered, said Robert F. Ander- 
son, who is in charge of the marine 
department, before taking any defi- 
nite steps toward establishing a 
marine department. These are: 

1. Is there a present or poten- 
tial market for boats and motors 
sufficient to justify another deal- 
er? This should be determined by 
an intelligent survey of the local 
market, preferably by an inde- 
pendent marketing analyst, but 
if not by your own organization, 
with a completely open mind. 

“In making your own survey, it 
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is easy to color the results to com- 
ply with your inclinations,” Ander- 
son warned. “If you really want to 
get in the boat business, you’re in- 
clined to magnify the favorable 
points and gloss over those not so 
favorable. That is misleading and 
can prove disastrous.” 

A major factor to consider in 
making a market survey, of course, 
are the areas in the vicinity in 
which boats may be used, said An- 
derson, but even more important 





are any proposed new lakes to be 
created within the near future. A 
new lake invariably stirs a boat 
boom, he added. 

2. Determining the present and 
potential marine market, the next 
factor to be considered is the com- 
petition. How many outlets are 
there in town selling boats and mo- 
tors? Are they aggressive, average 
or merely order-takers? What ef- 
fect, if any, would your entering 
the field have on competition? 

“The number of other dealers 
is not as important as their status 
as merchandisers,” said Ander- 
son. “One really live-wire dealer 





| can make it harder on a new 
dealer than half dozen small, in- 
active dealerships, particularly if 
he resorts to price-cutting to get 
business.” 

3. Available franchises. Although 
listed third, this is just as import- 
ant as the first two factors, Ander- 
son emphasized, particularly where 
motors are concerned. There are 
only three or four motor lines that 
are well known throughout the 
country, he said, and unless the 
dealer can take on one of these, 
he had better stay out of the boat 
business. 

Getting the right motor franchise 
is basic, because it is difficult to 
merchandise a motor that is not 
favorably known, regardless of the 


30 More Dealers 
Sign Contracts 


With Studebaker 


SOUTH BEND. — Studebaker- 
Packard Corp. has signed 30 new 
dealerships. They are as follows: 

Cornett International Motors, 
Inc., 1064 Bardstown Rd., Louisville; 
Watt & Dorsey Motors, Inc., 1410 W. 
Ogden Ave., Downers Grove, IIl.; 
Marcy Motors, Inc., 803 Main Ave., 
Passaic, N. J.; Louis Dockterman, 
531 W. Third St., Davenport, Ia.; 
Richlyn Auto Sales, Inc., 8230 Ston- 
ey Island Ave., Chicago; Bob Lane’s 
Sales & Service, 3624 Pine Grove 
Rd., Port Huron, Mich.; Carmen 
Sales & Service, Inc., 3000 W. Law- 
rence Ave., Chicago, and Wolf Stu- 
debaker, Inc., Lafayette & Prince 
Sts., New York. 

Dobar Auto Sales, Inc., 575 Fulton 
St., Farmingdale, N. Y.; South 
Shore Foreign Sales & Service, Inc., 
139 Sunrise Highway, Baldwin, N. 
Y.; Bisler-Adam Motors, 16501 
Broadway, Maple Heights, O.; S & 
S Motor Sales Co., 2401 Governor 
Printz Blvd., Wilmington, Del.; L. 
S. Kerr Motors, Inc., 3957 May- 
field Rd., Cleveland Heights, O.; 
A-OK Motor Sales, 5272 Ridge Rd., 
Parma, O., and A. F. L. Motors, 
Inec., 1920 W. North Ave., Mil- 
waukee. 

Pilmer Motors, Inc., 188 S. Broad- 
way, Yonkers, N. Y.; Lingo Olds- 
mobile, 310 North Maine, Baytown, 
Tex.; Blue Valley Studebaker, Inc., 
813-815 Lexington, Independence, 
Mo.; Lavigne Auto Sales, 14201 E. 
Warren Ave., Detroit; Denil Cadil- 
lac Co., 400 S. Adams St., Green 
Bay, Wis.; Adam Motor Corp., Cres- 
cent Blvd. & Drexel Ave., Camden, 
N. J.; La Grew Motors, Inc., 434-6 
W. Main St., Lexington, Ky., and 
Daulton Ripley, Inc., 536 W. North 
St., Lima, O. 

Desert Motors, Inc., 1205 Las 
Vegas Blvd., South, Las Vegas; Po- 
mona Car Imports, 840 E. Holt Ave., 
Pomona, Calif.; West Bay Motors, 
Inc., 123 California Drive, Burlin- 
game, Calif.; Shirley Motors, 6626 
Backlick Rd., Springfield, Va.; Grim 
Motor Co., Inc., 138th & Turner 
Sts., Allentown, Pa.; Bill Brumett 
Imports, Inc., 1037 S. Hill St. 
Oceanside, Calif. and Bob Pool 
Motors, 2811 Wilmington Ave., Day- 
ton. 





VANCOUVER, B. C.—Three new 
franchises have been signed in this 


1190 W. Georgia, 
has acquired a Studebaker fran- 
chise. D. M. McRae is manager. He 

also heads Mercedes-Benz Distribu-| i 
at the same 


Mercury-Meteor - Comet - ‘English 
Ford franchises have gone to two 
Woodford Holdings, 
Ltd., Merritt, and Metropolitan Mo- | ™ 


has 
moved from its downtown office- 
building location to 2416 Granville 


Marine Shelter— 


This carport erected at the rear of Chief 
Pontiac-Cadillac Co., Bay City, Tex., shel. 
ters the firm's outside boat display, The 
boat headquarters and shop are inside the 
building. 

e- Sx s 


potential market and lack of com. 
petition, he said. 

Lining up good boat lines is much 
easier, because there are so many 
more boats that are available and 
are reputable, he continued. 

There still are other factors that 
should be considered before the car 
dealer finally gets into the boat 
business, Anderson said. 

“For one thing, he must haye 
sufficient potential, and be sold 
strongly enough on the marine 
business to set up an operation 
large enough to utilize the sery- 
ices of a minimum of two men, 
That means a certain degree of 
risk, but it is difficult to get the 
new department off the ground 
with anything less than two men 
—a man to run the front and sell 
and a good mechanic for the 
service section.” 

And the dealer must be willing to 
allot sufficient space to the marine 
department to provide display fa- 
cilities and a service section. 

“You can’t expect to sell boats 
and motors in today’s competition 





a. 

















without showing them properly in | 


an area that lends itself to invit- 
ing display,” he said. “If you don't 
have sufficient display and working 
space for the new department and 
are not willing to build the needed 
space, forget boats and motors.” 

Included in the need for sufficient 
display and service space is a closed 
area in which to display boats. 

The company has a carport ex- 
tension on the main building for 
displaying the overflow of boats 
from the inside sales fioor. This 
protects the boats from the sun 
and minimizes the dust. 

“Another factor favoring inside 
display of boats,” he said, “is that 
the average boat looks about 
percent larger when shown inside 
a building as compared to display 
outside. That has a favorable effect 
on the prospect’s final decision to 
buy.” 

The company was fortunate to 
obtain a combination automotive 
marine mechanic, who had had 
training in servicing outboard mo- 
tors, and Anderson stressed the im- 
portance of hiring a service man 
who has been trained to repair the 
line of outboards the dealership 
takes on, “The average automobile 
mechanic can’t do the job,” he 
warned. 


It is absolutely essential to the 
success of the marine department, 
he finds, to maintain a reliable 
service department, because the 
average motor buyer today expects 
to obtain quick service where he 
bought his motor, Reliable service 
is, in fact, the local dealer’s strong: 
est weapon against price competi- 
tion from other cities, Anderson 
said, 

Be prepared to face about the 
same basic problem of handling 
tradeins in the sale of motors as 
you have in car selling, Anderson 
advised. He said he sells about two 
used motors to one new one, and if 
he gets the allowance made on 4 
used motor plus the cost of recon- 
ditioning it, he considers the deal 
satisfactory. 












er’ 
aan attention. In the center of 


n 4 there is a headline, “In- 
Seamatle Urethane.” The short ar- 
| ticle following discusses a non- 
- purning flexible urethane foam. 
| “{nflammable” means combus- 
tible, capable of being ignited, 
which is obviously not a character- 
istic of the mentioned product. 

As one who belongs to several 
fire and accident-prevention soci- 
eties, I would point out that efforts 
to stop the use of the word “in- 
flammable” were started a number 
chiet J of years ago and such efforts are 
shel- continuing. To many people it has 
The the same meaning that is conveyed 
2 the in your article, namely nonburn- 
ing. Such misinterpretation has led 
to numerous serious burns and fires 
due to the mishandling of burnable 
fluids and solids labeled “inflam- 
mable” by persons who thought the 
word meant “not flammable.” 

It is preferable to use the words 
“purnable” or “flammable” if the 
product will burn. If it won’t burn, 

then nonflammable or nonburnable. 
These words have meanings much 





alee, 


e more easily understood. —J. N. 
Ich PorTER, superintendent of engineer- 
iny ing and inspection, Old Republic 
ind Insurance Co., Greensburg, Pa. 
* * + 
sat Reader Sees 2 Errors 
In your issue of Sept. 25, we 


«4 would like to call your attention to 
bat two errors. On page 57 you have 

listed the six commissioners of Ok- 
ve lahoma. You have W. Ray Gayley 
ld (Buick), whereas he is Buick and 
e Cadillac; also H. L. Sparks, former 
n Chrysler dealer from Cushing. You 
es have him listed from Stillwater.— 
n. M. A. Gaytey, Gayley Motor Co. 
of (Buick-Cadillac), 119 S. Harrison 
le St., Cushing, Okla. 

* 


n F It’s Not That New 
As a Buick salesman for the last 
10 years, I enjoyed your article on 
the 62 Buick in the Sept. 25 issue. 
to It goes without saying that the 
ne | new V-6 is all new but not upside 
- down as you picture it.—MartTy 
Herr, McMackin Buick Co., 420 E. 


ts Main St., Collinsville, Ill. 
* * es 


in| 40-Year Dealers 


In November, 1961, we will cele- 
brate our 40th anniversary as a 
d new car dealer. 

d We would like to know what per- 
centage of the new-car dealers in 

the United States have been in 
it business continuously for 40 years, 
d in order that we might use it in 

our promotional advertising in No- 

vember.—Tom Moore, Sadler Motor 
Co., Clinton, Mo. 
Eprror’s Note: National Auto- 
mobile Dealers Assn. says that in 
: 1957 (the last year a survey was 
made) about 10 percent fell into 
the 40 year and over category. 
The average for all dealers was 
21 years. 

* * * 


Tour Details Sought 


About 1910, and I believe it was 
in the springtime of the year, a 
motorcade or a group of cars (per- 
) haps about 100) passed through 
Stoneville, N. C., and Madison, 


ee awe ee ee oe 


N. C, Rockingham County, onj~* 


what is now Highway 220. 


We are very anxious to know if|_ 


you could give us any of the de- 
tails or information on this tour, 
such as the date, season of year, 
how many cars in tour, purpose of 
tour, where this group started from 
and what was their destination. 

Any information you can give 
us regarding this trip will be very 
much appreciated.—W. C. LAUTEN, 
President, Lauten Motor Co., Inc., 
101 Franklin St., Madison, N. C. 

Epiror’s Note: Anyone know? 

* * a 


We Stand Correcte 


Someone pulled a boo-boo here. 
(Story on the death of Lawrence P. 
Fisher in Sept. 11 issue.) 

Larry Fisher never headed Fish- 
er Body. The years mentioned here 
(1941-44) saw E. F. Fisher as the 
head man. 

The three Fisher brothers who 
left their executive positions with 
GM were Edward, Alfred and Wil- 
liam, 

Just wanted to let you know that 
T still remembered.—Jim KAUFMAN, 








In the Letterbox 
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(Continued from Page 14) 


e is an error which should be| Grant Advertising, Inc., 405 Mont- 


gomery, San Francisco. 

(Eprror’s Note: Fisher Body 
says Kaufman is right; E. F. 
Fisher headed the division, and 
not L. P. Fisher.) 

* « * 


Grim Thought 


Is it rumored that Russia may 
aim at the auto capital of the 
United States, calling it “Destroit, 
Mich?”—Erwin L. Scuwatt, Atlan- 


tic City, N. J. 


* * * 


‘Sell on Your Own Ground’ 


Perhaps no segment of auto 
retailing is more guilty of the 
charges made by Kohn than is 
the sports-car business. We don’t 
ring doorbells on cold-canvass 
calls; most of us wouldn’t recog- 
nize a would-you-take card, and 
we are certainly guilty of letting 
a shopper of Kohn’s ilk leave with- 
out getting his name, address and 


phon > number. 

We have the peculiar notion 
that if there’s no money in the 
deal, we’d better leave it alone. 
Unfortunately, when a sports-car 
is sold to a customer in this 
locality, that customer expects a 
good bit more than an automo- 
bile and a title; he wants the 
kind of especially good service he 
was promised; his mind is filled 
with questions which need an- 
swering, and which take time to 
answer, and he feels rightfully 
that since he has acquired a new 
sports car he has joined a new 
and somewhat more exclusive 
social group. 

It is an absolute impossibility to 
supply this type of attention when 
you deal with a man like Kohn. 
Heaven knows we have shoppers! 
And bargain-hunters. And chisel- 
ers. I can recall one man making 
a 1,400-mile trip to beat our deal 
on a small foreign convertible by 
$65. But, the majority of our cus- 
tomers are people we induce to 
pay for what they get. 

Then, when a squeak or a rattle 
or a leak in their sports car threat- 
ens to drive them out of their mind, 
we can afford to fix it at our ex- 
pense, since there seems to be no 
place on the warranty forms we 
use for this type of nuisance-type 
trouble. 

A salesman can afford to take 
time to reassure the new Owner 
that it is normal for his car with 
chrome piston rings to use oil the 
first thousand miles when the cus- 
tomer calls on the phone just as 
the salesman is about to close an- 
other deal. 

It seems to me that today you 


‘Exchange’ Dealer— 


Gerrit A. Van Vliet, left, Woerden, 
Netherlands, has arrived in Aurora, Neb., 
to begin a year's training program in an 
American dealership. Van Vliet, the son 
of an Opel-Chevrolet dealer, is one of six 
who have started training under the Sons 
and Daughters Exchange Program spon- 
sored by the National Automobile Dealer 
Assn. and the European Automobile Deal- 
ers Assn. He will be employed by Ken- 
neth L. Wortman (Ford-Mercury), second 
from left, Aurora. Others on hand to greet 
Van Vliet at the Omaha airport are How- 
ard Gotfredson (Lincoln-Mercury), second 
from right, president, Nebraska Automo- 
bile Dealers Assn., and Keith Andresen, 
asscciation manager. 





























































should sell the house, the car, your- 


usually better to sell on your own 
of clean, attractive new cars, busi- 


all the available sales tools at hand 
can’t be beat. I don’t think you can 
do as good a job in a prospect’s 
living room, 

Most prospects don’t realize the 
work some salesmen put into a 
deal. We buy lots of sports-car 
trades from local domestic-car 
dealers, and I couldn’t count the 
number of times their salesmen 
have brought a car out to show 
me after taking it to five or six 
other dealers for bids, just to 
make sure they were allowing 
every dollar it was possible to 
allow for the car. And lots of 
these two-hour “shopping trips” 
happen on miserably hot days. 
We too have had the experience 

of wooing the really qualified pros- 
pect, letting him take a $6,000 car 
home on a_ show-the-wife-you’re- 
under-no-obligation-to-buy basis, 
demonstrating the car three or 
four times, making a couple of 
long-distance calls to check the 
importer’s stock, arranging to 
change wheels, steering columns, 
or even convertible tops for him, 
then losing him to some fast-buck 
discount operation. 

And he tells you the only reason 
he bought there was price, as he 
realized he wasn’t buying much in 
the way of service. When does he 
tell you this? That’s the payoff. 
When his car shows up in your 
service department for what he 
thinks will be no-charge warranty 
work. 

Most of the prospects we talk to, 
happily, bear no resemblance to 
Kohn. They are generally reason- 
ably curious people, since many of 
our cars have strange shapes and 
unfamiliar names, and since our 
prospects are far from presold, a 
good bit of conversation goes into 
making a deal. 

We are fortunate enough to 
have a small sales staff which 
knows most of the answers to 
questions about the 12 lines we 
handle, but we’re even more for- 
tunate to have a receptive audi- 
ence of prospects who are inter- 
ested in what we have to say. 
Personally, none of our people 
would take time away from a 
genuinely interested person to 
haggle with a Kohn over a “cash” 
deal. As the writer of an earlier 
letter observed, Kohn _ doesn’t 
want to buy a car anyway. 

I don’t think there’s as much 
gloom in the car business as some 
people indicate. We’ve been in the 
foreign-car business here for over 
five years, and we’ve seen some 
successes, big ones, and a few fail- 
ures. But the failures have cer- 
tainly not been because of a lack 
of selling effort; quite the contrary. 
The cars were oversold and under- 
serviced. We can’t ignore the fact 
that this country runs on wheels, 
and the car buyer is going to buy 
his car from someone. It could be 
me.—Bos Jones, Sports Car Forum, 
Inc., 3233 E. Main St., Columbus, O. 

* * * 


How About Torsion Bars? 


Eprror’s Note: The following 
letter refers to an article on sus- 
pension systems in the Aug. 28 
issue of Automotive News. The 
article said that coil springs had 
been the U. 8. auto industry’s 
standard front suspension device 
since 1948, except for those few 
cars which were equipped with 
air suspensions. 

Aren’t Chrysler-built cars built 
in the U. S. A. or did you have a 
brain lock and completely forget 
that torsion bars have been stand- 
ard on Chrysler-built cars since 
1956, that is the 1957 models? 

Also, torsion-bar springs are 
available on at least three U. S. 
trucks and as an added attraction 
on a high-priced U. S. car not built 
by Chrysler. 

Might be a good idea when you 
write your articles to always take 
a look at Chrysler, too, where you 
get the good things first—J. J. 
Hicerorpv, Jule Hilgeford Motors 
(Chrysler-Plymouth), 500 W. Day- 
ton Dr., Fairborn, O. 


Mercedes for Glinski 


LAS VEGAS, Nev.—Bob Glinski, 
a Dodge dealer in Boulder City for 
the past three years, hag been 
named Southern Nevada dealer for 
Mercedes-Benz and DKW. 


self, and the deal—in that order. 
And we’ve learned it’s easier and 


ground: The store. The atmosphere 


nesslike surroundings, and having 



































































Nylon Tire Sales 
Reach Record 


NEW YORK.—Nylon cord tire 
Sales reached an alltime high in 
the second quarter of 1961, accord- 
ing to Chemstrand Corp. 

Over 60 percent of all replace- 
ment passenger tires shipped dur- 
ing the three-month period were 
of nylon construction, it was re- 


FORD 


MOTOR COMPANY 


51 


ported. This figure compares with 
the 51.8 percent shipped in the first 
quarter. 


It also represents an increase 
over the 52.25 percent shipped in 
the second quarter of 1960. Total 
sales of nylon passenger tires ex- 
ceeded 8.2 million units in the first 
quarter, and 12.5 million in the sec- 
ond quarter, setting a six-month 
record total of more than 20 million 
tires. 





Norick Accounting Forms 
are designed and 
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NORICK HAS A COMPLETE LINE 
OF BUSINESS FORMS DESIGNED FOR 
FORD MOTOR COMPANY DEALERS 
Accounting Forms ® Statements © Receipts 
Repair Orders © Time Tickets ® Stationery 
Parts Inventory Cards ® Purchase Orders 
Sales Invoices ®@ Checks © Floor Mats 
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BROTHERS, Inc. 


OKLAHOMA CITY, OKLAHOMA 











ever developed! 
NOW! A CHOICE OF 2 POPULAR STYLES 


The most reliable 


DEALER PLATE HOLDERS 






STYLE NO. 1 Rustproof, Adjustable Aluminum 








END CLIP 
SPRING TYPE 


Cannot spread 

Fits all bumpers 

Zinc plated 

Positive grip 

H.D. tempered steel springs 
No wire ends to snap 

Easy to attach 


PRICE only $1.00 EA. (12 or more) $1.25 EA. (1 to 11) 


Style No. 2 
Genuine ALNICO 
Permanent 

MAGNET type 


SHIPPED POSTPAID, IF 
CHECK ACCOMPANIES ORDER. 


jobber and agent inquiries invited 













@ Strongest magnetic plate holder on the 
market @ 20 Ib. test pull @ 100 mph 
wind will not dislodge them @ Over 
90,000 sold @ Simple to use @ No more 
cut or bruised fingers @ Use on all cars 


PRICE only $3.50 per pair 
(i2 or more) 
$3.95 per pair 
(1 to 11) 


One pair required for each plate. 
Size: 134 x 12 x %4" 


| SANDEE PRODUCTS CO., 


ORDER TODAY! | 
P. O. Box 455, Derby, Conn. ANI0-9 
Please ship at once .......... Spring Plate Holders 
Pairs Magnet Plate Holders | 
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Alaskans Like Volvo ... 





Import-Car 


Volvo 


OLVO automobiles now consti- 
tute 25 percent of all imported 
cars registered in Alaska, accord- 
ing to Sam C. Mitchell, general 
manager of Volvo Western Distrib- 
uting, Inc. 
+ * * 


Hillman 


OPULARITY of automatic 

transmissions with American 
buyers of imported economy cars 
is emphasized with the announce- 
ment that 10,000 automatic-equip- 
ped Hillmans have been sold in 
the United States. 

Ian Garrad, Western region man- 
ager for Rootes, reports that 80 per- 
cent of Hillmans to be delivered in 
his territory will be fitted with au- 
tomatic transmissions. 

* * * 


Volkswagen 


News Notes 


and Southern Nevada during July 
and August totalled 2,791 units, 
Samuel Weill jr., executive vice- 
president of Competition Motors 
Distributors, Los Angeles, an- 
nounced. 

This represents a sales increase 
of 35 percent over July and August, 
1960, he said. 

In August, Volkswagen held fifth 
place among all makes of cars, 
foreign and domestic, sold in Cali- 
fornia. 

ok * * 


Sabra 


REPRESENTATIVE of Sabra 
Motors, Inc., Beverly Hills, 
Calif., a distributor for the Israeli- 
built sports car in the Western 
United States, said the firm is seek- 
ing to appoint a distributor for the 
Southwest. 
The distributor probably will 
be situated in Dallas, and he in 


—— of Volkswagen cars in| turn will set up a dealer organ- 


Southern California, Arizona 





Motorola FM-only 


Adds more appeal... 
more profit to the deal 


ization, said Al Rote, director of 


Make extra profits on your new car sales with one of 
the most wanted extras you can add— Motorola’s new 
FM-900! It makes the most of the growing demand 
for FM radio with true high fidelity; quickly installs 
under the dash of any car out of knee-way. And it 
literally sells itself—a fact we help you take full ad- 
vantage of with a working showroom display that 
plays and promotes the FM-900 to every prospect in 
earshot. Don’t miss the extra appeal and profit it can 
add to your next shipment of cars. Call your Motorola 


distributor today. 


*Full one-year warranty on all parts and labor. Manufac- 
turer’s guarantee covers free exchange or repair of any 
component proven defective in normal use. Removal and rein- 
stallation labor extra. Arranged through selling dealer. 


QO MOTOROLA - hess (cader in the Guet, ant of, electronics 


Manufactured in Canada by Seabreeze Manufacturing, Ltd., licensee. 





sales, advertising and promotion 
for the California firm. 


A unique aspect in Sabra’s sales 
promotion is that Israel bonds can 
be traded in at face value toward 


the purchase price of the car. 
o* * ~ 


British Motor Corp. 


A SERIES of appointments and 
promotions hag been announc- 
ed by British Motor Corp., “in fur- 
therance of its policy of expansion 
and to support its export drive.” 

Heading the list is J. R. Wood- 
cock, who as deputy managing di- 
rector will be responsible for all 
home and export sales, service and 
advertising. 

* + 


Rootes 


UTOMOTIVE overseas delivery 

plans are not affected by the 
government’s new $100 limit on re- 
turning tourists’ duty free allow- 
ance, Sidney Friedman, overseas 
sales manager for Rootes Motors, 
told the firm’s dealers in a recent 
special mailing. 

All overseas sales have always 
included full duty (minus a de- 
preciation for tourist use of the 
car in Europe) and the new limit 
therefore has no effect on price. 

Friedman said that tourists buy- 


” 





On, 





i 
AA MOTOROLA transistor a | 





ing from dealers in Europe rather 
than placing orders through United 
States dealers will realize virtually 
no savings with the new limit. In 
addition, he noted, they run the 
risk of not being able to get cars 
equipped for U. S. safety specs. 
“The new rules should facilitate 
dealer sales of cars for delivery 


overseas,” Friedman said. 
ok a * 


Peugeot 


OYDEN (ROY) C. ECKERS- 
LEY has been appcinted mar- 
keting manager for Peugeot, Inc., 
it is announced by Francois Dae- 
schner, executive 
vice-president. 
Before resign- 
ing to join Peu- 
geot, the market- 
ing executive last 
served Chrysler 
Corp. as a man- 
agement special- 
ist for dealer re- 
lations for Plym- 
outh. Earlier, he 
: served as assist- 
R. C. Eckersley ant regional man- 
ager for Dodge’s Pittsburgh area. 
During other phases of his 14- 
year Chrysler career, Eckersley 
served as a district sales manager 
in Dodge’s Boston territory. He 
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New FM-900 installs with no drilling, cutting or 
interference with AM radio. Complete with 6” x 9’ 
Golden Voice® speaker and full-year warranty.* 


SPECIFICATIONS SUBJECT TO CHANGE WITHOUT NOTICE 





ana, 


originally joined the Detroit 
facturer in 1947 when he Worked 
in the Dodge sales distribution 0 
eration in Detroit. > 
a2 * ca 
Sunbeam Alpine : 
PEED options which wil] give 


the Series II Sunbeam Alpine g 
15 percent increase in net brake 
horsepower are available from) 
Rootes Motors and its dealers the! 
company has announced. to 

Two kits are available. The g 
I tuning kit includes a high-li¢ 
camshaft for better breathing 
distributor with a modified advance, 
curve to gain maximum efficiency 
from the “hot” cam, competition 
spark plugs, special air cleaners and | 
a carburetor conversion kit, , 

The Stage II kit consists of the 
parts to convert the stock Alpine 
clutch to a slip-free, longer |ife 
competition unit along with ap 
extra engine stabilizer to reduge 
engine vibration. 

* * + 
Jaguar { 
coo CARS, INC., New York, | 
subsidiary of Jaguar Cars, Liq | 
Coventry, England, operates a Ser. 
ies of schools, each of one-week 
duration, at its Technical anq 
Service Division School, 42-50 2ist 
St., Long Island City 1, N. Y, 

Schools are attended by Jaguar 
distributor and dealer personnel, 

A number of mobile schools algo} 
operate at frequent intervals. They} 
are dispatched to dealer or distrib-| 
utor premises in Los Angeles 
Seattle, Portland, Fort Worth, At 
lanta, Philadelphia, Chicago, Cleve- 
land, Montreal and other cities and 
are of one-week duration. They 
provide on-the-spot schooling for 
Service personnel from Jaguar 
dealer organizations throughout the 
country. 

Current sessions at Long Island 
City are scheduled to open Oct. 30 
and Dec. 4. 

* * * 


Saab 


_— G. HADLEY has been ap- 
pointed assistant to the presi- 
dent of Saab Mo- 
tors, Inc. He join- 
ed the firm in 1959 
as a field sales 


representative in 
the Southeast re- 
gion, 


Prior to his 
promotion, he had 
been a zone man- 
ager in Florida. 
He had wide sales 
experience in . 
other sales fields WardS. Hadley 
before entering the automotive in- 
dustry with Saab, the company said, 

* * * 





Mercedes-Benz 
PPOINTMENT of Donald K. 
Mann and Blaine L. Dorsett as 
zone managers has been announced 
by J. Bruce McWilliams, sales vice- 





Blaine L. Dorsett 
Mercedes-Benz Sales, 


Donald K. Mann 


president, 
Inc. 

Mann has been appointed sales 
manager in the Washington zone, 
replacing Edward N. Baiel, who 
has entered private business. Dor- 
sett replaces R, J. Baldwin as zone 
sales manager in San Francisco. 
Baldwin has opened a Mercedes- 
Benz dealership in Burlingame, 
Calif. 

Prior to joining Mercedes-Bent 
Sales as field sales manager in the 
Washington zone, Mann was assist- 
ant zone manager for Packard and 
Studebaker-Packard Corp. in the 
nation’s capital. Dorsett joined 
Mercedes-Benz Sales as field sales 
manager in 1960. 

* * * 


Midwestern VW Corp. 
IDWESTERN VW CORP., Col- 
umbus, O., Volkswagen distrib- 
utor, has appointed I. J. Lukehart 
used-car sales manager, and 
Charles W. Adams as zone sales 
manager. : 
Lukehart was formerly associ 
ated with a Chevrolet dealership 
and Adams with Chevrolet Motor 
Division. 
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By Kenneth C. Kelley dr. 
Staff Writer 
“WHE chief danger about depre- 

i wtetion is that it is a non-cash, 
not-out-of-pocket cost. You don’t 
have to hand over actual money at 
the end of the month. 

So warns a management-aid leaf- 
let from the Small Business Ad- 
ministration. This 
leaflet was writ- 
ten by Carl P. N. 
Jensen, lecturer 
in business ad- 
ministration at 
the University of 
Maryland. 

Depreciation is not the major ex- 
pense for the auto dealer that it is 
for the manufacturer but it is very 
important. Some businesses, not- 
ably manufacturers and utilities, 
have a relatively large amount in- 
vested in fixed capital items. The 
cost of these items has to be earned 
pack before these companies can 
show any real profit. 

Relatively speaking, the auto 
dealer’s investment in fixed capi- 
tal items is on the low side. But 
earning back the cost of these 
items is just as important as it 
is for the largest manufacturer 
or utility. 

The typical dealer’s fixed capital 
investments include his buildings, 
the improvements to his buildings 
and his tools, equipment and fur- 
nishings. The dealership must earn 
back the cost of these items before 
they are scrapped or the dealership 
has shown no profit. 

* ok ok 

T IS true that other items around 

the dealership lose value as time 

goes on—the inventory of used 
cars, even new cars and the parts 
stock are examples. These are the 
dealership’s stock in trade and any 
decline in value should be recovered 
as they are sold. 

Fixed assets are sold generally 
when they are worn out or of 
little use. They are not the items 
usually sold by a business. On 
these items, the depreciation 
should be recovered over the use- 
ful life of each item through the 
sales of regular stock. Fixed as- 
sets assist in the sale of regular 
stock but are not the usual items 
sold by the business. 


Jensen put it this way: 
“When you buy a piece of equip- 


Philadelphia Deal 
Accused by City 
Of Improper Acts 


PHILADELPHIA. — An equity 
suit seeking an injunction against 
South Side Rambler, Inc., here, for 
alleged violations of the Philadel- 
phia code has been filed in County 
Court by the City Solicitors Office. 

The suit contends that South 
Side: Parks vehicles outside its 
premises in violation of zoning 
tegulations; performs fender and 
body work in violation of zoning 
permit; maintains and operates a 
public address system which is a 
nuisance, and has painted city 
poles and streets and erected 
strings of lights. 

The petition, filed by City Solici- 
tor David Berger, asks that the 
firm be ordered to comply with all 
regulations as well as repair any 
damage to city property. 

The alleged illegal parking 
charge was first brought to the 
city’s attention in July in an affi- 
davit by Augustine F. Toppi sr., 
President of the South Philadelphia 
Civie Council, who contended that 
the dealership wag parking cars 
without Pennsylvania tags, daily, 
on both sides of three streets in 
the area as well as using street 
Space to wash and repair the ve- 
hicles, 


Managing 
the 


Business 








Azalea Chairman 

NORFOLK, Va.—Philip S. Far- 
tand, president of Cavalier Ford, 
Inc, has been named general chair- 
Man of the Ninth International 
Azalea Festival. The festival is held 
ere each spring. Farrand is presi- 
dent of the Norfolk-Portsmouth- 
jusinia Beach Automobile Dealers 

n, 





AUTOMOTIVE NEWS, OCTOBER 9, 1961 


Management Aid Warns: 


ment—a delivery truck, display 
case, cash register or the like—you 
buy an expense. This expense is the 
using up of that piece of equip- 
ment.” 
* oe * 
H® NOTES that the using up of 
the assets includes the wearing 
out process plus obsolescence—“the 
equipment’s getting out of date.” 
The amount of depreciation 
which must be charged off on a 
given asset is determined by three 


Kelley Named President 


Of Fort Wayne Dealers 


FORT WAYNE, Ind.—Jim Kel- 
ley has been named president of 
the Fort Wayne Auto Trade Assn., 
which represents 16 new-car deal- 
ers. Other officers are: 

Haywood Davis, vice-president, 
and Oscar Yost, secretary-treas- 
urer. The new officers and Stuart 
Cavell, Richard Evans and M. R. 
Smiti will serve as directors. 





Depreciation Can’t Be Forgotten 


items. The cost of the asset plus 
any charges of having the asset 
installed minus the salvage value— 
what the asset can be sold for when 
it is replaced. 

The difference between cost 
plus installation charge and the 
salvage value is what it costs the 
business to have the use of that 
asset. This cost must be charged 
off against income during the 
useful life of the asset—the 
charges being called depreciation. 

Once a businessman is impressed 
with the importance of charging 
off depreciation properly, he is wise 
to consult his accountant on just 
how to do it. 

Accountants have developed a 
number of methods for charging off 
depreciation. Because of the differ- 
ences between various types of as- 
sets and the many tax considera- 
tions, it is best to have each depre- 
ciation problem studied by an ex- 
pert and let him set up the depre- 
ciation program. 








Dodgers Host Sponsoring Dealers— 


Advertising committee representatives of the combined 96-member Southern Cali- 
fornia Chevrolet Dealer Assn. were hosted at the Los Angeles Coliseum by the Los 
Angeles Dodgers, during a recent game with Pittsburgh. The dealers cosponsored the 
Dodgers post-game shows broadcast over KFI radio and televised on KTTV during 
the 1961 season. Standing, from left, are Jess Johns of association's advertising agency, 
Eisaman, Johns & Laws; R. M. O'Connor, Chevrolet zone manager; Dealers Roger 
Sorensen, Bill Bader, Harold Ostrom, Fritz Bruder; Max Young, Chevrolet city manager; 
Dealers George Cashman, John Hessell, and Owen Keown. Front: Maury Wills of the 
Dodgers, and Dealers Will Newman, Gus Culbertson and Dan Clay. 
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GM-HARRISON AIR CONDITIONERS — BUILT FOR “FULL-RANGE PERFORMANCE!” 


he 


Wheeling down a dusty country road... or crawling through city 
traffic! You can depend on Harrison air conditioners for maxi- 
mum reliability and optimum efficiency through the full range 
of performance demands! For they are engineered and built to 
do a// of the job—all of the time. This is “The Harrison Way”... your 
assurance of the finest in quality and reliability. If you have 
automotive temperature-control problems of any kind, look to 
the leader...look to Harrison. 


HARRISON RADIATOR DIVISION, GENERAL MOTORS CORPORATION, LOCKPORT, NEW YORK 
AUTOMOTIVE RADIATORS + OIL COOLERS « THERMOSTATS + AIR CONDITIONERS + HEATERS + DEFROSTERS 








Delco-Harrison replacement thermo- 
stats, radiators (and cores) are distrib- 
uted nationally through United Delco. 
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The Man Behind the Wheel... 





Sales Testing the Datsun 


Eprror’s Note: This is another 
in a series of articles exploring 
the sales features of the import- 
ed cars. 

a of * 
By Ed Brown 
Staff Correspondent 


Datsun four-door sedan is 
a conservatively styled, sturdy 
auto priced at $1,616, New York 
P.O.E. The styling is not unlike 
that of many European five-pas- 
senger sedans, yet it has a flavor 
of its own in the smart little grille 
and the simple chrome. 


This particular model of the 
Japanese car has a great deal to 
offer — from five-passenger com- 
fort (even over long journeys) 
to a price which is more than 
competitive in its class. 

The stepdown design is a built-in 
safety feature, placing all passen- 
gers within the framing of the 
vehicle itself. The doors, both front 
and rear, open wide, and since the 
vehicle sits high, entrance and 
exit are exceptionally easy. 

Vinyl-covered deep-foam rubber 
seats are easily cleaned, and ex- 
tremely comfortable for both driv- 
er and passengers. Doors and over- 
head also are vinyl covered for easy 
maintenance, All four doors have 
arm rests, a fact to be called to the 


attention of any prospect, since 
most competitive makes in the 
same price class list them as op- 
tions. 

Also point out to your customer 
the standard equipment, which in- 
cludes two sun visors, two outside 
rear-view mirrors, an excellent 
safety feature on crowded super- 
highways. 

* * * 


. amy: the customer is sitting in 
the passenger seat, point out 
the courtesy light, which is located 
on the center pillar just behind the 
driver. It also can be worked while 
the doors are closed, for map read- 
ing, etc. 

The pedals are conveniently lo- 
cated and widely spaced, so there 
is almost no danger of making 
any mistakes during emergencies. 
We did object to the size of the 
accelerator, which is metal and 


Blow at Vandalism 


WASHINGTON.—President Ken- 
nedy has signed a bill to prohibit 
the damaging and destruction of 
freight moving in interstate or for- 
eign commerce, A need for the 
measure was shown when a num- 
ber of new automobiles were dam- 
aged while in rail transit. 


Quantity 
CTION 


PRODU 


of 


GREY IRON 


aP 


CASTINGS 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 


PRODUCTION 


sk 


OUI IB) i es 


ESTABLISHED 1866 


ee 


DIVISION 


OF GORDON 


STREET, INC, 


MAIN OFFICE AND MANUFACTURING PLANTS 


CHATTANOOGA 





2, TENNESSEE 











Benmatt license frames and name 
plates are constant reminders 
for your sales and service 
customers and prospects. 
Working continuously to build 
traffic for your dealership. 
Use Benmatt dealer identification 
items for increased sales! 


BENMATT 


ORGANIZATION, INC. 


1259 ASHLAND AVENUE, CHICAGO 22, ILLINOIS 
Los Angeles 23, California * Philadelphia 45, Pa. 





might be too small for some 
women to use in comfort. 


From the driver’s seat, the view | 


in all directions is excellent, with 


large window areas designed to — 


eliminate as far as possible the 
most dangerous blind spots the mo- 
torist encounters. 

It also is an excellent idea to 
make a point of the hardware in- 
side and outside the vehicle, which 
makes a nice impression. Windows, 
both front and rear, are easily 
wound into the desired position, 
while the three passenger doors can 
be locked from the inside for safe- 
ty’s sake. The door on the driver’s 
side is the one which locks from 
the outside. 

Rear-seat comfort is not to be 
overlooked either. Do not hesitate 
to invite your prospect to try the 
rear seat, since leg and knee room 
is more than adequate. 

os ok ok 


Stress Visible Quality 


Bzrors taking your customer 
for a demonstration—and this 
is a must—give him a rundown on 
the visible quality of the vehicle. 
Show him the care taken in such 
things as the reveal mouldings. The 
close fit of body pieces. The manner 
in which the interior has been 
carefully finished. The fact that no 
rough edges or unfinished pieces 
are left to the naked eye. 

Even inside the engine com- 
partment the same kind of crafts- 
manship has been exercised. 
Nothing looks as if it had been 
sloppily pushed together. In spite 
of the price, nothing in the vehi- 
cle looks ersatz, There is no feel- 
ing that cheaper or easier-to- 
handle material has been substi- 
tuted to bring the price down. 

If your prospect is interested in 
a radio, sell him on the Datsun 
transistor radio. Several features 
can be emphasized. The radio plays 
just as soon as it is switched on. 
It picks up stations at long dis- 
tances, which other radios just 
can’t manage. 

It has a tamper-proof aerial, 
which should appeal to anyone who 
ever parked his car in the street 
only to return and find the antenna 
has been broken off for use as a 
sword or whip, This antenna dis- 
appears completely into the body of 
the car, and can be released only 
by use of a special key. The key 
is a simple but effective mechan- 
ism. 

Demonstrating this vehicle is its 
true test as a means of transporta- 
tion. It is sprung well, and there 
is no need to hesitate demonstrat- 
ing on almost any road surface. 
The vehicle takes most roads with 
no difficulty, giving its passengers 
a bump-proof, vibrationless ride. 

Of course, the deep foam-rubber 
seats help considerably, but the 
ride itself is well designed. 

Steering is about as accurate as 
anyone would require from a fam- 
ily vehicle of this sort. 

~ 


ca a 
ORNERING leaves something to 
be desired. It feels as if the 
center of gravity is a little too 
high to make sharp, quick turns 
* * * 


Car Tested: 
DATSUN 
BLUEBIRD 


Engine: Four-cylinder OHV, 
water-cooled; bore: 2.875 inches; 
stroke; 2.796 inches; displace- 
ment: 72.5 cubic inches; horse- 
power: 60 at 5,000 revolutions 
per minute; maximum torque: 
67.3 foot pounds at 3,600 RPM; 
compression ratio: 82:1. 


Weight: 1,960 pounds; overall 


length: 153.9 inches; overall 
width: 58.9 inches; overall 
height: 57.5 inches; wheelbase: 
89.8 inches. 

Turning radius, 16 feet; trans- 
mission: Full Synchromesh on 
all three forward gears, 

Front suspension: Independ- 
ent with double wishbones and 
coil springs; Rear suspension: 
Longitudinal semielliptic springs, 
three leaves; telescopic shock 
absorbers on front and rear; 
Tires: 5.60-13 four-ply. 





Bi 


Datsun Bluebird 


Rates Highly— 





The Japanese-built four-door Datsun Bluebird is a sturdy vehicle that provides 
economy and a smooth ride, according to Ed Brown Automotive News staff corres. 


pondent who sales-tested the vehicle. 
te 


without fear of breaking away in 
the rear. There is considerable lean, 
too, which takes away some of your 
confidence. However, on the usual 
turn or corner, the car wiil man- 
age well with normal handling by 
normal drivers. It is not made for 
tricks in this category, however. 
Naturally, the fact that the ve- 
hicle is fully synchromeshed 
makes for great performance on 
the road. It is possible to shift 
down into first while moving, 
which makes for better passing 
ability in tight situations at all 
speeds, Although the low side of 
the torque leaves a bit to be de- 
sired when travelling in high, it 
is possible at all times to shift 
down, giving you all the accelera- 
tion you could desire. This is 


* * * 


something that should be thop. 
oughly demonstrated. 

Cruising speeds of 65 and 70 Over 
long distances are possible ang 
comfortable. Passing ability at high 
speeds also is quite good. 


The trunk is large and will ae. 
commodate the luggage for some | 


five passengers on a weekend trip 
with no difficulty. A two or three. 
week vacation should be no prob. 


lem for the average family in this 


vehicle. 


The tightness of these vehicles | 
the quality of workmanship and} 
overall sturdiness cannot be over. | 


emphasized. Nor can the 1200. 
mile, 12-month warranty. 

The 39.8 miles per gallon we ayer. 
aged on the test drive should be 
another strong selling point. 





62 Engineering Congress, 
Exposition Set for Jan. 8-12 


DETROIT.—P lans for the 1962 
Automotive Engineering Congress 
and Exposition have been announc- 
ed. The event, sponsored by the So- 
ciety of Automo- 
tive Engineers, 
will be held at 
Detroit's Cobo 
Hall Jan, 8-12, 

Milton J. Kitt- 
ler, chairman of 
the Congress and 
Exposition Oper- 
ations Committee 
and executive 
vice-president of 

. Holley Carburetor 
Milton J. Kittler Cc 0, 8a id the 
meeting would feature over 300 dis- 
plays by suppliers to the automo- 
tive and aircraft industries. 

Kittler said that among 200 pa- 
pers to be read at over 80 technical 
sessions would be reports on exotic 
power plants for tomorrow’s ve- 
hicles, the latest achievements in 
the war on smog, the potential of 
magnetic metal forming and what 
is being done to solve the commuter 
transportation problem in metro- 
politan areas. 


SAE officials said they expect- 
ed that an increased promotional 
effort would boost attendance at 
the 1962 Congress to around 30,000 
engineers, up about 5,000 over 
last year. The show is not open 
to the public. 

Ralph Isbrandt, head of the SAE 
group on exposition planning and 
engineering vice-president of Amer- 
ican Motors Corp., reported that 
more than 70 percent of all display 
space already has been sold. 

“It is encouraging to note that 
more than 60 percent. of the par- 
ticipants in the 1961 event already 
have signed up for 1962 and 10 per- 
cent of these are taking more space 
than they had in 1961,” he said. 
“With this kind of start, we should 
have little trouble reaching our 
goal of 300 exhibiting companies.” 

A special feature of the 1962 
Congress will be a Pan American 
Day program on Jan. 11 designed 
to promote an exchange of engi- 
neering information between 





SAE members in the United 


Towmotor Opens Branch 

BALTIMORE. — Towmotor Corp. 
has opened a new factory service 
branch at 2945 Whittington Ave. It 
also houses the Towmotor sales 
representative, Fork Lift Trucks, 
Inc. The Towmotor branch is head- 
ed by John E. Brady. Al Black- 
stone jr. is president of Fork Lift 
Trucks, Inc. 


States and their engineering 
friends in South America, 

This program will consist of tech- 
nical sessions on “Solving Automo- 
tive Engineering Problems in Mexi- 
co and South America,” and “Pan 
American Engineering Education,” 
as well as a special luncheon at 
which Hickman Price jr., assistant 
secretary of commerce, will speak, 


Trico, Anderson 


Told to Bare Data 
In Patent Action 


BUFFALO. — Trico Products 
Corp. was ordered to tell its oppon- 
ent in a multimillion-dollar patent 
suit how many windshield-wiper 
blades it had made and sold since 
1947. 

At the same time, Federal Judge 
John O. Henderson directed Ander- 
son Co., Gary, Ind., to tell Trico 
about its negotiations aimed at set- 
ting up manufacturing licensing 
agreements with General Motors 
and Ford Motor Co. 

Henderson issued his decisions 
in two of the most heatedly dis- 
puted aspects of the long trial of 
Anderson’s claim that Trico has in- 
fringed its patent on a wiper for 
a curved windshield. 

The judge granted Anderson's 
motion for the admission of cer 
tain facts by Trico, which he said 
were relevant on the issues of in- 
fringement, commercial success 0 
the blades and whether an injunc 
tion against Trico should be 
granted. 

He gave Trico 10 days to dis 
close generally (in millions or thou- 
sands) the number of Rainbow 
blades made and sold in 1947-53, 
L-Bow blades in 1952-58, Panoramic 
Rainbow blades in 1955-58, and 
blades sold for replacement, 

In a separate decision, Hender- 
son ruled in favor of Trico in that 
company’s request to look at docu- 
ments concerning the GM and 
Ford negotiations. 

Trico has charged that an agree 
ment between Anderson and Chrys- 
ler and agreements Anderson 
sought with the two other com 
panies show that Anderson is abus- 
ing its patent by using it to gain 
a monopoly. 

Trico contended that the Chrys 
ler pact provides the auto com- 
pany cannot obtain blades from 
companies allegedly infringing the 
Anderson patent. 
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| Eameed that construction is 


| underway on a $150,000 building at 







Growing Dealerships .. . 


new cars and 
Wesley Carroll’s, Gray and Baldwin 


Sts. 
Carroll’s has taken over an ad- 


eadied as a second show- 
— nad will provide space for 
a score or more of new cars. The 
rear of the building hag been par- 
titioned off, with a large area to 
be devoted to body repair work and 
another section to be used as a 
t booth. 
- * * * 
Sollenberger Expanding 


DAYTON —4J. R. Sollenberger, 
Sollenberger, Inc., has 


5020 N. Main St. to house his Ram- 
pler dealership. The firm has been 
at 2140 N. Main since 1945. 

* * o* 


Vidmar-Mathis Is Building 
PUEBLO, Colo. — Vidmar-Mathis 


Motor Co. (Oldsmobile) is putting 


up a $225,000 building covering the 
plock bounded by Albany, Sixth, 
Seventh and Freeway. Jake T. 
Vidmar and Louis M. Mathis, own- 
ers, said the building will house a 
garage, office and showroom and 
will cover 14,500 square feet. 
* * » 


Kupp Motor Expands 
PORTLAND, Ore.—Kupp Motor 
Co. (Ford) has opened its new 
three-car showroom and 22,000- 
square-foot used-car lot. 
* * * 


Northwest Buick Builds 


FLINT.—Construction of a $14,- 
000 sales office for Northwest Buick 
in the Northwest Shopping Center 
is scheduled for Nov. 1 completion. 
Northwest Buick is the used-car 
sales operation of Downtown 
Buick. 


* * * 


Edgren Motors Moves 


FREMONT, Calif—Edgren Mo- 
tors Co., oldest Chrysler-Plymouth 


' dealer in Alameda County, has 
) moved into new quarters on Main 


St. Lloyd, John and Verne Edgren 
head the dealership. 


* * * 


Read Mullan Builds 


PHOENIX, Ariz.—Read Mullan 
Motor Co. is constructing a new 
building with 24 service stalls. A 
new sales office for the truck de- 
partment is also planned. 


* * * 


Vincent Building Goes Up 
MUSKEGON, Mich. — George 
Vincent Chevrolet Co. is building 
anew dealership here at an esti- 
mated cost of $600,000. 


* * * 


Herm Beck Adds Property 


COLUMBUS, O. — Herm Beck, 
In. (Rambler), 1741 Cleveland 
Ave, has acquired a used-car lot 
next door to its new-car showroom. 

The firm plans to display 150 
tars in the adjoining locations. 

* * * 


Gates and Calhoun Build 
ARGOS, Ind.—Ground has been 
broken on US-31 for the new two- 
story building to house Gates and 
Calhoun Chevrolet, Inc, Otto Gates 
and Donald Calhoun jr. are part- 
hers in the dealership. 


* * * 


Raiche Motor Moves 


MANCHESTER, N. H.—An open 
house was held by Raiche Motor 
Sales, headed by Roland Raiche, 
when the firm moved into its new 
building at 8 Valley St. 


* * * 


Carver-Turbiville to Build 


HOUSTON. — Garver-Turbiville 
Ford, Inc., has approved plans for 
4 17,000-square-foot dealership 
building. Estimated cost is $170,000. 


* * * 
Hirlinger Builds 


CINCINNATI. — Hirlinger Truck 
les, Inc., Spring Grove Ave. and 


Auto Dealer Expansions 


ELMIRA, N. Y.—A project to 
rovide additional showroom for 
greater space for 
pody repair work ig under way at 


‘oining building. The front part is 
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Arlington St., is building a 5,000- 
square-foot addition to its Divco- 
Diamond T-Willys showroom. 

* * * 


Campbell Chevrolet Builds 


ANTIOCH, Calif. — The Don 
Campbell Chevrolet dealership here 
is building a $250,000 sales and 
service center on 10th St. 

The new facilities, to be com- 
pleted about Dec. 10, wil] include 
25,000 square feet of floor space. 

* * +” 


Four Buildings Going Up 


TUCSON, Ariz. — O’Rielly Motor 
Co. (Chevrolet) has started con- 
struction on a $200,000 expansion 
project involving four buildings. 
The new plant will consolidate 
some of the facilities the company 
now has in seven locations here. 

* ca * 


New Exterior for Imperial 


GRAND RAPIDS, Mich.—A new 
wood showroom front of driftwood 
color has been completed by Im- 





Imperial), 60 Sheldon Ave., S.E., as 
part of its modernization program. 
a * * 


VW Dealership Expanded 


LAFAYETTE, Ind. — University 
Motors, Inc. (Volkswagen), 25 S. 
Third, has tripled usable space in 
the remodeling and enlargement of 
its facilities. Eric Dargevics, presi- 
dent and general manager, said the 
expansion was made possible by 
the purchase of property formerly 
occupied by Bill Andrews Oldsmo- 
bile, Inc. 


VW Dealer Leads 2 Lives; 


He Also Has a Dance Band 


POMONA, Calif—Johnny Cat- 
ron leads a double life. By day 
he’s a Volkswagen-Porsche dealer 
in Pomona, and by night he leads 
a dance band which has played 
at numerous spots across the 
country. 

Catron organized his first band 
in Boston in 1939, went into 
service in 1942 and resumed his 
musical career in 1947. Two years 
later he moved to California and 
entered the auto business. After 
acquiring the VW outlet, he re- 
turned to his music in 1957. 
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EQUIP ALL YOUR DEMOS WITH 


<7)! NEL are the great- 





est atter dark convenience combination since night base- 
ball. They take over the comp/ete job of headlight operation. 
Guide-Matic Automatic Headlight Control dims “brights” 
at the approach of oncoming cars. Lights stay “low” till cars 
pass, then flick up again, automatically. Twilight Sentinel 
takes over operation of the light switch—turns headlights 
“on” at twilight—‘‘off” at sunrise. It's a combination that's 
available only on the 1962 Buick. 


Guide-Matic and Twilight Sentinel cast 
a new light on demonstrations after dark. They add profit- 
able selling hours to every week. Guide-Matic and Twilight 
Sentinel keep new-car presentations on the beam—directed 
toward customer comfort, safety and driving ease. 


DEA three ways. Easy-selling Guide-Matic and 
Twilight Sentinel put every new-car floor model and demo 
in the best light with prospects. They give a greater gross 
on every deal; make it easier to keep prospects sold on Buick. 
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New Home of Unger Motor— 


Unger Motor Co. (Plymouth-Willys), St. Cloud, Minn., has moved into this new 
building at 27th Ave. and Division St. A two-day celebration marked the grand 
opening of the sales and service structure. Frank Unger is president of the dealership. 
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THIS EXCLUSIVE COMBINATION 


FOR from national advertis- 
ing. Prospects will see Guide-Matic demonstrated on the 
CBS-TV program ‘‘National Football League Game of the 
Week."’ Additional prospects will be influenced by ads in 
Sports //lustrated, whose readers have above average 
income and buy new cars ata lively rate. Your prospects will 
read the next ad in the November 6th issue of Sports 
/ilustrated. The ad points out that only Buick dealers offer 
both Guide-Matic and Twilight Sentinel. Guide-furnished 
literature accents the important benefits of Guide-Matic and 
Twilight Sentinel to customers. In addition, a comprehen- 
sive sales film is available from zone office to acquaint 
salesmen with selling points of Guide-Matic. 


of the growing Guide-Matic and Twi- 
light Sentinel market. It's a combination that will sell more 
cars...a combination that's a Buick exclusive. Equip your 
1962 Buicks with these low-cost features and throw a new 
light on the extra profit potential available in every deal. 


GUIDE-MATIC *7WIIGHT SENTINEL 


AUTOMATIC 


HBADLIGHT 
GUIDE LAMP DIVISION, GENERAL MOTORS CORPORATION, ANDERSON, INDIANA 


CONTROL 














HYDRAULIC JACK—Hein-Werner Corp., 
1200 National Ave., Waukesha, Wis., has 
marketed a two-ton hydraulic service jack, 
designated Model M. This jack lifts to a 
height of 25 inches from a low of 4% 
inches. Dual pistons with automatic cut-off 
valve provides load contact with two 
strokes of the handle which has full 90 de- 
gree pumping-arc and three handle lock- 
ing positions for easier spotting, it is said. 
Flanged-steel side plates on 47-inch chas- 
sis increases the jack's strength without 
adding bulk or extra weight, it is claimed. 





SEAT BELT BOOT—Irving Air Chute Co., 
1315 Versailles Rd., Lexington, Ky., has 
developed a patented vinyl plastic boot 
for seat belt fixtures. According to the 
company, this boot was developed to cor- 
rect certain faults in the twin hook-eye 
bolt type of seat belt floor fitting. The 
plastic boot'’s sleeve eliminates rattling 
and covers up fitting, it is said. It is also 
said to hold the twin hooks always in the 
proper position to take a full load and 


prevents their disengagement. 
* * ok 





HEADLIGHT PANEL—The compound 
curves and sharp lip on the '57-'58 Chrys- 
ler-DeSoto headlight is said to pose prob- 
lems for the bodyman repairing rustout 
or collision damage to this body section. 
An answer to this problem is offered by 
Schofield Mfg. Co., 1140 E. 222nd St., 
Euclid 17, ©O., with Head-Lite Panels 
P-820R (right) and P-820L (left). The manu- 
facturer states that these are exact dupli- 
cates of the headlight section on all 1957- 
58 Chrysler-DeSoto models except the Fire- 


sweep. 
Ro eee 





HITCHES—Valley Tow-Rite, Inc., P. O. 
Box 759, Lodi, Calif., has announced its 
line of custom hitches for 1962 car mod- 
els. Engineered to fit to car frame and 
bumper, the hitches can be installed with- 


out adjustments or special tools, it is 
said. Several of the 1962 hitches can be 
installed through existing holes in the car 
frames and bumpers so that no drilling is 


required. 
* eo a 


Fuels Research Marketing 


2 Nonmineral Additives 


Two organic, nonmineral com- 
pounds have entered the fuel-addi- 
tives field and are being marketed 
by Fuels Research Service Co., 1622 
Arapahoe St., Denver, Colo., fuel 
supplement developers. They are 
GS-1000 Gasoline Supplement and 
DFS-1000 Diesel Fuel Supplement. 


The supplements increase com- 
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NEW PRODUCTS 


bustion by reducing the particle 

size of the gums, resins and poly- 

mers present in all fuels to less 

than % micron size, the firm said. 
* * ok 














TOOL BOX—A hip-roof tool box that 
is also a two-drawer tool chest has been 
introduced by Huot Mfg. Co., 500 N. 
Wheeler, St. Paul 4, Minn. Designated 
Model 110, the combination box and chest 
can be carried in one hand by the top 
handle. It opens up to two full-length 
drawers and a tote tray. The tool box- 
chest closes with two heavy-duty latches. 
There is also a padlock hasp. Overall di- 
mensions of the Model 110 box are 20 by 


9 by 9¥% inches. 
* * 





THERMOSTAT—Six new models of in- 
dustrial thermostats have been announced 
by Dole Valve Co., 6201 Oakton St., Mor- 
ton Grove, Ill. Designed to provide broad 
coverage for trucks, buses, off-the-road 
equipment and stationary engines, the 
thermostats are manufactured to Society 
of Automotive Engineers specifications. All 


of the models are of solid expansion type. 
Soe 


Portable Ramps 

Utility Porta-Lift Roll-on-Ramps 
for use in service departments, re- 
pair shops and filling stations have 
been introduced by Allied Automo- 
tive Equipment Co., 4680 Alvarado 
Canyon Rd., San Diego 20, Calif. 
The wide-wheel ramps have non-| 
skid surfaces for pdbitive traction, 
the firm said. | 


BATTERY TERMINAL PULLER—A tool for 
removing corroded terminals from a bat- | 
tery has been announced by Borroughs 
Tool and Equipment Corp., 2429 N. Bur- 
dick St.. Kalamazoo, Mich. Called the Bor- 
roughs Battery Terminal Puller, BT-3004, 
this pocket-size tool consists of a band of 
steel curved to represent the letter “‘C," 
approximately 13%, by 2% inches. The 
two edges of the open part of the ‘‘C” 
are sharpened. Through the opposite side 
is a threaded hole fitted with a hex- 
headed screw. In use, the sharp edges of 
the open part of the device are slid or 
tapped under the terminal. The screw is 
then turned so that its end contacts the 
top of the battery terminal post. An extra 
furn with a wrench will then pull up and 
loosen the terminal. 











FENDER REPAIR PANEL—An enlarged 
lower rear fender section for 1957-58 Ford 
Customs and Fairlanes has been added 
to the Slip-On Appearance Panel line of 
body, rocker and fender panels. Made 
by Slip-On Corp., 9523 Detroit Ave., 
Cleveland 2, O., it includes a center sec- 
tion that extends over the wheel opening, 
covering a much larger area than former 
rear fender sections. The panel shown is 
the FC-5758-RBS, for Ford Customs, either 
right or left side. A similar panel, the 
FF-5758-RBS, is for the Fairlane. 

Se 





CLEANER FOR PLASTICS—Clear View, 
a cleaner that is said to remove the road 
scum and cloudy appearance from plastic 
windows on convertibles, has been an- 
nounced by Global Chemical Co., P. O. 
Box 273, Warren, Mich. The product is 
said to remove all discoloration without | 
injuring the plastic. 


ROCKER ARM OJLER KiT—The Houser 
Rocker Arm Oiler Kit from Houser for 
1960-61 Comets and Falcons, is said to 
end rocker-arm noise and squeak due to 
oil starvation—yet does not over lubricate 
arm chambers. The kit has all fittings and 
lines, plus instructions, to make complete 
installation. Attached externally to the en- 
gine, the kit utilizes the original oil sys- 
tem's overflow pipes. Houser Engineering 


& Mfg., Inc., Bluffton, Ind. 
oe ie 


5 
Urswick Rd., London, England, has intro- 


SUN VISOR—Key-Leather Co., Ltd., 
duced a transparent sun visor and air 
ventilators for the Volkswagen. The sun 
visor is said to fit in the rubber moulding 
around the windshield. The aluminum| 
frame of the visor also can be used as| 
an antenna for the radio. The ventilators 
are supplied in pairs and fit both front 


windows. 
* * * 


Quick Charges Offers 


Polarity Protector 


A Polarity Protector which is 
said to fit any make battery charg- 
er has been introduced by Quick 
Charge Division of Little Giant 
Corp., Oklahoma City, Okla. 

The Polarity Protector, which is 
housed in a case six inches square, 
is said to operate automatically for 
either six-volt or 12-volt charging 


and gives positive protection 
against reverse charging on alter- 
nator equipped cars. 

oe * ok 





TRANSMISSION SEAL TOOL—The No. 
600 seal puller by Cam Tool Co., Inc., 
1038 Larkin St., San Francisco 9, Calif., 
is said to remove 95 percent of all trans- 
mission seals. Pulling action is accom- 
plished with a reversible slide hammer 
mounted on a shaft. A special hardened 
drill screw, secured to the shaft with a 
treaded locking nut, is tapped into the 
heart of the seal. A few turns of the 
grip-handle seats the screw into the seal. 
Reverse tapping action of the hammer 
eases out the most firmly mounted seals, 
it is said. 

“nee 





TRANSMITTER-RECEIVER — Communica- 
tion Products Dept., General Electric Co., 
Lynchburg, Va., has announced a person- 
al portable two-way radio described as 
the smallest, lightest, most compact VHF- 
FM man-carried communications unit to be 
marketed to date with the transmitter and 
receiver in a single case. It may be used 
by automotive industrial firms for in-plant 
or outdoor applications and can tie in 
with existing two-way radio systems in 
cars or with pocket radio receivers. The 
units will be manufactured for high-band 
frequencies (132-174 mc.) with one-watt 
transmitter RF power output. Called the 
“Voice Commander,” the equipment is 9.5 
inches high, 5.3 inches wide and 1.7 
inches deep. It weighs slightly more than 


three pounds. 
in ye 


Filtered Smog Filter 
A filtered crankcase ventilation 
system is offered by Oildex Corp., 
418 E. Second St., Tulsa, Okla. 
cS * * 





VENT FITTINGS — Over 200 different 
| types and sizes of ABS plastic waste and 
vent fittings for mobile home and travel 
trailer use have been developed by Sloane 
Mfg. Co., 7606 N. Clybourn Ave., Sun 
Valley, Calif. The assortment is said to 
| afford wide flexibility in trailer coach 
waste and vent plumbing. Mirror-smooth 
interior walls which help eliminate stop- 
page through unrestricted flow, the ease 
of assembly for new construction or in re- 
modelling, and savings in weight are said 
to be features of the fittings. 











CONTROL ARM—An upper inner contro! | 
arm assembly with special design to pro. j 
vide extra camber adjustment for 1958 | 
through 1961 Chevrolets has been gp. 
nounced by McQuay-Norris Mfg. Co., 2329 
Marconi Ave., St. Louis. Using special right 
and left forgings with Yg-inch offset, these 
assemblies compensate for cross-member 
sag by providing an extra %4 degrees 
camber adjustment, it is said. 


OIL CHANGER—An air-operated, light- 
weight, vacuum-type oil changer has been | 
announced by Aro Equipment Corp., | 
Bryan, O. According to the manufacturer, 
the unit was developed as a means of 
draining used oil from vehicles in the 
shortest possible time and without putting 
the vehicle on a hoist. To drain oil from| 
the crankcase, the serviceman need only | 
remove the dip stick and place a flexible 
tube, extending from the oil changer, into ~ 
the dip stick opening. Then, when the | 
air valve is turned on, all of the used oil 
is drawn out of the crankcase and into 
the 12-quart reservoir of the changer. The 
vehicle is then ready for fresh oil, it is 
said, 


S adieemeennatieatedeiasemenedindicai tad tea 
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BUS FLOORING—Developed by Indus 
trial Division, Armstrong Cork Co., Lan- 
caster, Pa., vinyl traffex bus flooring is 
said to feature an exclusive traction-tread 
surface which helps to provide sure fool 
ing, even in wet and slippery weather. 
The material does not expand or “grow 
under foot, causing buckling and blisters 
it is claimed. A self-extinguishing material 
vinyl traffex is designed to meet state 
specifications, calling for a fire-retardant 
flooring. 

* a 


Extension Drill 


Beaver Tool Co., P. O. Box 66, 
Pompano Beach, Fla., has intro- 
duced a dual-purpose extension 
drill called the Drill-Mate for the 
“do-it-yourself” handyman. It 3 
designed especially for drilling ™ 
hard-to-reach spots and for drilling 
through masonry walls eleminating 
the expense of costly special length 
drills, the firm said. 





























DENVER. — The Denver Area 
Better Business Bureau has an- 
nounced it will become an inde- 
pendent operation rather than give 
up its Emblem of Truth advertis- 
ing program. : 

The Truth emblem is being used 
py a large percentage of new-car 
dealerships in Denver, the largest 
group using the DBBB service. 
Francis Van Derbur, bureau 


el 


ATA Convention 
Gets Under Way 
In Washington 


WASHINGTON. — More than 
2000 owners and executives of the 
trucking industry have gathered 
here for the 28th annual convention 
of the American Trucking Assns. 

The convention, which opened 
yesterday (Oct. 8) and closes Oct. 
13, holds no general business ses- 
sions but operates through commit- 
tees and groups, concluding with a 
two-day meeting of the 400-mem- 
per ATA board of directors. 

First business session was held 
yesterday when the ATA Executive 
Committee, the policy-making 
group, met. A dinner honored the 
president of the 50 state trucking 
associations affiliated with ATA, 

Today (Oct. 9) and tomorrow, 10 
conferences affiliated with ATA 
will meet to consider problems pe- 
culiar to their specialized opera- 
tions. These conferences include 
the regular common carriers, com- 
mon carriers with irregular routes, 
contract carriers, automobile haul- 
ers, tank-truck operators, muni- 
tions carriers, private carriers, oil- 
field haulers, heavy-specialized car- 
riers and local and short-haul car- 
riers. 

Tomorrow afternoon the various 
subcommittees of the Executive 
Committee will meet to consider 
problems and prepare recommen- 
dations to be made to the Execu- 
tive Committee at its day-long ses- 
sion Wednesday. 

On Thursday morning the board 
will meet to hear reports by the 
president and by Neil J. Curry, Los 
Angeles, chairman of the Executive 
Committee. 

Senator A. S. Monroney, Okla- 
homa Democrat, and Everett 
Hutchinson, chairman of the In- 
terstate Commerce Commission, 
will be morning speakers. 

Featured speaker at the general 
luncheon Thursday will be Erwin 
D. Canham, editor of the Christian 
Science Monitor and past president 
of the United States Chamber of 
Commerce. Other luncheon high- 
lights will include announcement of 
winners of the ATA Newspaper 
Safety Writing Competition and 
the annual report of Walter F. 
Carey, Birmingham, Mich., chair- 
man of the ATA Foundation. 

Thursday afternoon the ATA 
Foundation trustees will meet, 
while simultaneously representa- 
tives of banking and financial in- 
stitutions will convene with truck- 
ing delegates. 


GM Reported 
Ready to Close 
Cleveland Diesel 


CLEVELAND.— General Motors 
Will close its Cleveland Diesel En- 
gine Division before the end of the 
year, accerding to reports here. 

In Detroit, however, a GM 
spokesman said there has been no 
decision reached on the closing of 
the facility. 

During World War II the plant 
had 5,000 employes, but activity in 
the last several years has slowed 
considerably and there now are 
only about 500 on the payroll. 

The reports said that some su- 
Pervisory personnel are being 
transferred to the company’s Elec- 
tro-Motive Division, builder of 
Tailroad diesels, in LaGrange, III. 

The development of atomic-pow- 
fred submarines reportedly is one 
of the principai reasons for the 
Closing of the Cleveland plant, 
Which in the past has been a major 
Supplier of diesel engines for subs. 















































To Become Independent... 


. Denver BBB Defiant 
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chairman, said the local group 

had gone along with the National 

Assn. of Better Business Bureaus 

on every change asked in the 

program except a ban on use of 
the Better Business Bureau name 
in bureau advertising. 

At a meeting of the national or- 
ganization in Chicago, the Denver 
bureau was suspended. The action 
ended the months-long wrangle 
over the Emblem of Truth program 
between the local bureau and the 
national association. 

“The suspension will not change 
the operation of the Denver BBB,” 
Van Derbur said. “We will con- 
tinue to work in cooperation with 
other bureaus. We’ll simply save 








the $3,000 a year we've been paying 
the national association.” 

Van Derbur said three major 
changes were made in the Emblem 
of Truth program as a result of 
local and national criticism of the 
program. 

“We originally required busi- 
ness firms to join the Denver 
BBB in order to participate,” he 
continued. “We no longer require 
membership. We were accused of 
picking an isolated businessman 
for the program, leaving his com- 
petitors under a cloud because 
they didn’t have the emblem. We 
now set the program up only 
through trade groups, the Den- 
ver new-car dealers for example, 
so all competitors can join. 

“We were asked to refrain from 
using the BBB name in our own 
advertising. That’s something they 
have no legal right to do.” 

Van Derbur said the concessions 
and the decision to make no fur- 
ther concessions were approved 


unanimously by the Denver BBB’s 
directors. 

When the program was launched, 
participating firms were charged 
$180 each to display the emblem 


57 


Patterson Heads 


Saginaw Bearing 
DETROIT.—M. C. Patterson, 61, 


signifying they were living up to a| tormer Chrysler Corp. vice-presi- 


code of business-conduct sanc- 
tioned by the BBB. 
Now, according to Dan Bell, man- 


ager of the Denver bureau, that 


charge has been dropped. Instead, 
trade associations collect enough 
from participating firms to pay the 


costs of advertising and policing 


the programs. 


Van Derbur said the Denver BBB 


predates the national association 
and thus cannot be deprived of the 
use of the name, He said Denver, 
with an independent bureau, will 
join Honolulu; Lima, O.; Tacoma, 
Wash., and St. Paul, all of which 
have independent bureaus. 





dent and Dodge general manager, 
has been named president and 
treasurer of Sag- 
inaw Bearing Co. 
He also is chief 
executive officer. 
Patterson, who 
left Chrysler last 
Nov. 1 after near- 
ly 40 years with 
Dodge, succeeds 
William Agricola, 
who will retire 
Feb. 1. 
Patterson be- 
gan his career as 
a tool-and-die apprentice in his 


M. C. Patterson 


In 10 years the Denver bureau] native Scotland and came to De- 
has grown to eighth in the country. | troit in 1920. His first job here was 
It is the only bureau in a seven-|in the drop forge and die-sinking 


state area, said Van Derbur. 


department at Dodge Brothers. 








THE 7 HATS OF BORG-WARNER . 
and chemicals; 


defense; oil, steel 


. . (top) national 


(middle 


row) agriculture; industrial machinery; aviation ; 
(bottom) automotive industry; home equipment. 








ANNOUNCING: A 3-SPEED AUTOMATIC TRANSMISSION for the new, 
popular small cars. Lightweight and compact, this is a smaller 
version of the famous 8-cylinder car transmission from Borg- 
Warner’s Warner Gear Division. Behind this product is a 60-year 


ae et . 


ANNOUNCING: A “STICK SHIFT” WITHOUT A CLUTCH PEDAL! Now, 
you can have the economy of a standard transmission and the 
convenience of automatic—without the footwork! This perfected 
automatic system from B-W’s Borg & Beck Division eliminates 


From under the 7 Hats of Borg-Warner... 


News of advanced 
auto transmissions 
now in 62 models! 





tradition of engineering and production skill in the manufacture 
of automotive components. Connected either to lever or push- 
button gearshift controls, this unit is a versatile newcomer. . . 
adopted by makers of both American and British cars for 1962. 


the clutch pedal, operates all gears from a “‘stick shift” mounted 
by the steering wheel. The secret? A hydraulic system using 
engine oil pressure. This simplified, trouble-free drive asks little 
effort or skill from the growing number of “stick shift’ fans. 


... better products 
through creative research 


BORG-WARNER. ==: 


Borg-Warner Corporation » 200 South Michigan Avenue + Chicago 4 


©1961, B-W Corp. 
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AMC Dealers Get 


Inventory Aid 
Holdback Hiked to 2%; 


Prices, Discount Cut 


(Continued from Page 3) 










































trim and appointments, and the 
new 400 Series compares with the 
’61 Custom 400. 

After adjusting for equipment 
changes, Rambler’s price cut av- 
erages $106 per unit (4.5 percent) 
on 19 comparable ’62 and ’61 mod- 
els. The decreases average $59 on 
Americans; $143 on Classics and 
$187 on Ambassadors. 

American models are $27.70 to 
$98 lower than comparably equip- 
ped ’61s; Classics are down $77.15 
to $191.50, and Ambassadors have 
dropped $131.45 to $218.50. 

The ’62 Ambassador has the same 
dimensions as the Classic—108-inch 
wheelbase and 189.8-inch overall 
length. Last year’s Ambassador was 
built on a 117-inch wheelbase and 
was 199 inches long. Thus, the ’62 
is a smaller car at a lower price. 

* J * 

OR the first time, there are two- 

door sedans in the Classic line- 

up. Prices are $2,000 for the Deluxe, 
$2,150 for the Custom and $2,299 
for the 400. 

As mentioned, a major portion 
of the Rambler price cuts is the 
result of the lower discount. 

For example, a ’62 Classic Cus- 
tom four-door sedan is priced at 
$2,200. A comparably equipped ’61 
was $2,376.50—a _ difference of 
$176.50. If the discount had not 
been cut, the price reduction 
would have been about $73. 


Rambler has made a number of 
equipment changes for ’62. Self- 
adjusting brakes ($7.45 extra last 
year) are standard on all models. 
Oil filter also is standard across 
the board. It was $9.30 extra on ’61 
Americans and $9.75 on Classic De- 
luxe units. 

Also standard is a foam front- 
seat cushion, which was $9.95 on 
the '61 American Deluxe and Clas- 
sic Deluxe. 






What do they 
have in common? 







at 


| 








the uncommon 
motor oil! 











* * * 


Oo plus features on all ’62 
Ramblers are a battery which 
will be replaced free if it fails with- 
in two years and a dual-braking 
setup — Separate braking systems 
for front and rear. Cadillac is the 
only other domestic make with 
dual brakes. 

Some items that were standard 
equipment last year are extra- 
cost options for ’62. The over- 
head-valve engine ($59.50) and 
wheel covers now are optional on 
the American Custom. 

The aluminum engine ($30) and 
wheel covers now are extra-cost 
features on the Classic Custom, 
and wheel covers are optional on 
the Ambassador Custom, Wheel 
covers ranged from $15.25 to $16.95 
on various ’61 models. They are 

$14.95 this year. 

In ’61, bucket seats were stand- 
ard on Custom 400 models in the 
American, Classic and Ambassador 
lines. This year, buckets are $59.50. 
They are available only when re- 
clining seats ($25.50) also are or- 
dered. 





Motorists who care for their cars . . . and serv- 
icemen who care for their customers . . . agree 
that WoLF’s HEapD Oil is truly the finest of the 
fine. There’s a reason—WOLF’s HEap is 100% 
Pure Pennsylvania, Tri-Ex refined three impor- 
tant extra steps and scientifically fortified for 
the finest engine protection. The result is un- 
common lubrication . . . uncommonly low op- 
erating and upkeep costs . . . truly uncommon 
quality. That’s why motorists who care for their 
cars always insist on WOLF’s HEAD. Keep your 
customers coming back with WoLF’s HEAD... 
the motor oil that commands uncommon cus- 
tomer loyalty the country over. 














WOLF’S HEAD OIL REFINING CO. 
OIL CITY, PA. 








N. Y. Convention 
Slated Oct. 22-24; 
Registrations Up 


ALBANY.—Registrations for the 
38th annual convention of the New 
York State Automobile Dealers 
Assn. are running about 20 percent 
ahead of last year, according to 
President Jameg J. Clarkeson, 
Schenectady Lincoln-Mercury 
dealer. 

The meeting will be held Oct. 
22-24 at the Concord Hotel at Kia- 
mesha Lake, a Catskill Mts. re- 









CHROEL fan 
@ Triple-plate > a 
@ Custom Design ; 


@ Prompt Delivery 






















Now you can buy a triple-plated 
custom designed dealer identifi- 


cation name plate at factory- 














direct prices without a _ die sort. 
charge! end tod for CHARGE Speakers will include Thomas F. 
s ee eee Abbott jr., president of the Na- 






tional Automobile Dealers Assn.; 
Lynn A. Townsend, president of 
Chrysler Corp.; James J. Reynolds, 
assistant secretary of the United 
States Department of Labor, and 
Warren King, automotive merchan- 
dising manager of Life magazine. 

A question-and-answer session 
will be conducted by a dealer panel. 


FREE sample and brochure, 


PS: exclusive territories available for established active dealers 


dealer ads, inc. 


P.O. Box 52, Wyncote, Pa. 


















Pricing the '62 Compacts 





(Lowest-priced model in each body style. Prices include heater.) 






4-dr. 2-dr. 
Sedan Sedan 

4-Cylinder Models 
EE UE oneivasaiveixabvchvvinnvivesisie $2,041 $2,003 
PING cist sercesers cooinsvescsoverveves 2,240 2,186 

6-Cylinder Models 
Rambler American .......... 1,895 1,846 
IEEE Sivatlaecturdtennessesverssccseors 2,047 1,985 
Rambler Classic 2,050 2,000 
Valiant 2,065 2,004 
Lancer 2,085 2,025 
ME 5 BE pisssscsernsscseserotendad 2,101 2,063 
IEEE bckestabdcssharesersoviuevivchhon 2,111 1,992 
EES decihosi cikesnwesiseevisneceinreunnive 2,118 2,013 
SEINE. asctvssvopsestavesocenteasenieneeave 2,139 2,084 


SUIS otal studs deterbecmecustties 2,457 
Rambler Ambassador ....... 2,464 
BI suvesexcessstasqensoceonossssnioee 2,593 
PIES  iniionredeputissavcsinionasnins 2,674 





4-dr. 
Wagon 


$2,339 
2,511 


2,130 
2,341 
2,380 
2,359 
2,380 
2,399 
2,407 
2,483 
2,439 
2,655 


2,618 
2,754 
2,760 


Cony, 







Heater is standard equipment on GM and Ford Motor models. Prices of other 


makes have been adjusted to include heater. 


*—Tempest V-8 available only with automatic transmission. Price is included. 


Ford Motor Co. Prices —'62 vs. '6| 


(Including federal tax and suggested dealer-preparation charges.) 


FORD 
Falcon Standard "62 
EEL cdaxisnntabisinveconoosshnessescecsscoies $2,047 
PP IIE, «sescadcnsconseccisvesoosses 


2-dr. 2-seat Wagon 
4-dr. 2-seat Wagon 
Falcon Deluxe 








I ssl scadubivasclossusexesctcivstevseeae 2,133.30 

INS Sinise, cackns ieidssaceasseiseacisistacss 2,071.30 

2-dr. 2-seat Wagon .................000 2,384.30 

4-dr. 2-seat Wagon ...........ccccccceee 2,427.30 
Falcon Futura 

UIE Sptveriesisivenensccscasvissssisvsateosene 2,232 
Falcon Squire 

4-dr. 2-seat Wagon .................000 2,603 
Falcon Van-Type Wagons 

NUR TINIE So vadicts sucnthciesienviceussiecsoosceceve 2,287 

Club Wagon ................... 2,436 

Deluxe Club Wagon 2,673 





"61* 
$2,049.40 
1,987.40 
2,300.40 
2,343.40 


2,127.20** 
2,065.70** 
2,378.70** 
2,421.70** 


2,235.40 


KK 


ORK 
EK 
AK 


Difference 
—$2.40 
2.40 
2.40 
2.40 


(The following prices are for six-cylinder models. For V-8s, add 


$109 to ’62 models; add $116 to ’61 models.) 
62 Galaxie vs. ’61 Fairlane 500 





Uy MMIII» os.s55cuctcasscotdasectidencsnteresescnosse 2,507 
SONS IPI dis ss scd ccs canctiguaantociscncseioccuseoee 2,453 
62 Galaxie 500 vs. ’61 Galaxie 
Mp IIE arscsiei stactnsussessciwkdsasesicivvessee 2,667 
PN I sian ass cabecccckenssuciisessacciectasces 2,613 
Bs IID ji shpbiacsecssévedsocosiotveectanecees 2,739 
Ms IED si ccitsiocccisisecceswiisesanccesceee 2,674 
IE isscescsssovearsccideperssdccessserctccee 2,924 
Station Wagons 
4-dr. 2-seat Ranch Wagon .............. 2,733 
4-dr. 2-seat Country Sedan ............ 2,829 
4-dr. 3-seat Country Sedan ............ 2,933 
4-dr. 2-seat Country Squire .......... 3,018 
4-dr. 3-seat Country Squire .......... 3,088 
Thunderbird (V-8 Std.) 
Bes FEMI oscissiccecosesosscoscscvccecsscesees 4,321 
2-dr. Landau Hardtop .................... 4,398 
MPI Sofas acp sacs ncscisisnveas coscnoercoscncses 4,788 
Sports Roadster ...................ccccccee 5,439 


2,507.10 
2,453.10 


2,667.10 
2,613.10 
2,739.10 
2,674.10 
2,924.10 


2,733.10 
2,829.10 
2,933.10 
3,018.10 
3,088.10 


4,280 
ok aK 

4,747 
aK 


0.10 
0.10 


0.10 
0.10 
0.10 


*—’61 prices adjusted to include heater, which is standard on all ’62 models. 


’61 Thunderbird prices also adjusted to include swing-away steering wheel, which 


is standard for ’62. 


**__The '62 Falcon Deluxe is $5.60 more than the ’61 Falcon with deluxe trim 
The '62 models have carpets, which were not available last year. 


package. 
***__New model; not offered in ’61. 


LINCOLN CONTINENTAL 


62 
MN OR 6 cc cnkcios cas cvceBiccssasinasccapaese $6,074 
4-dr. Convertible ................ccc0:0000 6,720 


"61 
$6,069 
6,715 


Difference 


+$5.00 
+ 5.00 


(Automatic transmission, power steering, power brakes, radio and heater are stand- 


ard on ’62 and ’61 models.) 








MERCURY 
Comet Standard "62 
MIN IE is cavcadasivesésstbagcavebocedeoeee $2,139 
MMI, IIE oso Se ven cihicsedcasecdsoecenes 
2-dr. 2-seat Wagon 
4-dr. 2-seat Wagon 
Comet Deluxe 
RR i ss, co a cscstseanpesebasves 2,226 
Be I ies icedasikscectnaskacess 2,171 
2-dr. 2-seat Wagon 2,483 
4-dr. 2-seat Wagon 2,526 
Comet S-22 
Ne oe slccanane 2,368 


(The following prices are for six-cylinder models. For V-8s, 


to ’62 models; add $116 to ’61 models.) 
’62 Monterey Standard vs. 


761 Meteor 800 
MPMI III 275 ca \acsdeasencpsasicericescnesscesss 2,726 
MI IIE axes auscixepsnpansssaiecscacssvecsetescos 2,672 
Ga, TERROR oe sccsssccsesescssscesssccccsseseseces 2,798 
SG III, Sons cccckacensacpesnessonesnnsoevenesie 2,733 
4-dr. 2-seat Wagon ...............:ccccccceeeee 2,920 
4-dr. 3-seat Wagon ..................50.0: 2,990.20 


"61* 
$2,129.30 
2,074.30 
2,386.30 
2,429.30 


2,216.20** 
2,161.20** 
2,473.20** 
2,516.20** 


2,358.30 


2,726.10 
2,672.10 
2,798.10 
2,733.10 
2,883.10 
2,953.30 


Difference 
+$9.70 
9.70 
9.70 
9.70 


9.80 
9.80 
9.80 
9.80 


9.70 
add $109 


4 
+ 
+ 
+ 
“+ 
+ 
-f 
4- 


— 0.10 
— 0.10 
— 0.10 
0.10 
+ 36.90 
+ 36.90 


(A V-8 engine is standard on the following models, and a six-cylin- 


der engine is not available.) 
’62 Monterey Custom vs, ’61 Monterey 


MMM asso c0hacaszasscnaardagssensizeciedes 2,965 
A-dy, Hardtop ...........::..cscscsscsssscsrserees 3,037 
Bethe, TIE is cas saicensicsvisscssicsescizeseseoss 2,972 
SE et er 3,222 
4-dr. 2-seat Wagon ............0....6: 3,219 
4-dr. 3-seat Wagon ...................0000 3,289. 


*—’61 prices adjusted to include heater, which is standard on all ’62 models. 
**__The ’62 Comet Deluxe is the ’61 Comet with the ‘‘fashion group trim’ 


—————— —$— 


2,946.10 
3,018.10 
2,953.10 
3,203.10 
3,195.10 
3,265.30 


+ 18.90 
+ 18.90 
+ 18.90 
4+ 18.90 
+-23.90 
+-23.90 


option. 
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were “far better” than last year 
despite a lower volume of show- 

room traffic as compared with 

previous years. 

Every dealer polled said he ex- 
pected the ’62 model year to be the 
best for volume and profits of any 
in the last few years. Some retail- 
ers tempered their optimism by 
adding, “If it continues as good 
as it has started.” 

Pontiac dealers reported their 
biggest showing ever, with more 
than twice as many cars sold dur- 
ing the opening. Some expect ’62 
volume to climb as much as 35 per- 
cent over 1961. 


Oldsmobile sales were even bet- 
ter than in the ’55 opening, dealers 
said. One dealer reported the 98 
has been the best seller so far, 
whereas he found sales resistance 
to the top series in 1961. 


Lincoln-Mercury dealers said 
they closed more deals on opening 
than ever before. They said that 
putting Comet into the Mercury 
line has given it more prestige. 

Buick is on its way back to third 
place, said dealers, who reported 
“good” reception. 

Loss of fins is pleasing custom- 
ers, Chrysler- Plymouth dealers 
said, They expect their entire line 

to sell better this year. 

Better opening sales were report- 
ed by Ford dealers, who said the 
Falcon Squire was a hit. 

Studebaker dealers reported best 
sales since the Lark introduction 
in 1959 and many, many inquiries 
about the Hawk. 

“Looks better for Studebaker 
than ever before,” one said. 

Chevrolet dealers reported more 
sales and more profit per deal, and 
Cadillac retailers said they were 
expecting more sales in 1962 on the 
basis of early returns. 

Dodge dealers reported an in- 
crease in floor traffic as compared 
with last year and said sales were 
“much better.” Favorable customer 
comment on styling was noted. 

ok * * 
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Dealers Hail Acceptance of New Cars... 


62 Sales Sizzle; Buyers Roll Out 


(Continued from Page 48) ders. We nare only three ’61s and| cause he was not giving away cof- 
aE i lay. with | Seven ’62s left.” fee and doughnuts, as he had in 
to be s getting aie mee ups| A large Chevrolet dealer had | Past years. 
Ford wns. Chrysler people seemed only 48 new cars on show date.| Another Ford dealer had some 
and ee ort of traffic. Most of them are now sold and| complaints about inventory. Some 
to be s Cie enseed man- orders are being taken for future] colors and body styles are in short 
M, OY en £ ord, Kirk. | ‘livery. supply, he said. He looks for Fair- 
— ° led the showing the best “The reception on new cars looks | lane to be the bread-and-butter car, 
elm “in several years. The | Mighty good,” said the sales man-| nd said its late introduction 
ey is ahead of last year | 4g8er. “It’s the best in several years. | Should not hurt. 
a rosses are “up the first go- | Chevy II is getting most of the at- A suburban Chevrolet dealer 
ane ind.” Twenty-six cars have | tention.” said both volume and gross were 
aie sold in the first four days Studebaker dealers here are} up. He had only one Chevy II 
there and the Galaxies have been happy about the reception of the| and said it had arrived in such 
tanorites. new Daytona line. ; rough condition that the back- 
i; Chevrolet in suburban Many former complaints about] shop had to work most of the 
At Felc d. “the traffic was tre- styling have been overcome by the} night to get it in shape for the 
Maplewood, th “teet day.” It was|™¢W. models,” said one dealer.| showroom. Once it got there, he 
mendous the y- said, it did not attract’ as much 


ig : ; “We've had more floor traffic than 
termed me pn gta od naa usual on opening days with many| attention as the standard Chev- 
Tiras 0 nice play. ~ lookers and quite a few buyers.” rolet. 
op . A Plymouth-Valiant deal aid, i 
One consumer said of the new| We have the most radical changes | nea’ aehonee 1a voy one anes 
Chevys: “There's less hash and/ among the cars in our competing | q backlog of 40 orders He is gross- 
more headroom.” _, | lines. Lots of curiosity seekers are! ing $400 to $500 per deal, he said, 
Carson Pontiac reported that it| first, of course, but they are set-| and is turning down anything that 
“just about sold ae As of a down now to serious buying | can’t turn $350, 
turday, there were only seven! of what they like. Our Fury four- 
left. The Catalina and Tem-| door hardtop is selling best, We oe “Te et so one ae, II 
st were very successful. Here/think Plymouth will do all right Neg a tall ar leant o oar 
demonstration rides were termed | this season.” © pull full Ust throug a ae 
responsible for many sales. Dart and Lancer dealers had|_ He had only 65 left-over ’61s on 
H. A. Leathers, sales manager at| Mainly the compacts in stock on| hand, compared with 327 “old” cars 
L. M. Stewart, Inc. (Chrysler-Plym- opening day with a limited num-|C@rried into the new-model season 
outh), Clayton, said that the traf-| ber of Polaras. Interest was evenly | # year ago. a 
fic this year was lighter but that divided at first but the GT really The new 15-day billing and 2-per- 
the sales were better. at aaa expect _ — i ie a4 Sea ee 
a : e Dar to sell best. ous” help, he said. it had been 
We are ahead of 1900 both in ey ae in effect last year, he said, he could 
have made an additional $25,000. 


sales and acceptance,” Leathers ‘ 
said. Pacing the sales was the Val- Detroit 
A Pontiac dealer termed this the 
best opening he has had in his T 


iant Signet 200 coupe with bucket DEALERS reported showroom 
seats. traffic heavy in Detroit, even| ” 
The Signet 200 also was selling | on week-day afternoons days after eight years as a dealer. 

well at Kirkwood Motors, said | the debuts. “As soon as we get cars in they 

Gordon Kohlbry, general man- One Ford dealer said it was the| are sold,” he said, “We’re down 

ager. Although the crowd was not | best introduction since the 1957| to selling Tempests now.” 

up to expectations, Kohlbry said, models, although showroom crowds “Business is unbelievable,” said 

a lot of equity buyers are in the | were down. He said this was be-| another Pontiac dealer. “Everyone 
—= | enowid have our propieiis, Tester- 

day I was out of Pontiacs — got 


market. 
Two Sof t-Tops three in and sold two of them right 


Rauscher Chevrolet, resplendent 
away. So I have one Pontiac and 


















































Portable Scooter— 


A full-sized, two-passenger motor scooter 
that folds into a compact, portable unit 
has been introduced by American Motor 
Scooter Co., New York. Capable of speeds 
up to 40 miles per hour, the Centaur motor 
scooter is powered by a two-cycle, one- 
cylinder engine. The 4.5 horsepower is 
said to enable the 95-pound vehicle to 
obtain as much as 100 miles per gallon 
of gasoline. The main body of the scooter 
serves as the housing when the unit is 
folded for carrying or storing, above. This 
feature enables the scooter to fit into the 
baggage compartment of a small airplane, 
or to be transported, if needed, in an 
automobile. Dimensions of the folded unit 
are 20 inches high, 32 inches long and 
16 inches wide. The unfolded dimensions 
are 24%, inches high, 60 inches long and 
16 inches wide. 















































































has also had many requests for the 
Hawk. 
* * * 
New York 

HE 1962 announcements appear 
to have been a big success in 
New York City. Dealers are en- 
thusiastic about the large crowds 
and are further encouraged to look 
at 1962 as a good year by the sales 
rate. 

A Chevrolet dealer said: “We 
usually have such a big crowd in 
here at announcement time, that 
it’s almost impossible for us to 
sell automobiles. This year, in 
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Houston 


pphavens in Houston expect the 
1962 model year will be a good 


= 


with salesmen with yellow vests, 
reported “the best business in sev- 




























































































” , ” one, but quickly add that the lack 
0 eral years. Offered for Scout ac ae ere _ 3 ee oO — of cars to show, or to promise for 
0 “‘'m tickled to death,” Les He said grosses were “good” and| doing great business. deli oe ee t is d 
Rauscher said. “There are more| By Internati l reported moving a Catalina with a} In addition, the grosses are high = eS 
0 buyers than lookers. There are ¥ ernationa standard transmission, heater and| enough to put smiles on the faces Mike Persia Chevrolet Corp. 
: ' more people sitting down to speak} CHICAGO.—Two new “soft-tops”| W@Shers for a $400 gross. Ff Se, Sh Soekee. to be| had only 21 models on hand for 
9 | seriously of making a deal.” known as the Sport-Top (Coupe)| “A Lincoln-Mercury dealer said ae Pepsi oe tf “ show day, compared with the 
0 Town and Country Ford celebrat-| and Sport-Top (Full) are now| his cars were pulling plenty of traf- | 800%, With showroom observatio usual 125 to 175, a spokesman 
: : - ; 4 : pointing up to the fact that the 9 
ed its grand opening and showing| available for the Scout, Interna-|fic but that there were too many t is definitely interested in| Teported. 
0 at the same time. The crowd was| tional’s utility vehicle. tire-kickers in the crowd. the Se ae sainidian Luke Johnson Ford, Inc., had 30 
0 “terrific” and the Galaxie 500 and} The new Sport-Tops are made of| An Oldsmobile dealer said he was Fo aiekinate te Pontiac Tem-|0n hand, compared with 45 last 
0 the Falcon Country Squire were re- | white vinyl-faced cotton drill. The| writing fewer deals than a year a sale 1s coming in for| yee. 
0 ported favorites. coupe version encloses the cab and| ago, but he admitted he is holding ae Sous hia cutneniads Pe to| But Highams Cadillac had nine 
0 Roy Young, sales manager of| the full model covers space frem| out for higher grosses this year. ae Es as soon as ioe mice —twice as many as last year when 
Metro Motors, Kirkwood, was| windshield to tailgate, consisting of| Because of a shortage of cars, he the showroom they had only four—but Sales 
0 pleased with public's reaction to/cab and payload area. ie Seas Sheek See Cee, The Valiant bucket-seat job looks| Manager B. A. Gibson said they 
the Dart and Lancer. The traffic; List price for the top for the aan - aera ran like it may be a big thing for| had been promised 27 cars for Sep- 
was steady, he added, and the} passenger compartment is $98. The| appraisal and accepting a deal tha : tember, including show day, and 
0 showing was “pretty good.” —e mode] lists for $168, ; e — =. when a ; or pv agg a prt oan My cena got only 10. : 
Richard Carlson, general man- Fabric for the tops is waterproof | able to make delivery,” he said. ‘ i i , .| The Mike Persia spokesman said 
= ager of Carlson Oldsmobile, Clay- | and mildew-resistant. All seams are] Dodge dealers were less than bree 3 — a pres er e a that, lacking an inventory, the 
ton, said that “all choice cars | both sewn and electronically heat-| ecstatic. One dealer said ’62s were hae s Pye 4 th oe Y atheugh | company has been picking its deals 
rim were gone,” and that the “gross | sealed for double protection. bringing slightly more money, but little high: in aan minds of some| and not making too many. It’s too 
was the best in four years.” Windows are of distortion-free that volume was unsatisfactory. dealers. didn’t seem to be a deter-| early to judge what kind of a year 
The Starfire and Cutlass con-| polished vinyl. Window areas are Chief complaint involves Dart cnk tate enaetiie it will be, he said—he won’t know 
vertibles attracted most interest, he | 336 and 1,434 square inches, respec-| styling, which, dealers said, too | “i. public appears to be in a| until after 30 to 60 days. 
ce said. tively, for the coupe and full tops.| much resembles that of Valiant ribo : - Rosenstock Motors reported “a 
2 a . uying mood, with reactions such ] 
) Jack Krebs, secretary of Krebs| Rectangular steel tubing sections; and Lancer. One dealer said he as. “That’s a beautiful car, how| real good turnout” to view the Val- 
) Ford, in North St. Louis County, re-| provide a strong and rigid frame- has already decided to concen- much will it cost me?” being heard | iant. : : 
nd- ported “near full gross deals on the work for the tops. Slip and hook] trate on used cars in 1962, in almost every showroom “We weren't disappointed,” Sales 
new Falcons.” joints on these sections are design-| Studebaker dealers were happy eds on "Ghee inapee styling in| Manager Clyde Melton reported, 
Larry G. Rice, Chrysler-Plym-|ed for easy installation and re-|as larks. One dealer reported he the Chrysler lines is exceptionally| “and we had enough cars.” 
7 outh regional manager, in St. Louis,} moval, with parts color coded to| sold four cars in the first six days, good. Dealers have reacted posi- A good crowd turned out to see 
) said introductory-weekend enthusi-| facilitate installation. but that last year he didn’t sell his tively to the new Plymouth, and| the new Fords, said Sales Man- 
) asm carried over to such a degree A steel compartment that mounts | first new model until 20 days after ap has:.the Samoans. “ ager Fred Coe, of Luke Johnson. 
) that Monday sales were the best| behind the front seat provides per-| introduction. In spite of pricing aimed at all | He estimated the crowd at about 
) for any single day in the last six} manent, built-in storage for frame- Although he had no Daytona segments of the market, vehicles the same size as last year. 
months. work sections and a waterproof} models on display, he said, in- 2 . . “They liked the car better than 
; ‘ + 8 with dressy trim are winning the y d t 
) ‘2s bag is supplied for top storage. quiries have been numerous. He| | 0.¢ attention from customers. | last year,” he reported. “Especially 
: Atlanta Several dealers were in tight sup- ae =o gel ae 
r ' ly situations, with all their an-| “We'll have a better year,” h 
) ae tS Sealers report shag: Pcuncement models sold before| said, “providing this strike doesn’t 
pers show serious buying in 7 hurt us.” 
tentions. Companies with strike-in- announcement day—at top prices. , gh SFG 
duced shortages are selling their Despite current shortages, no one 
09 Mr Shr ahead, hoping the gape in _ anticipates too much trouble mak- Los Angeles 
supply and inventory will soon be 2 ing deliveries within a fairly short “AS EFFECTIVE as a wet 
closed. The public says little about time. Nor does the customer appear noodle,” is one way to describe 
| buying because of a war scare. too concerned with the possibility the introduction of new models in 
alers also avoid the subject. of a waiting period before delivery.| California's most car-conscious city. 
An Oldsmobile dealer said, There is almost no customer re- In a 69-mile, floor-to-floor check 
“We've sold more cars than in any action this year to prices. — wphe| of 35 different deals Ford and 
Previous September since we open- As one dealer stated it: ©| Chevrolet were doing some busi- 
ed. Far more buyers are interested public is well aware that prices per ness, Plymouth and Dodge had 
e in the higher priced lines this sea- se, don’t mean a os. ony’ grt lookers and the rest were either 
The only important thing is how! ¢josea or should have been. 







son. They are buying what we have 
i stock right now.” 

Ford dealers find much interest 
and enthusiasm and have moved 
Many standard models. One deal- 
er said he has been so busy with 

work of getting new cars 
Teady and delivered that routine 
*ffice work is far behind. 

A Pontiac dealer says, “It’ll take 
three months for us to rebuild our 
— § ‘tock, However, we're taking or- 


much the car will actually cost 
him in the current market, not 
‘how much the price: rises or goes 
down.” 


Here’s the way dealers and sales- 
men talked of floor traffic: 

“Fewer people looking, but more 
buyers.” (Pontiac.) 

“Spotty, very spotty floor traffic.” 
(Lincoln-Mercury.) 

“Continually active.” (Chrysler- 
Plymouth.) 

“Steady.” (Chevrolet.) 

“Way off, but searchlights may 

(Continued on Page 60, Col. 1) 











* * * 
Clearwater, Fla. 
“J FEEL like a hog in a field of 
new corn,” is the way one deal- 
er on Florida’s West Coast sum- 
med up his ’62 model opening. 
The consensus was that sales 





Sporty Option for Scout— 

New full-length Sport-Top for International's Scout encloses both passenger and 
cargo compartments. A similar top to enclose only the passenger compartment is 
also available. The top, side curtains and rear curtain can be removed independently. 
The top is made of white vinyl-faced cotton drill and windows are of polished vinyl. 
The top support is made of tubular steel sections that fit in a special storage com- 
partment when not in use. A detachable steel top is standard equipment on the Scout. 
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But Showroom Crowds Dip. . . 





62 Sales Pace Perks; 
Buying Interest Up 


(Continued from Page 59) 


bring them in.” (Ford.) 

“Moderate, with few buyers.” 
(Studebaker.) 

“Lookers, same ag last year. 
(Plymouth. ) 

When kids and wishful thinkers 
are eliminated, introduction inter- 
est was at a much lower level than 
factory announcements of “Great- 
est introduction yet” would have 
you believe. Here’s how the corpo- 
rations stacked up. 

American Motors wasn’t out yet, 
so area Rambler dealers were 
closed, one by 6:30 p.m., the other 
was dark when we passed at 8:30. 

Chrysler-line dealers were doing 
their best to compete, but competi- 
tion was pulling shoppers “down 
the street” once they’d checked 
Plymouth and Dodge. 

Three Chrysler-Plymouth deal- 
ers had an average of one buying 
unit (family or adult male) in 
each showroom. Three Dodge 
dealers were doing better. They 
averaged four buying units per 
dealership. 

Ford Motor Co. dealers were do- 
ing only a bit better. Lincoln-Mer- 
cury dealers were averaging two 
buying units per deal, with some 
action in the closing rooms. Ford 
Division averaged out to 11 buying 
units per dealership, with about a 
third of those counted in closing 
rooms or behind sales desks. 

General Motors’ points were led 
by Chevrolet dealers, four of whom 
averaged 11 buying units each. Of 
all deals checked, Chevrolet had 
the most closing action. 

A checkup indicated more new 
Chevrolets over the curb than 
either Ford or Plymouth during 
the weekend of Sept. 28-Oct. 1. 

The three Pontiac deals had an 
average of three buying units each, 
Buick was way down the list with 
less than one buyer for each of 
three deals. Oldsmobile was fairly 
active, with four shoppers in the 
one deal found open. 

Studebaker-Packard suffered, as 
one area dealer was closed by 8 
p.m., the other had only three shop- 
pers an hour earlier. 

Shopper interest was targeted 
on Chevy II, of which all Chev- 
rolet dealers had one to show 
and none to go. But sales were 
heavy on the big Chevrolet, with 
Corvair getting lookers but only 
moderate action. 

Ford dealers and salesmen re- 
ported mixed interest in Falcon and 
Galaxie. A lot of first-night lookers 
asked about the Fairlane, but after 
the initial interest, few deals were 
held up awaiting Ford’s middle- 
line unit. 

Sales in Ford deals were said to 
be fairly well split between com- 
pact and standard units. 

Beyond the majors, buyer action 
was conspicuous by its absence. 
Salesman after salesman spoke of 
shoppers charging in the door, eye- 
balling the new model and “walk- 
ing” with a cheery, “We're just 
looking.” 

“We wish those who are serious 
were a little easier to do business 
with,” commented one salesman. 
“Had a guy in here on that (’62) 
wagon. Offered me $700 below 
sticker and said he’d not make it 
a penny more.” 

Separating genuine optimism 
from factory “announcement sales 
meetings” pitches is worth the ef- 
fort. Most men contacted by AuTo- 
MOTIVE News spoke well of their 
units or had constructive criticisms. 

Behind the smokescreen seems 
genuine concern for the near fu- 
ture. Many shoppers were brand 
owners, out to see what was new, 
with little or no intention of buy- 
ing. 

Young couples were using car in- 
troductions as the focus for an in- 
expensive evening on the town. 

Used cars, tell-tale of the mar- 
ket, had a story of their own. Most 
trades taken during the first week 
of introduction are tired iron, not 
suitable for retailing without ex- 
cessive reconditioning. The local 
used-car market has softened in the 
past few weeks in hopes that in- 
troduction time would spring de- 
cent merchandise. But it hasn’t, so 

far. 

Two things seem sure. The his- 


torical introduction of new cars, 
with bands and lights, no longer 
has much appeal to the serious 
buyer. Crowds, the dealerships can 
get. Prospects are hard to find. 

Secondly, if 1962 is going to be 
the greatest year yet (as some au- 
tomotive executives seem to think) 
it has failed to start with a bang 
in Los Angeles. 

of co * 
Buffalo 

F INITIAL consumer enthusiasm 

and buying action are a barom- 
eter, this should be one of the best 
new-car years in the Buffalo mar- 

ket in several years. 

Dealers reported steady traffic, 
keen interest in new styling and 
refinements, a readiness to buy and 
substantial purchasing power. 

“We are looking for our best new 
car year since 1955,” said one 
dealer. 

Another said, “Customer re- 
sponse thus far has been excel- 
lent. The nice thing is that they 
are buying—not just looking. And 
they apparently have the money 
to buy. We are very optimistic.” 

A third dealer said he was “very 
enthused” over initial customer re- 
action but expressed some concern 
over a possible shortage of cars. 

Pleasant fall weather helped to 
lure shoppers to showrooms as var- 
ious new models made their ap- 
pearance. Dealers put strong pro- 
motional effort behind the introduc- 
tions, backing up the national ad- 
vertising. 

Dealers attributed readiness to 
buy to an improvement in general 
economic conditions in the Buffalo 
area. The diversity in new models 
this season also was cited as a rea- 
son for good consumer interest, 
although dealers reported that the 
average shopper does NOT appear 
confused over the large number of 
models in various makes. 

Salesmen also seem to exude 
more enthusiasm than has been ap- 
parent in some time. There is more 
satisfaction among salesmen over 
new line styling this year than in 


a long time. 
* + 


Boise, Id. 


7a in Boise, Id. are crow- 
ing over public reaction to their 
1962 model showings and feel the 
new offerings will bring one of the 
best sales years on record. 

Dealer diagnoses of the public 
pulse during the new-car unveilings 
ranged from “good” to “excellent.” 

W. C. Anderson, of Anderson 
Buick, Inc., which also handles 
Studebaker, reported “people are 
in a much better mood than they 
were at this time a year ago,” ad- 
ding, “if our sales aren’t 20 percent 
better than last year, I'll be disap- 
pointed.” 

Jack Sinclair, Roy C. Davidson 





Co, (Ford), also looks toward a 
sales year “better than last year.” 
cs cs ca 


Oakland, Calif. 


EALERS in the Oakland (Calif.) 

area generally expect one of 
their best sales years since World 
War II, and a substantial number 
hopefully predict sales grosses 
equalling banner years of ’55, ’56 
or ’57. 

As they entered the second 
week after unveiling of new mod- 
els most retail] automobile execu- 
tives were gleefully looking back 
on sales volume grading from 
good to excellent and following 
up on the large number of “ho 
prospects.” > 
A Buick dealer reported that for 
the first time in his memory he 
had failed to hear any customer 

criticism. Response was the best 
since 1955, Buick’s record year, he 
said. 

“If dealers don’t get panicky, we 
have a good chance for a record 
year,” one dealer declared. 

Almost every firm started the ’62 
model year with a low stock of ’61 
models, about 10 to 15 days supply 
as compared with to up to 40 days’ 
supplies of ’60s at introduction time 
last year. 

Most entered the ’62 introduc- 
tory period with from 15 to 25 
days supply of new models, from 
five to 15 days short of the stock 
most would have liked. 

Dealers reported they were being 
offered fairly high quality trade- 
ins, with a large volume falling in 
the 1957-60 model years. 

A few firms reported they had 
sold their entire introduction inven- 
tory and were still finding custom- 
ers ready to buy on factory order 
without even a demonstrator to 
inspect. 

A Ford dealership reported it 
felt ’62 sales were off to a flying 
start. “Dealers are in a good po- 
sition,” he said. “Customers have a 
better attitude, are more friendly 
than ever before, are more realistic 
in their approach and don’t fight 
that downpayment and are willing 
to let us make a profit.” 

* 


Minneapolis 

pose interest and acceptance 

of new models has been sur- 
prisingly good, dealers in the Twin 
Cities report. And they feel that 
once labor problems at the facto- 
ries have been settled, the outlook 
for business will be good. 

The fact that some makes and 
models of cars are in short supply 
has been a factor in curtailing some 
immediate sales. 

Harold Larson, Harold Chevro- 
let, pointed out that “it is much 
easier to sell a car when you 
have it for immediate delivery.” 
A spokesman for Velie Oldsmo- 

bile said that the new models had 
been well received with the greatest 
interest in the Starfire coupe. The 
dealership sold 13 cars the first day 
they were on the floor, he said. 

Mannie Anderson, Anderson 
Dodge, said that public interest 
and acceptance of the new model 
had been good. He said that he had 
sufficient inventory. 

Win Stephens jr., Stephens Buick, 
said that although the firm did not 


Business Barometer 


Automotive News Economic Index— 


108.6 Percent of Last Week 
104.5 Percent of Like Week Last Year 


Auto Production 
Truck Production 
Auto Registrations—yYear to Date.. 
Truck Registrations—Year to Date. 
Steel Production—Tons 
Lumber Production—Board feet ... 
Paperboard Production—tTons ... 
Soft Coal Output—tons 
Oil Refinery Output—Barrels 
Electric Output—Kilowatt hours ... 
Barometer Freight Car Loadings 
Department Store Sales Index .. 
Stock Market Price Index 
U. S. Government Spending 

Fiscal year to date 


Savings Deposits 
Used-Car Prices—Average 
Business Failures 


Common 
Stocks Oct.4 Sept.27 1961 Range 
18% 118% 21%-16% 
Chrysler... 56% 55% 575%-37% 
104 108 -63% 


49%, 50 -40% 


15,340,000,000 


$26,319,314,000 


Commercial and Industrial Loans $31,942,000,000 
$29,163,000,000, 


Percent of 
Like Week 
Last Year 


83.9 


Percent of 
Last Week 


155.2 
136.4 


112,593 
24,306 
3,812,063 
596,891 
2,131,000 
236,850,000 
349,991 
8,670,000 
49,507,000 


100.8 
103.6 

99.9 

99.0 
107.7 
102.1 
103.2 
102.7 
100.1 


336,613 
154 ‘ 
134.9 124.1 
ey 113.5 
100.7 100.5 
100.2 
101.7 
79.5 


118.5 
88.2 


$1,025 
268 


Common 
Stocks Oct. 4 Sept. 27 
50 50% 
495, 48, 
12 11%, 
51% 49% 


1961 Range 
55%,-425% 
534%4-32% 
134%4- 7 
601%2-40% 


(Oct. 9, 1961) 








First ’62 Models 


Appear at Auctions 


DETROIT.—The first 1962 
models have appeared at whole- 
sale auctions. 

In Chicago, a Cadillac Coupe 
de Ville brought $5,750. Four 
domestic ’62s hit the arena at 
Manheim, Pa. A Cadillac Sedan 
de Ville was sold for $5,575; 
Plymouth Fury convertible with 
power, $2,645; Pontiac Star Chief 
four-door with power, $2,920, and 
Comet two-door with automatic 
transmission, $2,140. 





have the large crowds in its show- 
rooms that it had in previous years 
(since it showed the new models in 
advance of the official opening), it 
has had steady traffic and eliminat- 
ed the “tire kickers.” 

on OK 


+ 
Little Rock 


EALERS in the Little Rock 

area, all enthusiastic over the 
1962 models, are looking forward 
to a decided increase in sales. 

Some predicted up to a 40 percent 
gain over 1961; others indicated 
they expected their best sales for 
the past several years. 

Although some dealers report- 
ed they put on less expensive 
showings, they said the crowds 
were larger. There was one com- 
plaint: Several dealers said they 
needed more cars. 

John Russell, sales manager for 
Critz Chevrolet Co., North Little 
Rock, said his company looked for- 
ward to the best season in years, 
far better than in 1961. 

“We had the biggest crowds for 
the past several years,” said Em- 
mett Whitley, sales manager for 
Bale Chevrolet Co., Little Rock. 

Moore Ford Co., North Little 
Rock, is expecting the “best year 
since 1957 or 1959,” according to 
Bill McMorris, sales manager. At- 
tracting most attention, he said, 
was the Galaxie 500 series. 

E. T. Merritt, sales manager for 
Dumas Milner Pontiac Co., said 
his only complaint was that he 
didn’t have enough cars in stock. 

He predicted that the 1962 models 


Auto Credit Total Drops 


By $8 Million 


WASHINGTON.—The volume of 
auto credit outstanding dropped by 
$8 million in August and stood at 
$17,350 million at the end of the 
month, the Federal Reserve Board 
reported. 

The credit picture has been 
quite unsteady in recent months. 
Credit outstanding increased last 

September, then fell for seven 
straight months, then increased 
for two months, stood still in July 
and then fell in August. Overall, 
the last 12 months have seen the 
credit total fall by $670 million. 

Total installment debt of con- 
sumers increased by $179 million in 
August. The total was $42,636 mil- 
lion at the end of August; up $258 
million in the last year. 

Auto credit extended in August 
amounted to $1,412 million, com- 
pared with $1,383 million in July 
and $1,570 million in August of last 
year. 

The amount paid back on auto 
debt in August was $1,420 million, 
compared with $1,383 million in 
July and $1,443 million in August 
of last year. 

Of the auto credit outstanding 





Perfection Gear 
Agrees to Alter 


e . = a 
Pricing Policies 

WASHINGTON.—Perfection Gear 
Co., Harvey, Ill. makers of auto- 
motive replacement and repair 
parts, must charge the same net 
prices to purchasers who compete 
with each other in reselling or dis- 
tributing its products. 

The company, while not admit- 
ting law violation, has signed a con- 
sent order with the Federal Trade 
Commission to conclude a _ price- 
discrimination charge under the 
Robinson-Patman Act. 

The FTC complaint alleged that 
Perfection classified customers as 
“jobbers” and “warehouse distribu- 
tors,” and allowed the latter dis- 
counts ranging 10 percent to 28 
percent from jobbers’ prices. 





leet 
would be the biggest sellerg in 
years. 

“This will definitely be gq 
year,” said aoe Scallion, gaj 
manager for Jennings q 
(Chrysler). Motors 

Lee Vaughan, Lee Vaughan | 
Buick Co., said he anticipateg sales | 
to be “better than in the past seven | 
years.” His prediction was for g 30 ; 
to 40 percent increase in sales oye, 
last year. One point, he noted, wag 
that “upper bracket” buyers seemed 
to be showing considerable interes 
in the ’62 Buicks. 

Barton Rhoades, sales manager | 
for K. & H. Motors, Inc. (Rambles) | 
said he was looking for a good yea, © 
Discussing the new E-Stick trans. _ 
mission, Rhoades said his Service 
manager had tried it out and was 
highly pleased with its perform. 
ance. 

* * * 


Dallas 


eo in Dallas were the 
most successful in years, Qp | 
the basis of initial sales, public ac. 
ceptance and traffic, the 1962 modg _ 
year likely will rival 1955, mogt 
Dallas dealers said. Some said jt | 
was the best introduction period jn _ 
their experience. A few saw a rec. | 
ord possible. f. 
Actual deliveries and orderg were é 
the best in a decade, statements : 


indicate. Gratifying to dealerg was | 


the enthusiasm with which visitors : 
greeted the new models. 

Showroom visitors were heard to 
comment that they liked the clean 
lines and reduction of glitter. Get- 
ting an especially favorable recep. 
tion were the various glamour 
units, “personalized” jobs and the 
sports-type cars. They swarmed 
over one such model at one deal- 
er’s on an introduction evening, 
describing it as a beautiful car 
and displayed real buying interest 
regardless of the then unknown 
price — (Pontiac’s Grand Prix). At 
announced prices, observers in Dal- 
las saw exceptionally good sales for 
these models. 

Most dealers felt they would not 
have ample stocks to meet demand 
for some weeks, especially GM 
dealers who are feeling the effect 
of the strike. 


in Month 


at the end of August, banks had j 


extended $8,009 million, up $15 
million in August but a decline of 
$71 million in the last year. 

Finance companies held $7,137 
million of the auto paper, down $45 
million in August and a drop of 
$718 million in the last 12 months. 

Other financial institutions held 
$1,716 million, up $24 million in 
August and a gain of $151 million 
in the last year. 

Auto dealers held the remaining 
$488 million, a drop of $2 million in 
August and a decrease of $32 mil- 
lion in the last year. 


D. C. Vehicle Chief 
Calls for Curbs 
On Dealer Plates 


WASHINGTON. — Curbs on the 
use of dealer tags in the District 
of Columbia have been proposed 
by Motor Vehicles Director George 
A. England. 

In asking district commissioners 
for approval of the regulations, 
England said dealers should be 
prevented from lending cars with 
special tags to friends and rela- 
tives. The regulations were opposed 
by counsel for both new and used- 
car dealer associations, 

England said tags now can be 
used by the dealer employes, cus 
tomers and firms doing business 
with the dealer. Relatives and 
friends can use the cars legally by 
having their names added as mem- 
bers of the firm, he said. 

The motor vehicle director at 
gued that the local government }s 
losing money because of misuse 9 
dealer tags. A dealer must pay $50 
for the first three and $10 there- 
after, whereas residents pay either 
$22 or $32 depending on the weight 
of the car. 

Louis H. Mann, on behalf of the 
Automotive Trade Assn., represent 
ing almost all the new-car dealers 
in the metropolitan area, admitted 
some possible abuses but vehement 
ly opposed the regulations. 
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GM Soars as Parts Stocks Fill Up . .. 


Ford Tieup Cuts Output to 106,000 


last two to get into production. 
Studebaker Hawk, which will be 
introduced Oct. 26, got into produc- 
tion last week and it is hoped by 
the end of this week to have Hawk 
production in full swing. 

S-P has scheduled 50,000 cars for 
production in the last quarter, 
compared to 24,688 Hawks and 
Larks a year ago. 

ok a 


* 
ype tna throughout the in- 
dustry, some overtime opera- 


»ntinued from Page 1) 


r, while San Jose and Atlanta 
Sees will puild only Fairlane. Both 
the latter units, however, will con- 
tinue compact-car output. 

Kansas City and San Jose are not 
scheduled to make the changeover 
until early November. Falcons and 
Comets now being produced at 
Kansas City will be scheduled else- 
where in the system. 

The two Ford models will be the 





Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 






























































Week Week dan. 1 dan. 1 
Ended Same Ended Total To To 
Oct. 7, Week, Sept. 30, Output, Oct.8, Oct. 7, 
1961 1960* 1961* Sept. 1960* 1961 
AMERICAN MOTORS 
IED --csisctbutsesbivdssoesss 9,500 10,721 9,278 27,492 367,456 257,945 
CHRYSLER CORP.** .. 19,630 16,509 21,321 69,364 839,540 439,174 
Chrysler-Plymouth 
Division 8,951 13,416 43,963 479,102 293,602 
Chrysler 1,426 2,760 9,477 66,797 68,030 
Imperial 485 327 1,292 12,068 5,993 
Plymouth 4,539 6,358 19,438 200,189 130,147 
SE sc sbceusicébskesvotes 2,501 3,971 13,756 200,048 89,432 
Dodge Division ........... 7,125 7,368 7,905 25,401 342,725 145,572 
Dart-Polara .............. 5,125 4,718 5,623 17,752 313;281 108,663 
IND 55s cae hin va seston vices 2,000 2,650 2,282 7,649 29,444 36,909 
FORD MOTOR. .............. 8,897 48,696 39,556 145,543 1,437,081 1,213,683 
Ford Division .............. 6,811 36,686 29,989 111,526 1,155,081 973,375 
NNER: Giutscoisicsinedsiesies 2,905 10,455 13,700 52,360 398,242 384,161 
Ford Galaxie ............ 3,461 25,772 14,523 52,048 687,069 524,462 
Thunderbird. ............ 445 459 1,766 7,118 69,770 64,752 
L-M Division ............... 2,086 12,010 9,567 34,017 282,000 240,308 
SII, 7 lew inondassiexnenes 217 131 377 3,315 13,494 22,189 
Mercury Comet ....... 1,098 7,185 5,015 19,018 148,454 139,885 
Mercury Monterey.. Vi 4,694 3,675 11,684 120,052 18,234 
GENERAL MOTORS .. 65,409 62,354 39,375 101,916 2,376,965 1,832,966 
Buick Division ............ 7,457 1,574 5,730 12,277 206,636 184,084 
Buick (Std.) ............ 4,834 5,358 3,897 8,338 197,100 123,366 
MIE soiseeisbasconssisases 2,623 2,216 1,833 3,939 9,536 60,718 
ES So cia's sada csehnavaiveds 3,360 3,077 1,345 6,141 118,712 103,530 
Chevrolet Division .... 35,600 32,625 23,254 54,629 1,423,956 1,096,001 
Chevrolet (Std.) .... 28,700 27,569 17,145 41,290 1,237,112 855,708 
NE. e230: ais schaisosices 6,900 5,056 6,109 13,339 186,844 240,293 
Oldsmobile Division .. 9,992 10,300 2,134 14,390 291,283 210,206 
as aris ciceateadciens 3,786 2,587 451 3,100 10,236 46,798 
Oldsmobile (Std.) .. 6,206 7,713 1,683 11,290 281,047 163,408 
Pontiac Division. ........ 9,000 8,778 6,912 14,479 336,378 239,145 
Pontiac (Std.) ........ 6,200 8,255 4,811 10,046 335,855 157,588 
523 2,101 4,433 523 $1,557 
2,552 2,918 10,176 83,790 48,005 
152 145 497 5,657 4,437 
Total Cars, U. S.** ....106,146 140,984 112,593 354,988 5,110,489 3,796,210 
**Totals for 1960 include DeSoto production. - 
COMMERCIAL CARS 
(U0. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Oct. 7, Week, Sept. 30, Output, Oct.8, Oct. 7, 
1961 1960* 1961* Sept. 1960* 1961 
74,926 6,445 13,704 309,259 242,173 
15 37 164 2,209 1,390 
54 60 180 2,836 1,783 
1,296 1,611 6,370 56,854 52,224 
2,267 8,069 31,229 271,695 258,057 
1,578 1,547 4,197 $4,091 50,998 
1,966 2,815 11,477 99,532 109,818 
717 86 770 11,925 7,892 
147 161 916 10,375 5,715 
WHIT 214 264 1,295 12,912 13,226 
IED ccscsscusssscssssovonsises 1,777 2,088 3,107 12,533 102,016 89,202 
MISCELLANEOUS ...... 100 90 104 435 4,361 4,003 
Total Trucks, U. S..... 18,291 17,718 24,306 83,270 968,065 836,481 
Total Cars, Trucks, 
BIE “Fh cseesssunceenntsecsiecses 124,437 158,702 136,899 438,258 6,078,554 4,632,691 
CANADIAN PRODUCTION—CARS 
Week Week Jan, 1 dan. 1 
Ended Same Ended Total To To 
Oct. 7, Week, Sept. 30, Output, Oct. 8, Oct. 7, 
1961 1960* 1961* Sept. 1960* 1961 
CHRYSLER CORP. .... 1,100 1,091 1,035 3,519 38,167 32,762 
FORD MOTOR .............. 1,850 1,262 1,795 5,421 12,486 69,752 
GENERAL MOTORS .. 2,200 te haaansitic 7,107 +=133,365 117,073 
AMERICAN MOTORS BEE © Sicssesse 203 MP. al exaneecs 5,035 
S&P CORP. ................0.5 170 160 157 555 4,048 4,029 
Total Cars, Canada .... 5,532 5,183 3,190 17,257 248,066 228,651 
CANADIAN PRODUCTION—TRUCKS 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Oct. 7, Week, Sept. 30, Output, Oct.8, Oct. 7, 
1961 1960* 1961* Sept. 1960* 1961 
CHRYSLER CORP. ... 150 137 149 564 4,438 5,139 
aonb MOTOR. .............. 220 144 435 1,393 16,407 13,427 
ENERAL MOTORS .. 590 Re esceateees 1,494 27,727 22,076 
INTERNATIONAL ...... 185 170 188 156 9,229 8,893 
Total Trucks,Canada 1,145 —_1,063 Viz 4,207, 57,801 = 49,535 
Total Cars, Trucks, 
—__ Canada De ee ate 6,677 6,246 3,962 21,464 305,867 278,186 
Grand Total, 


Cars and Trucks, 
__U. S. and Canada....131,114 164,948 140,861 459,722 6,384,421 4,910,877 


tions were in effect. Rambler at 
Kenosha and the Buick-Oldsmobile- 
Pontiac field unit at South Gate, 
Calif., scheduled Saturday work. 

As a result, AMC and GM were 
the only volume makers to show 
output increases over the previ- 
ous week. AMC rose from 9,278 to 
9,500 and GM from 39,375 to an 
estimated 65,409. Checker Motors 
rose from 145 to 150. 

Showing declines from the previ- 
ous week were Chrysler Corp., off 
from 21,321 to an estimated 19,630 
assemblies; Ford Motor from 39,556 
to 8,897, and S-P from 2,918 to 2,560. 

On a price-group basis, the com- 
pacts were off from 47,658 to 37,822 
assemblies due to the Ford strike 
that killed off Comet and Falcon 


24 Dealers Get 
SBA Loans of. 
Over $1 Million 


WASHINGTON.—During August 
the Small Business Administration 
approved 546 business loans for $35,- 
612,000. The following list of 24 auto 
dealers borrowed $1,086,500 and in- 
cludes some from 250 approved in 
late July and not included in the 
July listing. 

John P. Nielson & Sons Co., 
Hartford, $120,000 direct loan; 
Hurst Motor Co., Commerce, Ga., 
$37,500 direct loan; Marsters Mo- 
tors, Payette, Id., $40,000 direct 
loan; Gregory Chevrolet Co., Inc., 
Benton, IIl., $20,000 participation 
loan; Dean K. Schroeder, Hillsboro, 
Kans., $20,000 participation loan; 
Newcomer Motors, Inc., Bastrop, 
La., $35,000 direct loan; Mumford 
Motor Sales, Inc., Whitinsville, 
Mass., $30,000 participation loan; 
Smart Motor Sales, Inc., Woburn, 
Mass., $50,000 participation loan. 

Gogebic Auto Co., Inc., Ironwood, 
Mich., $150,000 participation loan; 
Noyes Chevrolet, Inc., Prior Lake, 
Minn., $12,000 participation loan; 
Johnson & Sons, Inc., Waverly, 
Minn., $20,000 participation loan; 
Horn Motor Co., Inc., Bay Springs, 
Miss., $12,000 direct loan; Jolly 
Auto Sales, Pagedale, Mo., $20,000 
direct loan; Pres Kohler Buick, 
Inc., Burlington, N. J., $15,000 par- 
ticipation loan; Clayton Motor Co., 
Clayton, N. J., $18,000 direct loan; 
Ewing-Richardson Motor Co., For- 
est Grove, Ore., $15,000 direct loan. 

Perry Morrell Motors, Silverton, 
Ore., $30,000 participation loan; Bob 
Miller Chevrolet Co., Pottsville, Pa., 
$250,000 participation loan; Dorothy 
Brothers, Inc., Philip, S. D., $75,000 
participation loan; Jack Morris 
Buick Rambler Co., Brigham City, 
Utah, $8,000 participation loan; 
Naylor Auto, Inec., Provo, Utah, 
$25,000 participation loan; Stoker 
Motor Co., Tooele, Utah, $35,000 
participation loan; Baldwin Ram- 
bler Sales, Baldwin, Wis., $9,000 
participation loan; Minton Motor 
Sales, Inc., Mellen, Wis., $40,000 
participation loan. 


Ohio Assn. Plans 


W.Va. Convention 


COLUMBUS, O.—The 29th an- 
nual convention of the Ohio Auto- 
mobile Dealers Assn. will be held 
next March 25-27 at the Greenbrier 
in White Sulphur Springs, W. Va. 

It is the first time that a state 
convention has been scheduled out- 
side Ohio. The convention program 
still is in the planning stage, an 
OADA spokesman said. 


Convention Set for June 


By New Mexico Dealers 


ROSWELL, N. M.—The annual 
convention of the New Mexico Au- 





tomobile Dealers Assn. will be held 
here June 8-9, 1962. 

Rex Desmond, Desmond Ford, 
will be convention chairman, and 
the convention committee will in- 
clude all dealers in Roswell. 


Body-Filler Prices Cut 


STRATFORD, Conn.—Price re- 
ductions ranging up to 40 percent 
on the full line of Fillerite plastic 
pastes for body repair have been 
announced by Baird Dynamic Corp. 


production after Tuesday morning; 
the low-price standards were even 
with 43,794 assemblies the previous 
week against 43,186 last week; the 
mediums climbed from 18,592 to 
21,236, and the highest-priced class 
rose from 2,549 to 3,902. 

Oo oa * 

N THE commercial-car field, pro- 

duction took a tumble last week 

as both Ford and Divco were in- 
volved in strikes. 

All production workers at Divco 
went out on strike after the UAW 
and management failed to get to- 
gether on a new contract. The old 
contract expired the previous Sa- 
turday. Divco guards had been on 
strike for several days over the 
firm’s decision to contract guards 
with a detective agency instead of 
hiring its own. 

The shutdowns at Ford and 
Divco cut heavily into output and 
held truck assemblies in the 
United States to an estimated 
18,291 units last week. That com- 
pared with 24,306 units turned 
out the previous week and 17,718 
commercial vehicles built during 
the week ended Oct. 8 last year. 


The return of GM to production 
helped boost combined car and 
truck output in Canada to 6,677 
units last week. That compared 
with 3,962 cars and trucks produc- 
ed a week earlier and 6,246 vehicles 
turned out during the week ended 
Oct. 8 a year ago. GM had been 
closed down the previous week due 
to parts shortages. 


A breakdown of Canadian opera- 
tions showed the makers turning 
out 5,532 cars and 1,145 trucks last 
week, compared with 3,190 cars and 
772 trucks produced a week ear- 
lier, and 5,183 cars and 1,063 trucks 
turned out during the week ended 
Oct. 8 last year. 
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Carey, Chaffin, 
Summerfield Again 
On NADA Board 


WASHINGTON. — Reelection of 
three state directors have been an- 
nounced by the National Automo- 
bile Dealers Assn. 

They are Arthur E. Summerfield 


jr. 


(Chevrolet), Flint, Michigan 
represent- 
ative; Leo B. 
Carey, Coventry 
(R. 1.), Studebak- 
er dealer, and 
Dean Chaffin 
(Buick - Chevro- 
let), Bozeman, 
Mont. 

An NADA re- 
gional vice-presi- 
dent, Summerfield 
haf is vice - chairman 
re of the Govern- 
mental Relations Committee and 
chairman of the Special Committee 
on Automotive Taxation. He is a 
past president of the Flint Auto- 
mobile Dealers Assn. 

Carey is a member of the NADA 
Nominating Committee and has 
served previously on the Business 
Management Committee and the 
Insurance Study Committee. He is . 
a director and past president of 
the Rhode Island Automobile Deal- 
ers Assn. — 

Chaffin is a former president and 
first vice-president of NADA. Cur- 
rently, he is a regional vice-presi- . 
dent. He has headed the Montana 
Automobile Dealers Assn. and has 
served five terms in the Montana 
House, one as speaker. 





New lines wanted? Make new contacts 
through Automotive News’ Want Ads. 








The German 

Compact 

for Americans 
WANTED—DEALERS 

U. S. IMPORTER 


230 Park Avenue 
New York 17, N. Y. 


SPARE PARTS CENTER: 


NEW: NSU PRINZ 4 
NSU SPORT PRINZ 


TRANSCONTINENTAL MOTORS, INC. 


LUDWIG MOTOR CORP. 
421 East 91st Street 
New York 28, N. Y. 








AND DISTRIBUTORS 
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Just a reminder 


HUDSON’S BUSINESS 


GIFT CENTER 
READY TO DO YOUR 


CHRISTMAS SHOPPING 


This handy service accommodates busy execu- 
tives who want to remember their staff, clients 
and associates with Christmas gifts—yet have 
little time to shop. Just call CApitol 3-5100, Ext. 
2436 for an appointment. Then come in to the 
Business Gift Center, Hudson’s Downtown, 9th 
Floor and select from a hand-picked group of 
gifts. Or, merely phone or mail in your list. We’ll 
choose your gifts, have them wrapped and deliv- 
ered. Ask about a company charge account. 


HUDSON’S NOVEL GIFT SELECTOR 
lets business friends choose their own gifts from a packet con- 
taining 24 beautifully illustrated gifts. Selector available in 6 
different price lines. Clip and send the coupon below for our 
folder explaining this service. No charge, of course. 


The J. L. Hudson Co., Business Gift Center 
1206 Woodward Ave., Detroit 26, Mich. 


Please send me a Gift Selector Folder. 


Name 
Address 
City. 

Telephone Number 








Zone State 
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Wreckers’ 18th Meeting Opens in Chicago Oct. 26 

CHICAGO. — The National Auto| Sheraton-Chicago Hotel Oct. 26-29. 
& Truck Wreckers Assn. will hold |Membership in NATWA covers the 
its 18th annual meeting at the| United States and Canada. One 


Non-Economic Issues 


Caused Ford Strike 


(Continued from Page 2) 


son to accomplish that end,” Denise 
said, 
ok * * 
To union and Ford have agreed 
on a basic national economic 
package paralleling the recently 
negotiated GM settlement. 

The package includes continua- 
tion of the annual improvement 
and cost-of-living pay clauses, fully 
paid health insurance, minimum 
wage for short work weeks, im- 
proved supplemental unemploy- 
ment benefits and improved pen- 
sions. 

In addition, the UAW won from 
Ford more liberal supplemental 

unemployment benefits for job- 
less workers whose unemploy- 
ment compensation runs out, ad- 
ditional life insurance and a 
slight improvement in the pen- 
sion program. 

The closing of the Ford plants is 
the second idling of an auto maker 
since negotiations opened June 28. 
Last month, some 257,000 GM work- 
ers at 94 of the company’s 129 
plants walked out. 

Technically, the GM walkout was 
not a national strike because the 
local unions were given the option 
of working or striking. However, 
the walkouts halted GM automo- 
bile output for almost two weeks. 


The Ford strike is the first na- 


Obituaries 


Tom Wolf, 29, Killed 


In Colo. Plane Crash 


OKLAHOMA CITY.—Thomas C. 
Wolf, 29, secretary-treasurer and 
general manager of the John E. 
Wolf Co., was killed Sept. 22 while 
flying the company’s private plane 
from Denver to Oklahoma City. 
The plane crashed 16 miles south- 
west of Limon, Colo., with the ac- 
cident cause unknown. 

Mr. Wolf joined the dealer mer- 
chandising organization, founded 
by his father, John E. Wolf sr., in 
1956. He was promoted to secretary- 
treasurer and general manager in 
1959. 





* * * 


Walter Fisher Warren 
MEMPHIS.—Walter Fisher Warren, 72, 
who operated a used-car lot here until a 
year ago, died Sept. 30 in a local hospital. 
He was a Baptist minister for 30 years, 
operated a hotel in Paragould, Ark., and 
had driven a taxicab in Memphis. 
* * * 


Ray G. Schulte 
TOLEDO.—Ray G, Schulte, 59, for 20 
years a regional district service director 
in Chicago for Ford Motor Co., died here 
Sept. 28. He had been in the motel busi- 
ness for the past eight years. 
* * * 


Jesse W. Wilson 
SOMERSET, Ky.—Jesse W. Wilson, 69, 
retired Somerset auto dealer, died here. 
* * * 


Louis Russell Hutchison 
SEATTLE.—Louis Russell Hutchison, 57, 
for several years an auto dealer in Rice 
Lake, Wis., died here of a heart attack. 
* * co 


Ray Clanton 
SAVANNAH, Ga.—Ray Clanton, 49, a 
Plymouth auto dealer here, died Sept. 25. 
He served two terms in the Arkansas Leg- 


islature in the '40s. 
* * * 


John W. Gillan 
ALBANY.—John W. Gillan, Watervliet 
auto dealer for 35 years, died Sept, 28. He 
formerly operated Dodge-Plymouth and 
Hudson dealerships. In recent years he had 
been associated with Academy Motors in 
Latham. 


% * * 
Edgar Menderson 
CINCINNATI, — Edgar Menderson, 73, 


an auto pioneer who helped design the first 
Dodge, died Sept, 30. During the ’20s he 
was associated with several auto dealer- 
ships here. 
* * * 
Frederick J. Brook 
INDIANAPOLIS. — Frederick J, Brook, 
83, a pioneer in the development of the 
auto self-starter, died Sept, 29. 
ok Bd * 


Roy O. Chavez 
WICHITA, Kans.—Roy O, Chavez, 63, 
former owner of a Chevrolet dealership in 
Mound Ridge, died Sept. 30. 
* * b 
Walter B. Groves 
DETROIT.—Walter B. Groves, 66, a co- 
founder of Chandler-Groves Carburetor Co. 
and president of a sales organization bear- 
ing his name, died Oct, 4. 
* * * 
Harry L. Siegel 


CHICAGO.—Harry L, Siegel, 83, presi- 
dent of Siegel Motors, died Sept, 29. 











tional auto strike since the union 
closed Chrysler Corp. in 1950. 
* ok * 

as UAW over the years has 

struck various Ford plants 22 
times, ranging from one day at the 
Lincoln Detroit plant in 1947 to 66 
days at the Des Moines implement 
plant last winter. 

Ford estimates the strike will 
cost its employes more than $2.6 
million in wages each day, not 
counting loss of other employe 
benefits. 

The UAW still must reach an 
agreement on a new contract with 
Chrysler, where negotiations are 
continuing at a wait-and-see pace, 
and with Studebaker-Packard 
Corp., where the present contract 
expires Nov. 6. 

Meanwhile, Deere & Co, became 
the first company in the farm and 
heavy implement industry to sign a 
new three-year contract with the 
UAW. 

The contract, covering some 
17,000 workers, calls for a 2% per- 
cent wage increase and other bene- 
fits. 

* + of 
BOUT 4,000 members of two 
other UAW locals struck two 
Caterpillar Tractor Co. plants in 
Aurora and Decatur, Ill. Still other 
locals agreed to continue talks at 
three other Caterpillar plants and 
at International Harvester Co, fol- 
lowing expiration of contracts. 
Also, the entire production 
force of approximately 350 went 
on strike against Divco Truck 
Division, Divco-Wayne Corp., De- 
troit, when a contract expired 
last week. The company makes 
delivery trucks. 

An official of the UAW, declaring 
he is “shocked” at pay cuts up to 25 
percent for white-collar workers at 
an Allis-Chalmers Mfg. Co. plant 
in Milwaukee, announced his local 
will try to organize the clerical 
force. 

Charles M. Schultz, president of 
UAW Local 248, which represents 
5,500 production workers at the 
company’s West Allis (Wis.) works, 
said his local will try to sign up 
the plant’s 6,000 white-collar work- 
ers whose pay was cut from 5 to 
25 percent. The cuts affect a total 
of 13,000 workers throughout the 


company. 
x ok * 


NLRB Votes to Uphold 


Agency Shop Provisions 


WASHINGTON. — The National 
Labor Relations Board has ruled 
that the agency shop is a lawful 
form of union security contract 
under the Taft-Hartley Act. 

The decision is the first major 
reversal of NLRB policy set 
under the Eisenhower Adminis- 
tration. By a 4 to 1 vote the 
board, which contains two recent 
Kennedy appointees, reversed an 
earlier 3 to 2 vote by a board 
dominated by Eisenhower ap- 
pointees. 

An agency shop clause in a labor 
contract requires nonunion workers 
to pay to the union the equivalent 
of union fees and dues as a condi- 
tion of employment. 

The NLRB directed General Mo- 
tors Corp. to bargain with the 
United Auto Workers on a pro- 
posed agency shop contract to 
cover 14,000 nonunion GM workers 
in nine Indiana plants. 


Pollution Board 
To Meet Public 


SACRAMENTO, Calif.—Progress 
reports of the State Motor Vehicle 
Pollution Control Board will he 
given here at the board’s first pub- 
lic meeting Oct. 13. 

A morning session will be held 
from 10 a.m. to noon, featuring a 
non-technical explanation of the 
program, in Room 4204 of the Cap- 
itol. Following a noon hour lunch- 
eon in El Mirador Hotel, the hear- 
ing will resume for a question-and- 
answer period from 2 to 4 p.m. in 
the Capitol. 





HELP WANTED 


Wanted 
EXPERIENCED 
SEALING SALESMEN 


Leading manufacturer of automotive sealants 
for dust and waterproofing automobiles has 
a few choice, guaranteed territories available. 
Call Roy Ellis, president, at BA 2-7031 or write 
for details stating your background. 


RUBBER-SEAL PRODUCTS CO., INC. 
29 West Apple St., Dayton 2, Ohio 


WANTED—GENERAL SALES MANAGER 
for ‘‘Big Two’’ location dealership in 
Eastern city selling 1,000 to 1,200 new 
cars and trucks per year, Offering liberal 
salary plus percentage of profits, Must 
be a top-notch closer and capable of 
building and training a sales force, and 
have a thorough knowledge of used 
cars, Only well-qualified man with proven 
record that will withstand rigid investi- 
gation will be considered, Send complete 
résumé and recent photo to Box 2839, 
c/o Automotive News, Detroit 7. 


AUTO REPRESENTATIVE. National con- 
cern will train salesmen contact automo- 
bile dealers sales and service direct mail 
service. Exclusive territory, high earn- 
ings, repeat yearly business, established 
accounts, Good salary plus commission. 
Box 2831, c/o Automotive News, De- 
troit 7. 


SERVICE MANAGER’S' POSITION 
AVAILABLE in well-established Massa- 
chusetts Plymouth - Valiant dealership. 
Good opportunity for aggressive man. 
Send résumé to Box 2855, c/o Automo- 
tive News, Detroit 7. 


GENERAL SALES MANAGER for retail 
division of large eastern distributor of 
imported cars, Ample compensation for 
firm but tactful man. Please send résumé 
of experience to Box 2851, c/o Automo- 
tive News, Detroit 7. 


SPECIFICATIONS AND 

ENGINEERING, TRUCKS 
National leasing company in Philadelphia 
area needs qualified man familiar with all 
sizes of commercial units. Should know state 
and ICC requirements, truck body and trailer 
specifications. Function requires ability to 
establish and cost truck units and equipment. 
Salary open. Replies confidential. Send resume 
to Box 2860, c/o Automotive News, Detroit 7. 


Get off the TREADMILL... 


HELP WANTED 
NEE TTT RET TT TT SII 


EXPERIENCED 
FINANCE MEN 


National diversified finance organization 
wants to accelerate expansion of automo- 
tive financing operations. This offers excel- 
lent growth opportunity for those qualified 
to assume positions as 


BRANCH MANAGER 
SALES REPRESENTATIVE 


Employment will be offered only to those 
applicants whose past success indicates 
potential to assume executive responsibil- 
ities in the future. 


Company offers most liberal benefit pro- 
gram which includes profit sharing and 
stock purchase plan. 


! 
If you feel that you want to learn more 
about these openings, write for interview. 
Your letter should cover your employment 
history as well as personal facts. 


Personnel Director 
General Acceptance Corporation 
1105 Hamilton Street 
Allentown, Penna. 


Auditor - Business Manager 


Distributor of VW automobiles and parts in 
Ohio and Kentucky has immediate opening 
on management staff for qualified man to 
function as field/internal auditor and business 


manager, Applicant must have comparable 


College degree in 


automotive experience, 
resume to: Mr 


accounting preferred. Mail 
Thomas E. Lally, Controller, 


MIDWESTERN VW CORPORATION 
1125 Kinnear Road, Columbus 12, Ohio 


CLASSIFIED WANT ADS 
BRING RESULTS 


HELP WANTED 


... and onto the ESCALATOR 


Are you running hard on the treadmill but unable 


to move? Then transfer 


Motor Credit Company . 


to the escalator at Ford 
. . Where good conscien- 


tious effort can take you upward. 


Ford Motor Credit Company offers unusual oppor- 


tunities 


in the auto sales finance field. 


It is a 


growing organization offering numerous promo- 


tional possibilities. 


There are immediate and future openings for quali- 
fied people. Why don't you make the move toward 


greater opportunity. All 
confidentially. 


inquiries will be treated 


~~ ——a 
highlight of the meeting wilj be a 
tour of General Iron Industrieg to 
see an incinerator capable of burn. 
ing 20 cars an hour. 


ly 













































































HELP WANTED 


ARE YOU A MANAGER? 


“Capable, Efficient, Alert, Experi. 
enced in Used Car Sales" 


ee 4 
If you feel that your abilities fj 
these qualifications and you are jn. 
terested in seeing your time converted 
into real money—mail complete sum- 
mary—and recent photo to 


MIDWESTERN VW Corp, 
1125 Kinnear Rd., Columbus, Ohio 
ATTENTION: 1. J. LUKEHART 


—_ 





ASSISTANT USED CAR MANAGER, Yoy 
must have a convincing sales record. §aj- 
ary plus incentives with a minimum guar. 
antee of $8,000 the first year. New car 
furnished, also a $10,000 company paid 
life insurance policy. All agencies in 
Cleveland open only two evenings per 
week. Opportunities for advancement are 
excellent. Write Box 2858, c/o Automo- 
tive News, Detroit 7. 


ma 


— 


=!) 


te! 


BUSINESS MANAGER 
FOR ? 
GM DEALERSHIP 3 


Ten years’ practical background in dealer- 
ship accounting, auditing and taxes. Fully 
qualified in maintenance of accounting, con 
trols and systems for dealerships, 

and leasing companies. Background alse 
covers administrative and managerial re 
sponsibilities. Married, will relocate. Com 
plete resume available. 


Box 2843, c/o Automotive News, Detroit 7. 


os! 


openings now: 


BRANCH MANAGERS 


OFFICE MANAGERS (in 
charge of internal 
operations of a 
branch office) 


SALES REPRESENTATIVES 
INTERNAL AUDITORS 
CREDIT ANALYSTS 
FINANCIAL ANALYSTS 


FORD MOTOR CREDIT COMPANY 


20000 ROTUNDA DR. 


Personnel Director, Room 2086 
DEARBORN, MICHIGAN 





——_ ———_— 

posrrtion WANTED DEALERSHIPS AVAILABLE 

ll be g <<gING «LES MANAGER — Experi- | DEALERSHIP HANDLING RAMBLER for 

Ties to LEASI aar-t uck leasing sales manager sale in Midwest city of 23,000, 150 cars 
enced to relocate, Presently associated travel rate for 1961. Box 2859, c/o Auto- 

f burn. oe prot .bie leasing corporation, de-| motive News, Detroit 7. 

fires growih opportunity, Box 2835, ¢/o DEALERSHIPS WANTED 
ie Automotive “ews:_______________-| YOUNG, EXPERIENCED VW MAN wants 
ACCOUNTANT - as ae deme to purchase authorized Volkswagen agen- 

Active men, 52, — habits hirty- cy—or opportunity to buy partnership in 
servative dress an : VW dealership. Cash available immedi- 


three ars’ experience GM dual as ac- 
aS and business manager, past 15 
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MISCELLANEOUS 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 


CARS FOR SALE CARS WANTED 






FOREIGN & SPORTS 
CARS NEEDED 


Largest wholesale buyer and seller of 
foreign cars in the st. Will pay top 
for your car. 
Call Cliff Pittman, LU 3-9100 
J. D. CAR CO. 
1561 Jerome Ave. Bronx, N. Y. 


IMPORTANT NOTICE 


Dealers are cautioned that before 
should 







sure to 


any 
trucks, they 
check the seller as to what, if any, 





excise taxes and duties have not 
been 


paid on the vehicles. 





ately, Ready to do business at once. 













































w the business and expect mini- 
oo saeemne of $12,000 per year. D, W. 
Bowman, 852 Fielding Road, Sidney, 
Ohio. Phone: HY 2-8323. 
TIVE ACCOUNTANT — Female, 
a aeeae experience Ford and GM. Sten- 
ographer, office and credit manager. Ex- 
cellent references. Relocate, Box 2852, 
c/o Automotive News, Detroit 7. 


_ clo ae 
UTO SERVICE MANAGER, Experienced 

eae com-queliied in all phases of deal- 
er’s operation. Am not a service writer 
or foreman, but a heavy duty manager 
in volume service, If you are in need 
of a man who can carry heavy respon- 
sibility with efficiency, I will be avail- 
able in 30 days. Box 2853, c/o Automo- 

: tive News, Detroit 7. 

ee 

WHE ALIGNMENT—Young man, sin- 
a "0, recently completed Class A 
training Bear school, high grades, desires 
permanent position Michigan or nearby 
location, Charles Holmes, 8 Cross S&t., 
Triangle Trailer Park, Battle Creek, 
Michigan. Phone: WO 3-2421. 

SERVICE MANAGER, 12 years’ success- 


ful management experience, age 36, mar- 
Best 


state and abroad: America’s Premier Skip 
Bulletins free upon request, Fast daily 
service Fort Bragg, Cherry Point, Camp 
Lejeune, Testimonials from customers 
thruout U.S.A. 


MANAGEMENT GROUP looking for low 
volume dealers with high volume poten- 
tial, not only in sales, but in service. 
All personnel in our organization well- 
experienced in automotive management. 
Box 2848, c/o Automotive News, De- 
troit 7. 


1962 NEW CAR 
INVOICE PRICES 


NOW BEING MAILED 


Individual dealer cost price lists for- 
warded two weeks after each new car 













R. You 







d. Sal ried, excellent ee cme 1 || introduction. All the cars, all the facts. 
. oe of references—will relocate anywhere an : 
1 guar- accept opportunity as part compensation. || Rush $10, first class mail; $11, air mail. 
ow car Interested in a responsible position with 
Y Paid ageressive, absorption-minded dealer re- CAR FAX RAPID SERVICE 
ies in quiring personnel with ability to think. 
BS per Box 2854, c/o Automotive News, De- 550 Fifth Ave., New York 36, N. Y. 
- are troit 7. 

Te PARTS MANAGER—Sixteen years’ solid 

experience Ford products, large and 


small dealerships, plus TBA merchandis- 
ing and some service background, seeks 
opportunity to advance. Southwest or 
West preferred. Box 2856, c/o Automo- 
tive News, Detroit 7. 

POSITION AS ACCOUNTANT — BUSI- 
NESS MANAGER for medium-sized deal- 
ership. Eighteen years’ experience in GM 
system, Salary open, Will relocate. A-1 
references. E. Mandeville, 1317 Warren, 
Belvidere, Illinois. Lincoln 2-3702. 

BUSINESS OPPORTUNITIES 

IRON FOUNDRY in Illinois, 19,400 square 
feet in plant. Appraised at $150,000— 
price only $63,750. Kashfinder, Wichita, 

' Kans. 

' AUTO PARTS DISTRIBUTORSHIP and 

i2 machine shop in Kentucky, doing $325,- 

000 yearly. Priced with terms, Kash- 

finder, Wichita, Kans. 


Z DEALERSHIPS AVAILABLE 


AUTO AGENCY doing $450,000 yearly in 
Texas town of 8,000. Established 43 


1962 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, "AUTO COSTS,"" gives you 
the factory invoice prices of all 1962 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘62 edition 
today for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N. Y. 











TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


an years. Consider offer. Kashfinder, Wichi- APPRAISAL SERVICE 
ta, Kans. 

? —________tmnu.uué___| Fyrniture—Equipment—Machinery—rTools 
an) OR SALE OR RENT: Garage building| for Buy/Sell Agreements, Annual Fiscal 
a and adjoining car storage lot located in Reports, Tax, Banking and Insurance 
le growing industrial area in northern In- Write fer free 

diana. Also stock of Dodge parts. Great 
Com- opportunity for Dodge sales and service. “Hidden Earning Power" booklet. 
Owner deceased after having been in| AUTOMOTIVE INVENTORY & APPRAISAL CO. 
cit 7 business for over twenty years. Mrs. | 10040 Freeland Ave. Detroit 27, Michigan 


Blanche Gage, LaGrange, Indiana. Tele- WeEbster 3-6445 


phone: HO 3-2990. 








CARS FOR SALE 


Got the customer? 


HERTZ 


has the used car! 


All are in fast-selling colors and fully equipped 





with power steering, R & H, automatic trans- 
mission, many with power brakes—the works! 


Chevys, Fords, Plymouths, Buicks, Cadillacs, 
Pontiacs. Sedans, hardtops, wagons and con- 
verts—you name it, we’ve got it ! Low mileage, 
clean and sharp—real bell ringers! 


1960 and ’61 models are now available at Hertz 
offices across the country. 


CALL THE HERTZ MANAGER IN YOUR CITY TODAY 


or 


write: Mr. I. E. Spatig, The Hertz Corporation, 


660 Madison Avenue, N. Y., Tel. PL 2-2000 





™— ll! |B 





















Ex Taxi Cabs 


CLEARANCE SALE 
150 AVAILABLE 


FROM $1 7 5 


1960 FORDS 
1960 LARKS 
1960 DODGES 


Automatics and Standard 
Transmissions 
All Prices FOB N.Y.C. 


Reasonable Transportation 
Arranged 


TAXI CAB CORP. 


787 1th Ave., New York 19, N. Y. 
Plaza 7-2400 — JUdson 2-7799 


Attention: Mr. J. Cass 









OLDSMOBILES 


LARGEST SELECTION 
IN THE WORLD 


1961 OLDS 


ALL MODELS 


Many of these are Olds employees’ cars 


Story Oldsmobile 


Lansing, Michigan 


"62 Volkswagens 


Fully Americanized 
* 


Immediate Delivery 
e 


Excise Taxes Paid 
MINIATURE VEHICLES 


277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 


CARS WANTED 


NSU PRINZ WANTED—New, used or 
damaged. Top prices paid. Write particu- 
lars. Wm. J, Levine Co., 46 Oceanport 
Ave., W. Long Branch, New Jersey. 


CADILLAC LIMOUSINES and hearses — 
sharp, late models only, Franz Ridgway, 
BE 4-6611, 2836 N. E, Sandy, Portland 
12, Oregon. 





ASSOCIATED SOUTHERN BUYERS will 
buy for cash, $100,000 and up, fleet or 
finance company inventory. Adequate 
capital, expert appraisal, efficient trans- 
portation. Southern Buyers, Box 165, 
Summerville, Georgia, Call: 857-1491, 





1962 ORDERS 
BEING PLACED 


All Makes—All Models—aAll States 


New-car Dealers Interested in Volume Fleet 
Sales and Service, Contact: 


National Purchasing Department 


ROLLINS LEASING 
CORP. 
14th and Union Sts. Wilmington 99, Del. 
Chevrolet- Ferd - Plymeuth - Dodge - Comet 
Cervair Falcon - F-85 Lancer - Lerk 
Rembler - Special - Tempest - Valiant 
Especiatly Invited 




































IV 2-1311 




































countant VOA approval assured. Box 2780, c/o 
ve b tner, then sole own- » 

i have sold. business, wish to relo-| Automotive News, Detroit 7, COUPLING HEADS LINED 
sate, preferably in South or Southwest. | WANT TO BUY-IN OR BUY-OUT Chevro-| FoR SALE: One 1959 Cadillac Superior TRUCKS FOR SALE TO PROTECT CAR BUMPERS. 
Would consider other locations, Prefer| let agency in New York, New Jersey or} ambulance, perfect condition, Delco al- {959 CHEVROLET TRACTOR, 6100 series, 
gu three (oath Person ofiee, Salary] Nev, Eneland. Ago 25, seven ears ox] ternator, airconditioned, geod robber, | "Yq Cuny Wo™egy a PAGLO® S100 iy % 

ensurate with ability an Pe " ie 42” headroom—$5,000. For sale: One _ 4 ‘ 

on Complete information upon request. retailer. Formerly owner of ‘‘Big Three 1957 Cadillac Superior ambulance, per- ae Pg aaacen aiteer iad *CADALLOY STEEL CAST 
Earl O. Williams, P.O, Box 111, High- tee are jou ae Seen 7 fect condition, Delco alternator, air trailer equipment Picture. full inferma- YOKES WITH HEAVY DUTY 
Nl aes coun 7 » c/o MLOEOLEVS ows, al conditioned, good rubber, 48” headroom tion and price on request,” Superior Pon- 
smD CAR BUYER and appraiser for - — $2,300. Gates Ambulance and Oxygen tiac Co., 314 So, Flores, San Antonio, TUBULAR STEEL "V" 
either new or used car outlet, both DEALER SERVICES Service, Inc., 1630 George St., Ridge- Texas. z 

wholesale and retail. Also wish to super- | De areRs, FINANCE FIRMS, BANKS:| 4 27, New York. PARTS FOR SALE SECTIONS TO RESIST 
vise used car reconditioning. Write-up |“ <..4 your SKIP problems to Home De- STRAIN & STRESS 

bi, Secs Euy hangs] theta.” cn | ms |S Ef, ns Ea 

ars’ buying and selling “ nl , os ae ock, Fast service, Foreign Cars Corpo- 

ences, 26 years onan Sober, church and| North Carolina — Direct phone: 1-919- ration, 1812 South Andrews Ave., Fort *Cadalloy Steel Castings 
new and us nod wtandind, bbe 96 BR22034. Write for listing forms. 40 Lauderdale, Florida. JA 2-7491 . : : 

lodge member in & sanding, age 0. years in business — facilities in every J = " Minimum Yield Point: 











LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000. 

GENUINE FIAT and NSU PRINZ PARTS 
—50% off. Ben Medow, Inc., 222 N. 
Lafayette, South Bend, Indiana. CE 
3-3195, Russ Rose. 

RENAULT PARTS and ACCESSORIES. 
America’s oldest and largest independent 
Dauphine and 4CV parts source, Free 
price list. Small Cars, Service, 9 
Thatcher St., Buffalo 15, N. Y. 


GOODYEAR FIRESTONE 
GOODRICH §=—s«CU SS. 


Trade-In Tires 


All Perfect—Used—Nice Treads 


46,000 Lbs. Per Square Inch 








s ' 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
@ 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


_ @ 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 











































750-14 With Lubricated Automatic Brake 
span s4g* only, = a and Brake Cable 
900-14 en Dealers’ List Price, F.O.B. Factory. . .$69.80 
Dealers’ 25% Discount .......... 17.45 
$1.00 extra for whitewall ee ie eS $52.35 
Adapter Clamps Fed. Tax. Inc. 


F.O.B. Akron, Ohio 






THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.0.B. Factory . ..$59.80 


Call collect for further information: 


TOWN TIRE, INC. 


PR 3-7891 





Akron, Ohio 







Declers’ 25% Discount ..... ceveeee 14,95 
PARTS WANTED Dealers’ Net with 4 $44.85 

NEW AMERICAN MOTORS PARTS—ac- | Standard plus 2 Large . 
cessories—bins and tools. Rolling Motors, | Adapter Clamps Fed. Tax. Inc. 


Inc., 1101 N, Rolling Rd., Baltimore 28, 
Maryland. RI 4-0300. 


CASH for (new) obsolete Ford, Mercury 
and Lincoln parts—1928 to 1948. Red 
Frese, 3911 E, Admiral Place, Tulsa, 
Oklahoma. 

FRONT SUSPENSION PARTS WANTED 
for 1934 Model 90 Buick. P, Zeigler, 665 
_Wilson, Saginaw, Michigan. 

HARDTOP FOR MERCEDES-BENZ 300 
SL. James L, Smith, Patten Motor Co., 
1237 Broad St., Chattanooga, Tennessee. 
Phone: AM 5-1043. 

ANTIQUE, CLASSIC CARS FOR SALE 

1928 BUICK MODEL #29. A beautiful 
showpiece, original finish and trim, Ex- 
cellent running condition, Price $600. 


"ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 


Dealers’ List F.0.B. Factory ... .-$51.00 
Dealers’ 25% Discount . 12.78 


Dealers’ Net with 2 $38.25 


Standard plus 2 Large 
Adapter Gunes Fed. Tax. Inc. 








Substantial Discounts 


Biles Buick, Inc., 14400 Detroit Ave., e 2 
Lakewood 7, Ohio. To Distributors 
MISCELLANEOUS 


Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 


TUCKER AUTOMOBILE LITERATURE, 
pictures, etc. Collectors items. $1.00 bill 
postpaid. J, Moore, Box 10574, Riviera 
Beach, Fla. 


SEE PAGE 42 
for the nation's 
TOP AUTO AUCTIONS 














New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 CT] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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“Mothers taxi 


service demands 





a limited slip differential 


Selling limited slip differential to on-the-go mothers—who 
must often transport their precious cargoes of children un- 
der the most trying conditions—is easy when they can see 
for themselves what this amazing device will mean to them 
in added security. Limited slip differential directs power to 
the rear wheel with the greater traction, thus protects the 


driver from getting stuck in sand, mud, snow or ice. It’s a 
natural to demonstrate and it sells itself when you show a 
prospect how it works. Besides busy mothers seeking peace 
of mind, made-to-order prospects include police depart- 
ments, taxi operators, doctors, rural letter carriers, sales- 
men, and utility companies. : 


Once Your Prospects See It Perform It’s Easy To Sell Limited Slip Differential—So Be Sure To DEMONSTRATE! 
ORE oe ea 


Here’s how to demonstrate limited slip differential... 





ee ow 


Stop your right rear wheel on a pile of wet jleaves which 
you can place at the curb yourself, then demonstrate 
how limited slip differential lets you start up smoothly 
and with no wheel spin—because the power goes to 
the wheel with the traction. 


Use your gravel drive or a grassy strip where you can 
run one rear wheel off into soft soil. You can put on a 
powerful demonstration of how easy it is to get going 
instantly—with limited slip differential. 
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In the winter, if you’re where the temperature goes 
below freezing, put one rear wheel on a patch of ice or 
packed down snow and show your customer how 
limited slip differential lets you start up instantly. 


Dirt really flies When a car with a conventional diffe- 
rential starts with one wheel in the mud. You can 
make a mud puddle in your used car lot or in a field— 
and show how limited slip differential insures a quick, 
clean take-off. 
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